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SERVICE BROUGHT RIGHT 
TO THE DOOR 


The Agent who sells both Industrial and Ordinary 
insurance, and provides personal premium collection 
service to the policyholder is naturally a busy fellow. 


Constantly in touch with his policyholders, he is able 
to enlarge their insurance programs as additional 
needs arise...all arranged on a basis that is within the 


ability to pay. 


And his personal service from week to week or 
month to month is the means which enables many a 
bread-winner to perpetuate the family’s protection. 


It is life insurance service brought right to the door. 
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Post advertising opens the door to j | ‘ 
HEN the field representative of a con- The greater buying power of Post At 
sistent Saturday Evening Post insur- _— readers has long been recognized by He 

ance advertiser makes his ‘in person” call, leading life insurance companies. In the 
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Thus, his calling card strikes a respon- advertising in the Post than in any other v 
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Impressive 
Atmosphere at 
Hemisphere Rally 


Closer Insurance 
Ties Promoted in 
Western World 


NEW YORK — Approximately 200 
North and South American insurance 
company and or- 
ganization officials 
lent to the first 
Hemispheric Insur- 
ance Conference 
here Tuesday 
through Thursday 
an impressive at- 
mosphere. More 
than 75 delegates 
from 15 countries 
made up the con- 
tingent from  Can- 
ada, Central and 
South America 


and many U. S. in- 





Jesse Randall 


surance cOmpany 
officials were on hand. } a 
In an earnest and amicable spirit, 


those attending urged the benefits of 
closer ties between the insurance busi- 
ness in the western hemisphere and 
offered a number of practical sugges- 
tions on which to build a greater in- 
terchange of information and business. 
Satisfaction was expressed that the con- 
ference was sponsored by private bus- 
iness and not by government. 

Dec. 21 was recommended as Hemis- 
pheric Insurance day for simultaneous 
celebration in all American countries. 
This would have the purpose of pub- 
licizing the insurance idea on a hemis- 
pheric scale. 


At University Level 


It was also recommended that insur- 
ance be established as a university sub- 
ject and that research centers’ or 
insurance seminars be established in 
the faculties of economic science of 
universities. 

Delegates will be guests of the Hart- 
ford companies next Monday. A pro- 
gram of entertainment was provided for 
wives of foreign delegates, including a 
tea by Mrs. A. F. Lafrentz, wife of the 
president of American Surety. At Hart- 
ford Perrin Cothran of Aetna Fire is 
chairman of the host committee. 

President William K. Jackson of the 
U. S. Chamber welcomed delegates. in 
Spanish and English. Chairman Jesse 
Randall, president of Travelers, intro- 
duced James S. Kemper of the Kemper 
companies, chairman of the U. S. sec- 
tion of Inter-American Council of Com- 
merce & Production. Mr. Kemper 
deplored the world wide trend toward 
statism and said insurance men _ with 
their millions of daily contacts can feel 
the pulse of the people and influence 
economy in the direction of free enter- 
Prise. Felix Stungevicius of the Kemper 
‘ organization rendered Mr. Kemper’s 
talk in Spanish. 

Dr. Luis A. Beltran, vice-president of 
Cuban American and president of the 
National Association of Insurance Com- 
panies of Cuba, pointed out the im- 
portance of personal contact among the 
iMsurance people of the hemisphere. 
This will, he said, lead to more confi- 
dence and a greater interchange of bus- 
iness between insurance concerns of the 
American countries. 

E. J. Amescua, general manager of 

(CONTINUED ON PAGE 18) 














Ohioans at Annual Parley 
Get Valuable Fare 


By LOUIS H. MARTIN 


CINCINNATI— With an overflow 
crowd of about 600, the first postwar 
sales congress and 
general convention 
of the Ohio As- 
sociation of Life 
Underwriters — the 
first full meeting 
since the one at 
Dayton in 1942— 
was held here over 
a two-day span. It 
was generallly 
agreed to be the 
best ,ever, with 
membership now 
standing at an all- 
time high. Nearly 
one-quarter of the 
number present were until recently in 
the armed services. Probably the high 
point of the first day’s session was the 
learned and inspiring address of Dr. 
Ernest H. Hahne, president Miami Uni- 
versity, on the “Economic Aspects of 
Life Insurance.” 

Dr. Hahne contended that the Ameri- 
and that the 





Geo. Vinsonhaler 


can economy is on trial 
economic progress of America in the 
past has been due to “savings” in the 


economist’s sense—meaning the physical 
and mechanical assets of the country. 
Life insurance dollars, he said, play a 
large part in our savings and the funds 
of life insurance must be poured back 
into our producing machinery if they are 
to take their proper place in our eco- 
nomic system. 


Insurance Promotes Capital 


Life insurance promotes capital, and 
is the cornerstone of capital democracy 
and few things are more important than 
letting the American people understand 
this, he continued. “You must make the 
people appreciate the real significance of 
saving,” he declared, emphasizing the 
difference between the ‘way it would be 
done in other parts of the world. In 
concluding, Dr. Hahne voiced the be- 
lief that Bismarck’s “Volksversicherung” 
— folk insurance — social insurance, by 
making the German people dependent 
on the German state, laid the founda- 
tions for both wars. “This historical 
perspective,” he said, “needs to be widely 
understood 

Under the general chairmanship of 
George Vinsonhaler, general agent John 
Hancock, Cincinati, assisted by Tom 
Strange, general agent Ohio National, 
president Cincinnati association; Judd 
Benson, manager Union Central, Cin- 
cinnati, and the many others of his com- 
mittee, Henry S. Stout, general agent of 
John Hancock, Dayton, president of the 
Ohio association, opened the morning 
session with an address of welcome. Mr. 
Stout then introduced H. G. Kenagy, 
superintendent of agencies Mutual Bene- 
fit, who spoke on “Life Underwriting 
Yesterday, Today and Tomorrow.” 

“The tragic results of inadequate lead- 
ership in the field of human relations on 
the part of top management is widely 
evident today,” declared Mr. Kenagy, 
“and the public foots the bill.” In the 
face of this alarming situation, life insur- 
ance has shown the way in reconversion 
with no strikes, and with only slight in- 
creases in costs, because the best in- 
terests of all—public, management, and 
field men are interdependent and insep- 
arable. 

While we still have much room for im- 
provement, before full common objec- 
tives of field-home office cooperation 
are achieved, we have come a long way 
in the last 100 years, he said, tracing the 
many field and home office changes of 
policy in his company during its first 
century from part time “dealer-agents” 


to thoroughly trained career underwrit- 
ers. 

“Let us never forget that to the pol- 
icyholder we are the company,” Mr. Ke- 
nagy continued, suggesting that despite 
fuzzy thinking in recent years, it was 
time some agreement was reached on 
such issues as “do agents want to be- 
come employes?” and stating that in his 
opinion the business will develop a plan 
that will give agents both their inde- 
pendent status and also the rewards for 
loyalty and service commonly available 
to employes. This answer, he said, 
will come through advances in under- 
writing. Companies must harmonize 
their objectives with the basic purposes 
of life insurance and that will come be- 
cause their interests are identical. All 
that the companies can do to take their 
field forces into full partnership, will 
strngthen the companies, improve public 
relations and show the world intelligent, 
profitable labor relations, he concluded. 

A most impressive and long list of 
favorable features of the current life in- 
surance market was cited by T. A. 
Lauer, Northwestern Mutual, Joliet, 
Ill., in his address “Today’s Opportuni- 
ties.” While “some day the bubble will 
burst,” Mr. Lauer said, today sole own- 
ers or large share owners of close cor- 
porations, partnerships, key men, doc- 
tors, dentists, real estate men, retail 
storekeepers, jewelers, farmers, ju- 
veniles and many other classes all offer 
tremendous possibilities for life insur- 
ance sales right now. Mr. Lauer stressed 
the heavy tax cost of dying with nu- 
merous illustrations of what happens to 
the estates of prominent men. Don’t 
forget that the government is paying 
for the education of many thousands of 
former service men and the opportuni- 
ties presented by this new situation, he 
added. 


Buy to Protect Estate 


Many men will buy life insurance to- 
day to protect their estate even i eee 
they won’t buy to increase it, Mr. Lauer 
continued, and this applies both to wage 
earners to whom social security is im- 
portant and to men of large estates as 
well. Illustrating this important prin- 
ciple, Mr. Lauer said that few men will 
get up at 2 a. m. to earn $10 but most 
would get up to move their car off the 
street to save a $5 parking fine. 

Mr. Lauer laid considerable emphasis 
on using social security as an approach 
and on life insurance for business pur- 
poses. He stressed the fact that life in- 
surance will soon get heavy competition 
from consumers goods industries and 
that agents will have to sell out of “bot- 
tom dollars instead of top dollars.” To 
meet this he urged the sale of benefits— 
not life insurance and the development 
of a full enthusiasm for the business. 
People will buy when they believe in 
future and our greatest future now con- 
fronts us, he concluded. 

“Many of us in our business assume 
too often that the prospect understands 
the story of life insurance and all its 
benefits, just because we are so well 
acquainted with it,” declared H. R. Hos- 
tettler, Reliance Life, Cleveland, in his 
opening remarks on “It Comes in Cans” 
—his title for a series of basic prepared 
sales talks used by his agency to help 
new men get started. He said he be- 
lieves in putting words in the mouth of 
new agents so that they can approach 
their prospects with confidence and with 
a story to tell in proper logical sequence. 

Continuous practice—drilling for skill 
—is necessary, he continued, to make 
sure that the man tells his story in a 
positive, enthusiastic manner with just 

(CONTINUED ON PAGE 19) 


Forums Feature 
L. |. A. Southern 
Round Table Session 


M. F. Browne, Occidental, 
N. C., Named Chairman 
at Greensboro Meeting 


NEW OFFICERS ELECTED 


Chairman—M. F. Browne, Occiden- 
tal, N. C. 

Vice-chairman—Z. Starr Armstrong, 
Republic National. 
oe W. Childrey, Atlantic 
ife. 


By H. J. BURRIDGE 
GREENSBORO, N. C.—Thereé were 


no set speeches delivered nor prepared 
papers read at this year’s annual meet- 
ing of the Southern Round Table of the 
Life Insurance Advertisers Association 
here this week. The entire business side 
of the meeting consisted of four round 
table sessions with a different chairman 
for each. At these the discussions were 
frank and informal. Experiences and 


comments were exchanged freely. Fol- 
lowing the pattern of the successful 





sa 


D. J. Martino 


F. R. Brauer 


Eastern Round Table held in March, 
the members rotated, and in this way 
participated in the four forums. : 

The discussion leaders were: C. C. 
Fleming, Life of Virginia, “Publications 
to Agents”; Z. Starr Armstrong, Re- 
public National, Sales Promotion” ; 
William Sexton, Great Southern, “Direct 
Mail,” and Powell Stamper, National 
Life & Accident, “Prestige and Good 
Will Builders.” At the farewell lunch- 
eon the round table chairmen summar- 
ized their sessions. 


Brauer in General Charge 


It was the 17th annual meeting, and 


the second to be held in Greensboro. 
F orrest R. Brauer, Home Beneficial, 
was in general charge as_ chairman. 


Those attending were lodged at Sedge- 
field Inn, seven miles from Greensboro. 
Business meetings were in the auditor- 
ium of Pilot Life, “down the road a 
piece,” and both luncheons were served 
in the company dining room. Pilot's 
home office, consisting of three hand- 
some buildings, is set in a 130-acre tract. 
The company’s 160 employes make the 
trip from Greensboro each day by com- 
pany bus and private car. A full scale 
farm in the rear of the main building is 
owned and operated by the company. 
It helps supply the employes’ cafeteria. 
Here is a company with $316,000,000 in 
force, with its headquarters “out in the 
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P.L. 15 Highlights 
Federation Rally 
af Philadelphia 


First Postwar 
Meeting Is Held 
on Serious Note 


By C. W. BAILEY 


An all industry convention of the In- 


surance Federation of Pennsylvania 
ushered in the postwar period on a 
note of serious consideration of mat- 


ters involving the S.E.U.A. decision and 
public law 15. It was the Keystone 
state’s first major insurance gettogether 
since 1940. 

After the fanfare subsided, important 
guests were greeted and a few gray 
hairs added to heads of leading conven- 
tion committmen, the all industry lunch- 
eon got under way with a factual and 
delving analysis of the topic by Edward 
Stone, U. S. manager Employers Lia- 
bility. 

He placed particular emphasis on im- 
portance of having state rather than 
federal control of insurance, and made 
an appeal for preservation of the free 
enterprise approach to underwriting and 
selling. 


Stevenson Opens Session 


Mr. Stone was introduced after John 
A. Stevenson, president Penn Mutual 
Life, general chairman of the convention 
of 19 state and local associations, had 
caught the attention of the more than 
500 insurance men by paralleling the 
problems of postwar insurance with 
those of the United Nations and the 
world. Mr. Stevenson surrendered the 
rostrum to presiding Chairman John A. 
Diemand, president North America, one 
of the “grand old men” of Pennsylvania 
insurance. Mr. Stevenson said that if 
we expect the United Nations to bring 
order out of chaos, the least insurance 
men can do is normalize their own in- 
dustry and settle its problems. 

Final speaker of the first formal ses- 
sion was R. Graham Heiner, of the New 
York law firm of Cahill, Gordon, Zachry 
& Reindel. Mr. Heiner said that in con- 
sidering P.L. 15 the contingent ques- 
tions of the Sherman anti-trust act pose 
the most involved and serious problems 
for insurance men. 


Panel Answers Questions 


After a five-minute recess Chairman 
Diemand rapped for the beginning of a 
five-member panel session based on ques- 
tions written out during the interim by 
the audience. 

At this, the first opportunity of the 
audience to show a positive reaction, 
the question as to the effect of the Su- 
preme Court decision on the normal 
functioning of an agency was submitted. 

It was answered by the speaker to 
whom it was addressed, J. R. Berry, 
general counsel for the National Board, 
who said he didn’t see how public law 15 
could either enhance or impair the day- 
to-day operation of the agent, and that 
in his opinion there is too much empha- 
sis being placed on the letter of the law 
in regard to the decision and its future 
implications. 

Another question which was submitted 
for answering by panel speaker Herman 
Wolff, state national director of the 
Pennsylvania Association of Insurance 
Agents, Easton, underscored the concern 
with which the individual agent views 
the decision, causing Mr. Wolf to reply 
that in his opinion the people in Wash- 
ington certainly wouldn’t deny that local 
associations operate in the public inter- 
est, and that their tendency to invoke 
federal jurisdiction is tempered by this 
knowledge. 

Summoned back to the rostrum by a 

(CONTINUED ON PAGE 16) 
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Sinte Contra! Spells Loss of 
Efficiency as Well as Freedom 





NEW YORK—To those who believe 
that adhering to a system of private en- 
terprise means sacrificing efficiency for 
freedom, the experience of Germany and 
Italy is a conclusive answer, Jesse W. 
Randall, president of Travelers, declared 
in addressing the Hemispheric Confer- 
ence here. 

The dictatorial system of state control 
in Germany was not nearly as efficient 
in the production of airplanes, tanks and 
other ‘war materials as was the U. S. 
private enterprise system, he declared. 
Competition of private enterprise gives 
greater assurance that capable men will 
be put in charge. In Germany the exec- 
utives in charge of branches of war pro- 
duction were appointed by Hitler. The 
majority of them were “stuffed shirts.” 

In a free enterprise competitive sys- 
tem, “stuffed shirts’ do not last long 
in responsible positions. Such men are 
subject to public criticism but when a 
“stuffed shirt’ was appointed in Ger- 
many no one dared to raise a word of 
criticism against him. Hence in Ger- 
many incompetents in high places were 
allowed to blunder along. 


Demonstrated Superiority 


In the critical test of the production 
of the most and best machines private 
enterprise demonstrated its superiority. 
Insurance, he said, has made far greater 
progress in such countries as the United 
States than where it is a state controlled 
institution. That is true because of the 
fact that there are hundreds of insurance 
companies that are trying to grow and 
prosper and because of intelligent and 
ageressive salesmanship. 

Companies in this country are con- 
tinually striving to improve their con- 
tracts to do everything possible to win 
and hold friendship of the public. Com- 
petition, by improving the quality of 
contracts and service and by cutting the 
cost of production has greately widened 
the market for insurance. 

Lack of competition spells lack of in- 
centive to improve and the market tends 
to remain static. 

Salesmanship is engentlered by the 
competitive system. In a _ state con- 
trolled economy no one is going to try 
to persuade persons to insure and most 
people would prefer to spend money on 
things that will satisfy their immediate 
wants. They are optimists. They hope 
and expect to escape the misfortune 
which brings grief, suffering and loss 
to others. Hence unless ‘a salesman 


comes along the ordinary person is 
likely to put off insuring until it is too 
late. 

The competition of hundred of insur- 
ers has greatly improved the quality of 
salesmanship. 

Competition, Mr. Randall declared, 
has built the insurance business in this 
country and has made Americans the 
best insured people in the world. 

Keen competition is in store in the 
years ahead, competition between in- 
surers, competition of insurers with 
other lines of business and between 
the system of private enterprise and the 
system of state control. 

The system of private enterprise can 
create more progress and generate more 
prosperity than any state controlled 
economy only if it keeps on its toes, 
alert to the public wants and needs and 
to improve contracts and service. It 
cannot live on past glory. 

Mr. Randall remarked that insurance 
people can cooperate and compete at the 
same time. The business has avoided 


cooperation that creates monopoly and- 


has avoided competition that amounts 
to warfare. 


American insurers compete on a 


friendly basis with British fire and casu-’ 


alty companies and in Canada many 
U. S. insurers operate on a friendly and 
satisfactory basis. He expressed the 
hope that U. S. insurers will also be 
operating in Latin America and _ that 
companies from the latter regions will 
be operating here. 


Pa. and N. Y. Form Pact 
on Agent Licensing 


The New York department has nego- 
tiated a reciprocal agreement with the 
Pennsylvania department for the licens- 
ing of agents and brokers. This is the 
first formal agreement to be effected 
following passage of an amendment to 
sections 14 and 119 of the New York 
law, enacted this year. 

The agreement covers the licensing of 
life, accident and health, casualty, fire 
and marine, fidelity and surety agents 
and brokers. 

It provides that each state’s depart- 
ment shall issue licenses to agent ands 
brokers resident in the other state 
without requiring the applicant to pass 
an examination. Contingent upon pres- 
entation of certification or letter from 
the insurance department of the home 
state. 








N. E. Mutual School Trains 150 








Homer C. Chaney, New England Mutual's associate director of agencies, conducts 
a class for supervisors, one of eight home office courses presented during the past 
year in which 150 men have been trained. First year agents, returned veterans and 
newly appointed general agents have received similar schooling. As proof of the 
value of the courses, the company points to the production records of graduates. 
Although 13 of the returned veterans are primarily organizers, the average monthly 
production of these agents is $16,528. New agents who have completed the course 
average $13,945. A ninth course has been scheduled for May 20-29, which 25 will 


attend, 


Gives Tips on 
Personnel 
Administration 


Should Cover Whole 
Manpower Problem, 
L.O.M.A. Head Asserts 


ATLANTIC CITY—The quality anq 
effectiveness of the people engaged jn 
life insurance is more important to the 
continued success of the business than 
anything else, Robert M. Green, vice. 
president of Prudential, declared in his 
presidential address at the conference of 
the Life Office Management Association 
here. 

Personnel administration is a major 

management function and to be fully ef. 
fective it should cover the whole man- 
power problem from file clerk to execy- 
tive and must be constructive and pro- 
gressive force throughout the organiza- 
tion. No effort should be made to estab. 
lish a. complete program of personnel 
administration, he added, unless such a 
program is adopted as a matter of com- 
pany policy with the full backing of the 
chief executive. 
_ “Probably the most serious problem 
in building an effective personnel admin- 
istration and making it work,” Mr, 
Green continued, “is the natural resist- 
ance of the operating departments to 
staff department interference. This is 
caused in part by lack of confidence in 
the staff department’s knowledge and 
ability and acceptance by the line de- 
partments can only be won, first, by the 
building up of a staff group whose tech- 
nical knowledge in the field of personnel 
and management is recognized, second, 
by selecting, preferably from the line 
departments of the organization, men of 
generally recognized ability for this 
group, and, third, by adopting a definite 
continuing policy of handling personnel 
administration on a cooperative basis 
with the line departments and not ona 
basis of arbitrary action and executive 
order.” 


Troubles in Human Organization 


As human organizations grow certain 
troubles develop, he observed. 

“First, there is the disease known as 
empire building: the man or group of 
men who grab everything in sight, who 
scheme and maneuver to get control of 
an ever expanding list of functions. It 
inevitably leads to disharmony,  sus- 
picion and generally bad organization. 

“Second, there is the disease of resist- 
ance to change: the group in any or- 
ganization that is always satisfied with 
the way things have been done and too 
complacent or too lazy to be willing to 
keep up with the times. 

“Third, there is the fear complex, 
which spreads through an organization 
usually as a result of bad management 
up the line. It is evidenced by the ‘don’t 
stick your neck out’ attitude which tends 
to stifle all progress. 

“Fourth is a disease caused by the 
group with managerial responsibilities 
who have such a passion for case work 
that they pay no attention to personnel 

‘management. This makes for a very sick 
organization. This is often caused by 
insistence on the part of an officer that 
the heads of departments devote so 
much time to the function assigned to 
them that they naturally neglect their 


responsibility for personnel manage- 
ment. 
“Fifth, there is the disease of con- 


fusion of responsibilities and authority 
which wastes the time of an organiza- 
tion and gives a great opportunity for 
the empire builder. This may be caused 
(CONTINUED ON PAGE 17) 
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Over 800 on Hand 
for N. Y. Victory 
Sales Congress 


Ernest Perkins Is 
New President, David 
Fluegelman Elected V.-P. 


By C. W. BAILEY 


SYRACUSE—More than 60 delegates 
representing 22 member chapters of the 
New York State Association of Life 
Underwriters attended the annual meet- 
ing here which was followed next day 
by the state group’s victory sales con- 
gress, an attraction which drew approxi- 
mately 800 insurance men and women 
to its sessions, 

At the association meeting Julian S. 
Myrick, vice-president: of Mutual Life 
and honorary president of the state as- 
sociation, told the delegates that there is 
indeed a bright future in store for those 
im lite insurance and that he expects 
good times to be with life men for years 
to come. 

Clancy D. Connell, president of the 
National association and a past presi- 
dent of the New York state association, 
said there is greatly increased activity 
among state associations throughout the 
country and that many new local asso- 
ciations are being formed and many 
new members being added to associa- 
tion rolls. Mr. Connell, for most of the 
past year, has traveled widely through- 
out the United States, visiting associa- 
tlons, state and local, in 42 states. 


To Distribute Booklet 


It was announced to delegates that a 
special state association committee, 
working in cooperation with Albert 
Hirst, counsel for the state association, 
is ready to distribute free to each of the 
more than 4,000 members a booklet en- 
tiled “How, New York State Protects 
Life Insurance and Annuities.” Written 
by Mr. Hirst, the booklet will be in the 
hands of state life men within two 
months. It will cite actual court cases 
in which insured, beneficiaries and an- 
nuitants have been protected by pro- 
visions established by the state insur- 
ance department in cooperation with the 
state association. 

An amendment to the constitution was 
passed stating that officers shall take 
ofice July 1 following the annual meet- 
ing, 

A proposal to establish a quarter- 
million dollar round table in New York 
state was shelved because it was thought 
that more could be accomplished at 
present by giving support to company 
clubs and the National association’s 
quality award competition. The proposal, 
introduced at a state meeting last fall, 
wil be brought up again at the next 
meeting. 


Membership to Reach 5,000 


Local association reports made by the 
delegates indicate that membership in 
New York state will reach an all-time 
high of 5,000 or more members this year. 
The reports also show that the local 
associations are making every effort to 
NET veterans to hold on to their 


The annual election of state officers 
‘levated Ernest H. Perkins, Provident 
Mutual Life, Albany, to the presidency. 
¢ has served the past year as vice- 
President. David B. Fluegelman, presi- 
dent of the New York city association, 
was elected to the vice-presidency, and 
Miss Florence A. Dimon of Utica was 
reelected secretary-treasurer. 

A lively gathering of life men from 

(CONTINUED ON PAGE 15) 


Physical Exams Fall Short 


Stating that a physical examination, as 
such, may fall far short of the mark 
and give insufficient information regard- 
ing a prospective employe’s capacity for 
work, Dr. R. R. Simmons, medical di- 
rector of Equitable Life of Iowa, told 
the Life Office Management Association 
at Atlantic City to include a physiologi- 
cal and psychological survey. 

Thinking on this phase, he said, should 
be based upon the concept that the em- 
ployer hires brains, hearts, dispositions 
and temperaments, as well as eyes and 
hands. 

Dr. Simmons’ talk, ‘The Physical Ex- 
amination” was intended as a sym- 
posium on the recruiting and processing 
of life office employes and he advised 
those who employed and directed per- 
sonnel to have a bit of the Sherlock 
Holmes and Solomon in their makeups. 

If we consider the wide variability of 
human beings in their physical and 
psychological makeup, it becomes obvi- 
ous that there can be no rigid formula 
given or simple method stated for evalu- 
ating one’s capacity for work. We must 
be satisfied, therefore, with general 
guides of fitness which industrial ex- 
perience may have proven useful and 
those general standards of physical fit- 
ness established by the medical profes- 
sion for maximum productivity. 

The employe brings to his job his 
heredity, his health, his behavior, his 
social and emotional attitudes along 
with his ability and fitness for his work. 
Each employe has an individual physi- 
cal and physiological makeup and an in- 
dividual environmental or hereditary en- 
dowment which in rio small degree may 
predetermine his capacity and his skill. 
His emotional stability, his attitude to- 
wards his work and his superior, as well 
as his social reaction, may have been 


in Hiring New Employes 


definitely influenced by his early associa- 
tions, his previous employment and par- 
ticularly by his past health. 

We must recognize that the determi- 
nation of skill and ability are not in 
themselves, the ultimate goal of the pre- 
employment examination. We may be 
far more concerned in a willingness and 
in an ability to learn and to perform, 
than we are in past attainments. 

We need to take a long range view 
and be willing to sacrifice immediate re- 
sults, based on previously developed 
skill, for the ultimate and total service 
of the employe throughout his working 
life. Who of you would sacrifice loyalty, 
enthusiasm, ambition, personality or 
even appearance, for a-skill, in one who 
lacked those other attributes? True, it 
would be ideal if we could have these 
attributes with seasoned skill but I be- 
lieve you will agree that this combina- 
tion is unusual and we must frequently 
be satisfied with less. 

Having selected an employe after a 
satisfactory medical examination, the 
company has added to, rather than dis- 
charged, its health responsibility. The 
newly recruited employe, physically, 
emotionally and temperamentally quali- 
fied, now becomes a part of a large and 
intimately associated family group. 

The medical officer, from his first con- 
tact with the new employe and through 
his many subsequent contacts in the ad- 
ministration of the company’s several 
health plans, has an unexcelled oppor- 
tunity to further good relations between 
the company and the employe and to 
promote a happy contented and healthy 
employe personnel. Satisfied and loyal 
employes not only make an efficiently 
operated company but also these em- 
ployes will do much to promote good 
public relations for the company. 








Company. 


with a dividend. 


beneficiaries at claim time. 


dividends on this insurance. 








A Thrifty Janitor 


In 1898 a 40-year-old janitor in Brooklyn became 
insured when he was issued a Twenty Payment Life for 
$1,000. A point of the contract was that the dividends 
on the policy were to be left to accumulate with the 


His premiums were $38.97 annually. By 1908 the 
premium-paying years were completed but the policy 
remained in force 28 years longer until his death in 
1946 when he was aged 88. Although no premiums were 
due after 1908 he continued to be credited each year 


Upon his death in 1946 there was paid to his bene- 
ficiary the original face amount of $1,000 plus an addi- 
tional $1,012 bought by the reversionary additions from 
the accumulated dividends from 1898 to 1931. 


Since 1932 he had been accepting his dividends annu- 
ally in cash over these latter years, thus receiving 
$124.33 in cash in addition to the total received by his 


It is interesting to know that this policyholder had 
given up his work as a Brooklyn janitor in his old age 
and had been living in Florida. Evidently he had been 


as thrifty in other ways as he was in the matter of the 
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New Data ie 1946 ; 
Little Gem Chart 


Sweeping Changes in 
Year Make Up-to-Date 
Information Important 


With the largest advance sale in his- 
tory and with the latest up-to-date pol- 
icy-rate-cost-value and settlement option 
facts and figures for some 182 life com- 
panies, including recently-made sweep- 
ing changes by both Metropolitan and 
Prudential, and a great many other im- 
portant companies, the new 1946 Little 
Gem ‘Life Chart is now off THE 
NATIONAL UNDERWRITER press and quan- 
tity deliveries will begin shortly. More 
than 500 of its 672 pages contain changes 
from last year’s issue, indicating the 
importance of new up-to-date informa- 
tion. Since the new Little Gem not 
only covers so many more companies, 
but also includes numerous valuable ex- 
clusive features, it is undoubtedly the 
most effective answer to the fact and 
figure problem of field men working 
under today’s conditions. While some 
of the showings are separately avail- 
able from other sources, only from the 
Little Gem can one obtain such a vast 
total of useful sales-making fact and fig- 
ure information. 


New National Service Data 


Right in the front of the 1946 Lit- 
tle Gem is a broad new treatment of 
National Service Life Insurance cover- 
ing all the important provisions of the 
1. Ae act, including the details 
of conversion and settlement options, 
rates for all policies on the annual, semi- 
annual and monthly bases—and a full 
page of cash values. This broad cov- 
erage of values allows a very close ap- 
proximation of the cost of converting 
term contracts to the permanent forms 
which best suit the individual’s needs. 
Full explanation is included in the ex- 
hibit itself. Also, provided in an ac- 
companying illustration, are the de- 
tails of U. S. Government (first world 
war) Insurance. 

Of wide interest also will be the new 
social security illustrations of the Lit- 
tle Gem. In these, for the first time, the 
distinction between “fully insured” and 
“currently insured” is made, highly im- 
portant today to millions to survivors. 
Practically ‘all of the information that 
can be wanted for any of eight differ- 
ent average monthly wage scales is now 
provided in the eight new comprehen- 
sive sections of this new exhibit. Just 
a glance at one section of this greatly 
improved showing will give you all the 
answers desired for the _ individual’s 
case. ! 

Settlement Option Data 


A very comprehensive treatment of 
the incomes payable under settlement 
options for practically all life insurance 
issued since 1910 is another outstanding 
feature of the Little Gem. The Little 
Gem pioneered in the showing of the 
income of contracts issued years ago, 
and though now imitated in part, pro- 
vides much more of this highly impor- 
tant information than any similar book. 
This special “programming section” of 
the Little Gem consisting of some 50 
pages includes all the essential basic 
income figures used in most modern ef- 
fective selling plans. 

For each of its 182 companies, the 
Little Gem provides an analysis of the 
contract, accompanied by rates for from 
12 to 48 contracts. Disability and dou- 
ble indemnity rates follow. Cash values, 
including those at the retirement ages 
of 55, 60 and 65 come next, along with 
the incomes payable on current con- 
tracts. Comprehensive dividend and 
cost data are provided for participating 
companies with detailed summaries for 
10 and 20 years. 

Other valuable features of the Little 
Gem include a special section devoted 
to juvenile business where an unusually 

(CONTINUED ON PAGE 15) 
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Am. National 
Leaders Confer 


Three Day Sales Parley 
Followed by Jaunt 
to Mexico 


The convention for members of Lead- 
ing Producers Club of American Na- 
tional was held at the home office, city 
of Galveston for three days with 250 in 
attendance. 

At the opening luncheon E, L. Gut- 
tersen, superintendent of ordinary agen- 
cies, presided. Invocation was .by E. 
Gordon Perry, Dallas manager, and an 
address of welcome was made by W. L. 
Vogler, vice-president, after introduction 
of the club officers. 

Clark W. Thompson, public relations 
counsel, introduced George B. Butler, 
life insurance commissioner of Texas. 
Gerald A. Hollman of Oklahoma City 
and president of the 1945-46 Leading 
Producers Club by virtue of being num- 
ber one in production, made the re- 
sponse. 

Presiding over the first business was 
Mr. Hollman.. A salesmanship sympo- 
sium was staged by V. W. Bentley of 
Denver Agency; David Lauer, Philadel- 
phia; G. J. Hudson, Salt Lake City; 
Geo. Christopher, director of sales pro- 
motion. 

A second session of the symposium 
was staged by D. W. Cunningham, 
Houston; C. T. Waller, Oklahoma City; 
W. R. Denman, Galveston, and D. J 
Martino, assistant superintendent of 
ordinary agencies. 

Lee N. Parker extended greetings to 
the delegates from the American Serv- 
ice Bureau of which he is president. A 
banquet and dance was held that eve- 
ning. 

Plaques were awarded to club officers, 
achievement awards were presented and 
American National Million Dollar 
Round Table members were introduced. 

At the second day’s meeting Mr. Hud- 
son, who is vice-president of the club, 
presided. 

A salesmanship symposium was con- 
ducted by Mr. Hollman; J. K. Ashley, 
Indianapolis; H. E. Bergener, Salt Lake 
City and W. E. Crain, New Orleans. 

Walter J. Hampton, manager of the 
underwriting department, and V. W. 
Pfeiffer, associate actuary, spoke on 
home office underwriting and actuarial 
practices 

The second section of the symposium 
was composed of Lee B. Willis, Hous- 
ton; Allan Bailey, Galveston; W. A. Ro- 
senberg, Minneapolis, and John H. Kep- 
hart, Oklahoma City. 

Jeff H. Williams, attorney of Chica- 
sha, Okla., addressed the assembly on 
“Our Reach Must Exceed Our Grasp.” 
That afternoon was devoted to recrea- 
tion. 

At the last session, W. R. Denman, 
Galveston, vice-president of the club, 
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Name Whittaker 
V.-P. and Group Head 


B. 
W. 


Prudential has elected Edmund 
Whittaker vice-president and John 
Coogan assistant 
secretary. 

Mr. Whittaker 
will be in charge of 
the group insurance 
organization. 

Mr. Coogan will 
head the _ group 
sales force. 

Mr. Whittaker 
was born in Cam- 
bridge, England, 
and was educated 
at Fettes College 
and University of 
Edinburgh, where 
his father, Sir Ed- 
mund Whittaker, is head of the mathe- 
matics department. 

Mr. Whitaker is a fellow of the 
Faculty of Actuaries in Scotland, a fel- 
low of Actuarial Society of America, 
and of American Institute of Actuaries. 

He served his apprenticeship as an 
actuary in Scottish Widows Fund, and 
came to the United States in 1926. After 
working three years in the actuarial 
department of New York Life he went 
with Prudential as a mathematician. 

Mr. Coogan after some years with 
Aetna Life’s group department joined 
Stewart, Hencken & Will, general agents 
of Prudential at New York, and was 
transferred to the group department as 
a home office representative in 1928. He 
became manager of the central region, 
with headquarters at Cincinnati, and was 
transferred to the home office as su- 
pervisor in 1944. 





E. B. Whittaker 


presided. A panel composed of Herald 
L. Chambers, Jacksonville; C. C. Evans, 
Corpus Christi; J. F. Pinegar, Salt Lake 
City, Ted Schreiber, Galveston, C. W. 
Shattuck, Oklahoma City, and Fred E. 
Hill, Oklahoma City, presented new 
sales ideas. 

A “Stump the Experts” session was 
held. 

F. E. Fischer, manager of the renewal 
department, and Leonard Mosele, secre- 
tary-comptroller, spoke. The closing 
speech was given by Mr. Guttersen, who 
enumerated 25 new features in the serv- 
ices offered by American National. 

Some 105 quarter million dollar pro- 
ducers were guests of the company on a 
five-day tour of Mexico. The trip was 
made by special train. 

Two days and nights were spent in 
Saltillo and the citizens welcomed the 
visitors with a native banquet. A rep- 
resentative of the governor of the state 
of Coahuila, the mayor of Saltillo and 
the director of the chamber of commerce 
addressed the delegates. - 

A recreation car was 


included and 


delegates were entertained with games, 
song-fests, and dancing. 








Members of American National convention forum—Gerald A. Hollman, V. W. 
Bentley, David Lauer, G. J. Hudson and Geo. Christopher. 


Actuaries Slate 
Vital Subjects for 


Informal Discussion 
NEW YORK—At the annual meet- 


ing of the Actuarial Society of America, 
May 20-21, at Hotel Pennsylvania here, 
the presidential address by E. W. Mar- 
shall, Provident Mutual, will be fol- 
lowed by a presentation of new papers, 
the discussion of the three papers that 
were presented at the November, 1945, 
meeting at Atlantic City and an in- 
formal discussion on matters currently 
vital. 

The papers to be discussed at the 
meeting are, “Group Life and Disability 
Insurance on the One-Year Term Pre- 
mium Basis” by Gilbert Fitzhugh. Met- 
ropolitan Life; “Proposals in Federal 
Old Age and Survivors Insurance” by 
George Immerwahr of the social secur- 
ity board, and “An Actuarial Study of 
Agency Compensation by E. M. Mc- 
Conney of Bankers Life of Iowa and 
Richard C. Guest of State Mutual. 

A substantial portion of the meeting 
will be devoted to informal discussion 
of topics which are of particular concern 
to actuaries at the moment. Such dis- 
cussions, although open to the press, 
will not be recorded nor printed in the 
“Transactions,” the official publication of 
the society. 

Interest Rate No. 1 Question 


Occupying the number one position 
among the informal discussions is the 
effect of falling interest rates on pre- 
mium rates and settlement options in 
new policies. 

Next is a discussion of non-forfeiture 
values, which is particularly timely in 
view of the Guertin legislation. 

Some time will be devoted to prob- 
lems of selection peculiar to the present 
‘rapid upswing in’ new business, the 
danger of overinsurance, the hazard of 
speculation, and the problem of making 
insurance protection available to mili- 
tary and naval air and submarine serv- 
ives in a future or greater preparedness. 

There will be a seminar on several 
live topics in the group insurance field. 
Recent state legislation on accident and 
sickness benefits for employes will re- 
ceive attention. With special emphasis 
on how insurance companies can offer 
adequate coverage within the framework 
of the legislation. 

The subject of medical expense in- 
surance, permanent insurance on the 
group plan, extension of group insur- 
ance to other than groups involving the 
employer-employe relationship, and the 
standard group life insurance law re- 
cently proposed by the National As- 
sociation of Insurance Commissioners 
will be prominent on the agenda. 

Discussion of the effect of the end of 
the war on group insurance will be par- 
ticularly interesting, tied-in as it is with 
the employes of the nation and the na- 
tional reconversion problem. 

A press committee has been ap- 
pointed which will handle publicity and 
aid in interpreting the technical dis- 
cussions for the insurance press, which 
for the first time will be admitted to 
the society’s meeting. The chairman is 
R. C. Guest, vice-president and actuary 
State Mutual Life. Other members are 
W. M. Anderson, general manager 
North American Life of Toronto; Wil- 
liam Breiby, vice-president Pacific Mu- 
tual Life; R. A. Hohaus, actuary Met- 
ropolitan Life, and E. M. McConney, 
president Bankers Life of Iowa. 


Signs Mo. Department Merger Bill 


JEFFERSON CITY—Governor Don- 
nelly has signed the bill creating the 
department of business and administra- 
tion under which are grouped seven 
existing state agencies, including the in- 
surance department. 

No change is made in the existing 
laws outlining their separate powers 
and duties, and no changes in the per- 
sonnel of the department are expected. 


850 Attend 
‘Life Sales Congress 


Michigan 





J. B. Ames Named Presiden; 
as Speakers Review 
Activities and Plans 


GRAND RAPIDS—With 350 dele. 
gates attending, the largest annual mee. 
ing and sales congress of the Michigap 
Association of Life Underwriters elected 
J. B. Ames, Lincoln National, Detroit 
president, succeeding G. J. Dobben, Co. 
lumbus Mutual, Jackson. Mr. Ames 
served last year as senior vice-president 
and is a past-president of the Associa. 
ted Life General Agents & Managers oj 
Detroit. 

A. Groesbeck, LaFayette Life 
Flint, was named senior vice-president. 
Other vice-presidents elected were ¢ 
B. DeVol, Jr., Great-West Life, Grand 
Rapids; L. M. Wear, Prudential, Kala. 
mazoo, and E. P. Magee, North Amer- 
ican Life, Lansing. Other officers were 
reelected. 

Membership stands at the all-time 
high of 1,278 against 1,095 last year, 
Reporting on legislative matters, Nor- 
man Reynolds, counsel, declared that 
since the special session this year con- 
sidered only matters considered vital by 
the governor, there was little attempted 
“me, of interest to insurance cir- 
cles. 

An attempt by the city of Detroit to 
have a Robinson act regulating the 
amount of life company investments in 
the state as compared with premium 
volume was not reported out. Neither 
was Detroit’s attempt to get enabling 
legislation passed to put in a self-insured 
accident, health and life plan for mu- 
nicipal employes. 


Better Agents Are Sought 
A resolution approved the idea of a 


more active stand in the state against 


indiscriminate licensing of new agents. 
J. L. Livingston, Franklin, Grand Rap- 
ids, nominating chairman, read the slate 
prepared by his committee, which was 
unanimously accepted. 

In his presidential report, Mr. Dobben 
reviewed the activities of the year and 
praised the members for their out- 
standing service in war bond selling and 
Red Cross drives. He urged more in- 
tensive effort to prevent GI’s from drop- 
ing their NSLI and paid tribute to the 
association’s successful school for train- 
ing local officers and committee men, 
handled by E. P. Balkema, H. 
Thompson and H. C. Brogan. He re- 
ported a new association started in Al- 
pena during the year and a second is 
well under way at Adrian. 

Flint and Detroit extended 
tions for the 1947 convention, 
Flint’s being accepted. 

H. B. Thompson, manager of the life 
and fraternal division of the insurance 
department and former secretary-coun- 
sel of the association, said that the 
Michigan association has no need to 
apologize for the manner in which tt 
has worked with the legislature in the 
interests of the inarticulate policyhold- 
ers. It is the duty of the association to 
see that no legislation injurious to the 
best interests of the policyholders be- 
comes law in this state. 


Agreement Is Abrogated 


In 1936 the association drew up a set 
of regulations designed to improve 
agent licensing and submitted it to the 
department. Their fight to have tt 
adopted continued over a _ period of 
years, getting aid finally from the com- 
panies in the form of the agent licensing 
agreement, which was adopted by the 
department. However, when _ the su- 
preme court ruled that insurance is in- 
terstate commerce and subject to the 
laws governing commerce, this agree 
ment had to be abrogated since it might 
be held to be in restraint of trade. | 

The department is now approaching 
the problem from a different angle, he 

(CONTINUED ON PAGE 14) 
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Group Plans Need 
More Flexibility, 
Buyer Tells Agents 


CINCINNATI—In his discussion of 
group hospitalization | and medical care 
insurance at the meeting of the National 
Association of Insurance Agents here, 
R. M. Prince, Midland, Mich., insurance 
manager of Dow Chemical Co. warned 
insurance agents that they have been 
inviting state and federal governments 
and organized labor to take over social 
insurance, by their neglect of this sub- 
ject. Mr. Prince, who spoke at the met- 
ropolitan agents forum of the N.A.LA., 
suggested several changes from present 
plans which he felt are highly desirable 
both for large industries and for their 
employes. 

Emphasizing that he personally is op- 
posed to socialized medicine and social- 
wed insurance, Mr. Prince pointed out 
strongly that the vast majority of peo- 
ple have been sold for some time on 
prepaid medical, surgical and hospital 
benefit programs and are going to get 
them on one basis or another. Failure 
of the American agency system and of 
private initiative in general to fulfill 
this need has driven them toward the 
government and toward labor unions for 
this protection. It is still not too late 
for the insurance business and_ for 
agents to assert their influence, but they 
must move fast. 


Need More Flexibility 


One of the developments which Mr. 
Prince urged was making group insur- 
ance plans flexible so that benefits can 
be adjusted periodically to meet any up- 
ward or downward revision of general 
living expenses. Further, he said he 
cannot agree with the general use of a 
nationwide schedule of benefits. While 
it would involve greater detail, he said 
the adequacy of benefits could be ap- 
proached more closely through using a 
plan under which benefits would vary 
with the area in which they are paid. He 
cited, for example, the fact that an em- 
ploye in a branch plant of a corpora- 
tion in Brooklyn would need a higher 
scale of benefits than one in a branch 
plant in Red Oak, Iowa. 

Mr. Prince also strongly urged exten- 
sion of group plans to provide medical 
reimbursement insurance and also to un- 
derwrite prepaid dental care on a simi- 
lar basis. He also said that the group 
size requirement must be reduced if this 
protection is to be brought to workers 
generally and the government and labor 
unions kept out of it. The present re- 
quirement of most companies that there 
must be at least 50 in a group shuts out 
more business, but Mr. Prince said that 
there is a trend toward reducing it and 
he hopes it will increase. Slightly in- 
creased rates as the group grows smaller 
are logical and should not be out of 
line from a sales standpoint, he said. 

Another needed improvement which 
Mr. Prince called essential to meet gov- 
ernment and labor union competition, is 
provision for continuing. full group in- 
surance benefits to an employe during a 
period of layoff. One of the most potent 
union arguments for obtaining control 
of group insurance is that an employe 
remains fully covered while laid off, as 
long as he retains his union member- 
ship, while government programs obvi- 
ously provide for continuous protection. 





Williams Speaks in Chicago 


John P. Williams, educational director 

of the American College, will address 
the Chicago C.L.U. chapter May 29. 
This will be a round-table on educational 
activities. Sol Sackheim, Great-West 
Life, is educational chairman. H. T. 
Powers of the Powers Institute of Es- 
tate Analysis, New York and Cleveland, 
spoke at the last meeting on “Estate 
Analysis.” 

The Chicago chapter will hold its an- 
tual meeting June 5. A slate of new 
officers is being prepared to be pre- 
sented at the meeting. 


Chicago Motor 
Club Forms 
Hospital Insurer 


Family Life has been organized as a 
stock legal reserve life company under 
the auspices of the Chicago Motor Club 
to write personal accident and hospitali- 
zation insurance for motor club members. 
It has $200,000 capital and $100,000 net 
surplus. J. J. Cavanagh, president of the 
motor club, is to become president and 
treasurer of Family Life and J. H. 


Braun, general counsel of the motor 
club, will be general manager. 


Kox to Operate Department 


Rodney Kox, an experienced man in 
the accident and health line, has been 
employed to operate the department. He 
started with Travelers and has seen 
service with a number of other companies. 
He was at one time agency director of 
Northern Mutual Casualty and for the 
past three years had been in charge of 
A. & H. work in the middlewest for 
American Mutual Liability. 

The facilities of the Inter-Insyrance 
Exchange of the motor club will be 


utilized in many ways in operating the 
new company. 

At first, at any rate, Family Life will 
issue hospitalization, surgical, nurse and 
doctors’ benefit only with premiums pay- 
able quarterly, semi-annually or annually. 
Eventually the management may offer 
loss of time benefits and specific in- 
demnities and perhaps eventually it may 
enter the life insurance field. 

The Chicago Motor Club has about 
160,000 members and ‘it is planned to 
circularize them about 5,000 at a time. 





Hundreds of A. & H. sales ideas in The 
A. & H. Bulletins. Write The A. & H. Bul- 
letins, 420 E. 4th St., Cincinnati 2, Ohio. 
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LIFE AND 
INSURANCE 


Three “lines” mean bigger 
“catches” for Provident Producers 


1. LIFE INSURANCE: All modern forms 
from birth to age 65.. 


women and children . . 


Double Protection . 


. . . Non-cancellable Disability combined 


with wide choice of life forms. 


2. DISABILITY INSURANCE: Lifetime Acci- 


dent and Sickness . 


Premium . . . Franchise Disability Plans. 


3. HOSPITAL INSURANCE: For individuals 
and family groups, ages 3 months to 64 years 


_.. Medical Care. 


PROVIDENT 
ACCIDENT 
COMPANY 


CHATTANOOGA 2, TENNESSEE 





Life Income . . . Optional Retirement. . . 


. Non-cancellable Dis- 


ability .. . Commercial Accident . . . Monthly 


— Hospital Room and Board . . . Miscel- 


laneous Hospital Expense . . . Surgeon's Fees 


. 


. Special plans for 


. Substandard ... 


Salary Savings 
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Hospital Head 


Assails U. S. 


Hospital Measure 


WASHINGTON—The Senate com- 
mittee on education and labor recessed 
its hearings Tuesday on the compulsory 
health insurance bill until May 20, when 
they will be resumed. 

Speakers last week included repre- 
sentatives of American Hospital Asso- 
ciation, other hospital associations, Cath- 
olice welfare and charity organizations, 
and Rep. Miller, Nebraska. 

Sharply opposing title II of the Wag- 
ner-Murray-Dingell bill which provides 
for compulsory health insurance, on the 
ground it would give the government 
control over funds to pay hospitals, doc- 
tors and others rendering care to the 
sick, John H. Hayes, president-elect of 
American Hospital Association, said his 
association takes great pride in the prog- 
ress that has been accomplished by the 
Blue Cross plans in protecting more 
thafi 21 million people against the unex- 
pected costs of hospital care. “We be- 
lieve,’ he said, “that our government 
should be actively supporting this pro- 
gram instead of criticising it because it 
has not yet covered the entire popula- 
tion. Blue Cross has been a dramatic 
development and its success’ has been 
much dependent on payroll deduction. 
The federal government, the largest em- 
ployer in the country, has not taken the 
single step necessary to offer this pro- 
tection to its employes through such 
payroll deduction. Instead high officials 
criticise Blue Cross because no greater 
a proportion of the population is cov- 
ered. Cooperation from the federal gov- 
ernment would be an easy step and most 
helpful in this voluntary movement to 
offer hospital benefits to the employed 
population and their dependents. Blue 
Cross has merited such government co- 
operation—certainly not its criticism. 

“Blue Cross is low in cost, and its 
costs of operation are low. Only those 
who are now employed would contribute 
to the program under S. 1606, and these 
are all eligible to enroll with Blue Cross. 
In our opinion, it would be far better 
that these voluntary plans with their 
broad coverage for the employed and 
their dependents be further extended 
before we consider compulsory insurance 
as the easy answer to the whole problem 
of distributing hospital and medical care. 
The magic of averages is not the com- 
plete answer to all of our problems.” 

Rev. John Martin, Protestant Hospi- 
tal Association, also objected to govern- 
ment control and approved the Blue 
Cross. 


Catholic Spokesman Heard 


Blue Cross, he said, should be as well 
able to take care of the employed popu- 
lation as this measure of compulsory 
health insurance. 

Rev. R. A. McGowan, director depart- 
ment of social action, National Catholic 
Welfare Conference, said that organiza- 
tion recognizes that “the voluntary sys- 
tems of health insurance which have 
rendered excellent service to our people 
would require some form of government 
aid to achieve universal health security. 
We favor in consequence a national sys- 
tem of insurance supplemented by gov- 
ernment tax revenues by means of which 
all citizens can be protected in matters 
Of heath ..... ” 

However, the witness objected to the 
bill as unsatisfactory “because of the 
complicated methods of administration 
which it creates and because of the ex- 
cessive government control over the 
health services which are to be pro- 
vided.” 

Philip Murray, CIO president, sched- 
uled to testify, sent James P. Carey and 
Robert K. Lamb to represent him. De- 
claring that CIO “does not propose to 
slam the door on voluntary insurance 
programs before S.1606 is passed, ’’Carey 
said, however, that coverage under vol- 
untary plans is inadequate; that they dis- 
courage subscribers by many limitations 
and exclusions; that patients are discour- 
aged from calling a doctor by extra 


Institute Takes 
Over Fight 
Against Inflation 


NEW YORK—Action transferring to 
the Institute of Life Insurance full re- 
sponsibility for the 
cooperative pro- 
gram of the Life 
Insurance Compa- 
nies in America 
and their agents 
which it has, dur- 
ing the last three 
years, conducted 
for the policy com- 
mittee of the com- 
panies was taken at 
a joint meeting of 
the policy commit- 
tee and the direc- 
tors of the institute 
here. The _ policy- 
committee, which was set up jointly by 
the coordinating committee and the in- 
stitute under the chairmanship of George 
L. Harrison, president of New York 
Life, voted to disband. 

These steps were taken to simplify 
procedures and in recognition of the 
fact that the most of the companies par- 
ticipating in the program are members 
of the institute. 

The sub-committee of the policy com- 
mittee, which has had the active plan- 
ning of the program, is to be continued 
as the planning committee of the insti- 
yp! s board. The members are: Paul 

Clark, John Hancock; Edmund Fitz- 
p+ Northwestern Mutual; John S. 
Sinclair, New York Life; Charles G. 
Taylor, Jr., Metropolitan Life; Frazar 
B. Wilde, Connecticut General; and A. 
B. Wood, Sun Life of Canada. Author- 
ity was given Leroy A. Lincoln, chair- 
man of the institute, to expand the per- 
sonnel of this committee within his dis- 
cretion. 

It was the concensus that the coopera- 
tive program should be continued on 
the present scale, with the theme and 
other details of the program to be 
worked out in final form by the planning 
committee. 

The directors of the institute approved 
the applications of three additional com- 
panies for membership: Mutual Bene- 
fit, Northwestern Mutual, and Standard 
Life of Indiana. The membership now 
embraces 138 U. S. and Canadian com- 





Arthur C. Daniels 


panies. 
The executive committee created the 
position of executive assistant and 


elected to that post Arthur C. Daniels, 
who, prior to his entry into the navy, 
served as secretary of the institute from 
its inception. 





Name Austin, Omaha Heads 


Patterson Tearle has been appointed 
general agent of Security Life & Acci- 
dent at Austin, Tex. William W. Win- 
troub has been appointed agency man- 
ager at Omaha. 


charges, and consumers rarely have a 
say in administration. 
Edward Poss, Fraternal Order of 


Eagles president, said the average Amer- 
ican “wants insurance against medical 
expenses provided—but not necessarily 
the medical care itself provided. 

“When I take out a private company’s 
health and accident policy,” said Mr. 
Poss, “I am promised, subject to the 
limitations in the fine part of the policy, 
reimbursement for certain medical and 
hospital expenses, in addition to com- 
pensation for wage loss or periods of 
disability involved. My doctor does not 
go to work for the insurance company. 
I choose him, and I pay him. The in- 
surance policy guarantees to me my 
ability to do so. In my opinion this is 
the American way. That’s postpaid 
medical care. 

A typical private health insurance pol- 
icy, he said, protects and pays the in- 
sured without hiring doctors and nurses 
to provide the services required.” 


Chicago Dimout 
Causes Confusion 
and Inconvenience 


Chicago insurance offices along with 
the rest of the business and industrial 
world of the city limped along in a state 
of confusion and with a variety of in- 
conveniences, for eight business days 
while the power curtailment order was 
imposed. Chicago was the only city to 
suffer the imposition of dimout regula- 
tions, the utility companies there ap- 
parently having been in an exceptionally 
poor position in respect of coal supply. 

The regulations were conveyed by 
building managers to tenants just at the 
closing hour the afternoon of May 2 and 
May 3 was pretty much of a total loss. 
Many employes did not show up until 
2 p.m. which was the hour when full 
use of lights and building elevators was 
to commence and that afternoon was 
devoted largely to hashing over the situ- 
ation on the part of employes and man- 
agement trying to find out which end 
was up. The order was revised almost 
hourly. For instance, it was announced 
that the hours for free use of power had 
been changed from 9 a.m. to 1 p.m. 
Then they were changed back again to 
from 2 to 6 p.m. and then again to 
9 to 1, but on the day that change was 
to have gone into effect, the truce was 
operative and all restrictions were lifted. 


One Way Traffic 


All the buildings were operating a 
few elevators during off hours but in 
some of the buildings the cars would 
only take passengers up, not down. 
Many brought box lunches and there 
was fear that if this kept up the build- 
ings would become infested with mice. 

By May 6 most offices were operat- 
ing on their regular schedule, with em- 
ployes lining up in queues in front of 
the few elevators that were running be- 
fore 2 p.m. 

All of the hitiows had dark corners 
and some offices that do not have out- 
side windows were dungeon-like. Candle 
light was resorted to during the off 
hours and here and there a girl would 
impatiently switch on the electric light. 
Building managements kept after the 
tenants to turn off lights, warning that 
if this were not done the utility company 
would turn off the switch for the entire 
building. Work was slowed down con- 
siderably because of the lack of light 
and undoubtedly the proportion of error 
was a good deal higher than normal. 
Some offices were chilly and the em- 
ployes kept their coats on. Tuesday 
morning there was a heavy overcast and 
in many offics work came virtually to 
a standstill. By 2 p.m. when the lights 
could be turned on, the sun was out. 

Many elevator operators were enjoy- 
ing their new power and anyone using 
an elevator to go up less than four or 
five floors was liable to get a very rude 
bawling out. 

Offices on the lower floors had the 
advantage of freedom from dependence 
on elevators but when the employes got 
there it was usually too dark to do much 
work. 


Northern Life to Expand 


A. Linus Pearson has been made as- 
sistant vice-president of Northern Life 
to take over new work in a group of 
mid-western states which Northern Life 
is now entering. 

Pearson started with the company in 
1925 as a home-office underwriter and 
has been among the company’s best 
producers. He is a life member of the 
Washington State Quarter Million Dol- 
lar Round Table and last year attained 
membership in the Million Dollar Round 
Table. His first quarter production in 
1946 has placed him beyond the half- 
way mark for renewed membership in 
the Million Dollar club. 

Mr. Pearson will have headquarters in 
Chicago. 


Schwemm Agency's 
10-Year Record Is 
Honored 


Great-West Life of Winnipeg, Can, 
has prepared a handsome brochure com. 
memorating the 10th anniversary and 
the unusual achievements of the Ear] 4 
Schwemm agency, Chicago. The like. 
nesses of Manager Schwemm and his 
six unit leaders are presented, these be. 
ing R. C. Frasier and Sol Sackheim, 
agency supervisors; Ralph L. Welch, as. 
sistant brokerage manager ; John’ A 
Churchman, group supervisor; R. Deane 
Bradley, group representative, and C, p. 
Walker, district manager at Decatur. 
Ill. Mr, Frasier is manager of the 
brokerage department and vice-president 
of the 1946 President’s Club. Messrs, 
Welch, Sackheim and Walker are mem- 
bers of the club. Mr. Sackheim is in 
charge of training and supervising pro- 
duction of full time organization and 
Mr. Churchman heads the group depart. 
ment. 


Charts Illustrate Growth 


There are shown two charts depict- 
ing the great growth of this agency from 
a comparatively small office. The an- 
nual new paid business volume rose 
from $1,725,115 in 1936 to $6,052,199 in 
1941 and $22,333,185 last year. In the 
first three months of 1946 the agency 
set another all-time record by a new 
business volume exceeding $9,500,000, 
which was close to $4 million ahead of 
the first quarter in 1945. 

The business in force has increased 
strikingly, having been $10,510,654 in 
1936, $25,997,103 in 1941 and at the 
end of 1945 being $73,596,073. On Dee, 
31, 1935, the agency had only $9,779,052 
insurance in force. 

When Manager Schwemm took charge 
May 1, 1936, the agency ranked 1ith 
in annual paid production among all 
the company’s agencies in this country 
and Canada, but by the end of 1938 it 
was the leading agency and has main- 
tained that position ever since. 

The record production is continuing 
this year, Manager Schwemm report- 
ing at the end of the first four months 
the new paid business exceeded $11 
million, an increase of more than $4 
million over the same four months last 
year, and at the end of the agency 
month of April the agency had recorded 
22 consecutive months of production ex- 
ceeding $1 million monthly. As of May 
1, 1946, the total business in force was 
$82 million, Manager Schwemm reports. 
The figures given are exclusive of group 
insurance. 

The office is conducting a special an- 
niversary campaign which will wind up 
at a banquet June 6 and it is expected 
will be attended by a number of head 
office executives from Winnipeg. 

Mr. Schwemm, a graduate of Univer- 
sity of Illinois, 1924, has spent almost 
his entire business career to date in 
life insurance. His early training was 
as agent and supervisor in Chicago. He 
is a keen student of economics and is 
noted in this country and Canada for 
his fine practical talks before life in- 
surance organizations. ; 

Messrs. Schwemm, Frasier, Sackheim 
and Churchman are C.L.U. members. 
Three branch managers have been 
developed in the agency, W. R. Ford, 
Northern Indiana, at South Bend; R. L. 
Simpson, southern Illinois, at Mt. Ver- 
non, and Carl B. Devol, Jr., Grand 
Rapids, Mich. Also, Gordon F. Cantelon 
was promoted from the agency to the 
head office as agency supervisor .and 
now is in the U. S. army. 





Moravek Heads Occidental Club 


Don Moravek, a war veteran, has been 
elected president of the Occidental Club, 
comprised of 600 home office employes 
of Occidental Life. He rejoined the 
agency accounting department last De- 
cember after 3% years in the army. Ray 
Swiertz is vice-president; Agnes Hill, 
secretary. 
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—a cost system would give fairly accurate cated by Dorothy B. Goldsmith, per- last fall, has been named branch man- 
cy’ Accountants Urged information on cost of new and renewal sonal director of Guardian Life. : After ager following the death of Guy J. Gay, 
) business and it would be of great value to reviewing the history of the use of music who had held the position since 1937. 
Use Card System management in guiding its sales policies. to. facilitate work and giving actual de- He joined Sun Life with the North 
S to He said that management must not only tails on the experience of several life Baw Geld force in esther Caen 
; 4 -aq have complete knowledge of the organi- companies, she made specific recommen- ~~. : ne ee i i A : 
Various forms and punch cards used zation’s mi cedibtinkies but should also eaten as to the use and types of music 1ea7. During his frst two years he paid 
by Metropolitan Life in maintaining be supplied with information to enable it found preferable. for nearly $500,000 business and was 
feld employes production records WEEC to safely and quickly shape future poli- ery, named unit manager at Sudbury. He 
‘8, Can, | gisplayed by Milton Effros, senior man- i." a ng procedures. later was appointed assistant manager 
ure com. J agement associate, in explaining their The use of music in offices to lower Charlton Made Branch Manager at Vancouver, and in 1937 returned to 
ary and J yse to the Insurance Accounting & Sta- fatigue and increase operational effi- Harry P. Charlton, associate manager North Bay as manager, a position he 
Earl M, tistical Association at Dallas. P -. ciency of employes was strongly advo- at Seattle for Sun Life of Canada since held until moving to Seattle last year. 
he like. In explaining use of each of the ex- esha : hint nig tebe ge oS Ieee oS ee het Fe Soy 
and his J pjbits, Mr. Effros pointed out the econ- 
hese be. omies which can be effected through the GERIATRICS: HELPING OLDER PEOPLE ENJOY LIFE LONGER 
ackheim, f yse of punch cards. He said that field aii 
elch, as. | employes’ production records of Met- 
‘ohn A, ropolitan are prepared from tabulating 
8. Deane cards which are produced as a by-prod- 
nd C.D. } yct of the life and lapse register tabula- 
Decatur, } tion. Plans are now under way to com- 
Ot the pletely mechanize all Metropolitan tabu- 
resident [| jating records, he said. 
Messrs, Mr. Effros described a new three- 
re mem- § prush station tabulating machine which 
m is inf will eliminate the need for using a cross- 
Ing pro-f {footing multiplying punch to cross-add 
10n and § the columns on tabulating cards. This 
 depart- machine can be used to cross-add as 
many as three columns of figures with- 
out requiring any extra tabulating ma- 
chine time. 
deni He said Metropolitan is planning to 
pict- eats 
icy from | use punch cards to prepare weekly bul- 
The an. | Jetins showing the leading agents in each 
ne rose | territory and the standing of each dis- 
2,199 jn | trict in gross increase, placed business 
In the | and so forth. 
yp Would Replace Addressograph 
500,000, A strong recommendation that punch 
head of | cards be used to replace addressograph 
billing and manual journal keeping to 
creased | pilling for mortgage loan accounting 
654 in | was made by A. M. Cameron of Great 
at the | Southern Life. 
In Dec, Purposes for which the mortgage loan 
779,052 | punch cards may be used were outlined 
by Mr. Cameron as follows: 
: charge “To obtain and prove trial balance of 
ed 1th | individual mortgages to general ledger 
ong all | accounts. 
country To record all transactions in. the mort- 
1938 it | gage loan accounts within the month 
S mainl- | from which monthly mortgage loan 
Re statements are prepared. 
itinuing To provide a record of the accrued 
report- | and past due interest and interest paid in 
months | advance at the close of each accounting 
led $11 period. 
han $4 To facilitate the preparation of sched- 
ths last | we B in its various parts for the annual 
agency | statement. 
ecorded For various other statistical purposes. 
HON €X- The investment department of Great 
of May | Southern also uses punch cards to keep 
‘Ce WaS f acomplete record of insurance in force 
pn . real estate. This card is designed _ z 
show premiums paid in advance at the L l f f 1 t AQ 
stan. 408 cach year onger life for people pas 
cial an- Accounting practices of American life 
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TT an 
Regional Draws 
100 Executives 


OMAHA—Returning to the original 
home of the American Life Convention, 
approximately 100 executive officers or 
companies domiciled in 11 states, met 
here for two days last week for the third 
of a series regional meetings being held 
by A. L. C. The meetings are provid- 
ing an opportunity for informal discus- 
sion of many pressing problems, as well 
as enabling members to come to know 
each other better. 

W. W. Putney, president of Midwest 
Life, and Nebraska state vice-president 
of A. L. C., opened the first session, but 
turned his gavel over to Claris Adams, 
president of Ohio State Life and presi- 
dent of A. L. C. 

After a welcome from Commissioner 
C. Matzke, discussion of the present 
situation under standard non-forfeiture 
and valuation laws was opened. Other 
problems discussed were strengthening 
of reserves, investments and_ interest 
rates, group insurance, taxation, man- 
agement and personnel, agency affairs. 

The discussion on the Guertin laws 


was led by President T. A. Phillips of 








C JUNE’S ““MANAGE.- 
MENT PLANS” BRINGS A 
NEW EDITION OF FRANK L. 
McFARLANE’S “BUILDING A 
PERMANENT CLIENTELE,” 
ONE OF THE SOUNDEST 
COMPLETE PROCEDURES 
EVER PLANNED. 


MR. McFARLANE, for many 
years a million-dollar producer, 
uses a technique which is nego- 
tiable (not always the case 
with big producers.) He does 
nothing which Any agent, Any- 
where, CANNOT do. Frank is 
so organized that he works with 
almost machine-like precision. 
IT IS A GREAT STUDY, 
great in its common sense and 
simplicity, and we are glad to 
place it again in the hands of 
our “Management Plans” mem- 
bers. 


ALSO JUNE will bring the 
last step in the new Manage- 
ment Plans filing system, a sys- 
tem which has cost us many 
thousands of dollars for the bet- 
ter servicing of our members. 
It is a unique system which 
files two ways, first current and 
then permanent. 
ok 


IF WE COULD LICK LABOR 
AND PAPER SHORTAGES, 
THEN WE WOULD BE ABLE 
TO GIVE OUR MEMBERS 
THE KIND OF SERVICE 
THAT IS OUR AMBITION. 





PAUL SPEICHER 
Managing Editor 
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Minnesota Mutual. Mr. Phillips ex- 
pressed personal optimism over the pros- 
pect of enactment of legislation in all 
states, but did not question the possi- 
bility of finding satisfactory solutions to 
the problems presented if the legislation 
is not passed before Jan. 1, 1948, in 
every state. 

Nebraska member companies, through 
a committee on arrangements, provided 
hospitality. A luncheon was arranged 
Monday, with Robert L. Hogg, manager, 
as speaker. In the evening, a cocktail 
party and dinner was given with Com- 
missioner Matzke as speaker. A second 
luncheon was held Tuesday with Gov. 
Griswold as the speaker. A number of 
early arrivals were entertained at a din- 
ner given by Fred M. Sanders, secretary 
of Bankers Life of Lincoln, Sunday eve- 
ning, and others at an Ak-Sar-Ben con- 
cert. The arrangements committee was 
headed by Miles Scheaffer, United Bene- 
fit Life, as chairman; R. E. Langdon, 
vice-president Guarantee Mutual, and 
Mr. Sanders. 

At the Monday luncheon, President 
Adams recalled that Omaha had been 
the original home of A. L. C. and also 
the home of Thomas W. Blackburn, its 
first secretary and counsel, and the man 
who, more than any other single person, 
was responsible for moulding it into a 
lively and influential organization. 


Griswold Warns of Inflation 


Gov. Griswold, who was introduced 
by C. Petrus Peterson, general counsel 
of Bankers Life of Nebraska and speak- 
er of the Nebraska legislature, declared 
that monetary inflation strikes at life 
insurance from two directions. It results 
in decreasing interest rates, adversely 
affecting the earning power of invest- 
ment funds. Furthermore, inflation pro- 
duces a cycle of increasing commodity 
prices, and this means that the amount 
of protection needed by a family be- 
comes correspondingly greater. Rela- 
tively few families are protected beyond 
minimum needs at normal price levels, 
and therefore the only adjustment pos- 
sible to meet inflationary conditions is 
the purchase of additional insurance. 

Griswold pointed out that it is the 
duty of insurance men to make every 
effort to see to it that the benefits of 
life insurance are not seriously impaired 
by the reactions of inflation. He said 
easy money is far from being necessarily 
a benefit to the people, and pointed out 
that such a policy has many other ad- 
verse effects on their lives. 

In the discussion periods there was 
active discussion of the interest rate and 
investment situation. Note was made of 
accumulating evidences of a halt in debt 
monetization, as well as of a tendency 
toward stabilization of interest rates on 
long term money at around 2%4%. It 
was felt that there may have been a 
limited improvement in the immediate 
outlook. 

At the cocktail party and dinner given 
by the Nebraska companies, Miles 
Scheaffer, secretary United Benefit Life, 
acted as toastmaster, and brief responses 
to his introductions were made by Claris 
Adams; Robert L. Hogg, and by past- 
presidents of A.L.C., Herbert K. Linds- 
ley, president Farmers & Bankers Life; 
L. J. Dougherty, chairman advisory 
council Occidental Life, and W.. T. 
Grant, chairman Business Men’s Assur- 
ance Co. 

V. J. Skutt, vice-president United 
Benefit Life, on behalf of the Nebraska 
companies, presented a birthday gift of 
leather luggage to Ralph Kastner, asso- 
ciate general counsel. Mr. Kastner, in 
responding, recalled his associations in 
Omaha, in which city the offices of 
A.L.C. were located when he joined its 
staff. 

The final regional meeting is being 
held at King Cotton Hotel, Greensboro, 
this week. 


Jones Elections Chairman 

Claude C. Jones, Connecticut Mutual, 
Indianapolis, has been appointed chair- 
man of the N.A.L.U.’s committee on 
elections, replacing E. Dudley Colhoun. 


Moyer to John 
Hancock as 
Underwriting V.-P. 


BOSTON—Ross E. Moyer has been 
second 


elected vice-president of John 
Hancock Mutual 
Life. He has been 


a vice-president of 


Northwestern Na- 
tional Life since 
1941. He is a na- 


tive of Illinois and 
a graduate of State 
University of Iowa. 
He became a fel- 
low by  examina- 
tion of the Ameri- 
can Institute of 
Actuaries in 1926 
and of the Ac- 
tuarial Society of 
America in 1928. 
Before going to Northwestern National 
he served as vice-president, actuary and 
director of Continental Assurance. 

Since 1938 he has been treasurer of 
American Institute of Actuaries and is 
also a member of its board of gover- 
nors. 

As chairman of the actuarial commit- 
tee of the American Life Convention, he 
carried through the work of the com- 
mittee in formulating a plan for uni- 
form war restrictions. He is the au- 
thor of a number of papers and discus- 
sions before various actuarial and un- 
derwriting bodies. He is a member of 
the executive council of the Home Of- 
fice Life Underwriters Association. 

Mr. Moyer will be engaged in the 
underwriting activities of John Han- 
cock now under the direction of Vice- 
president Fred E. Nason who will re- 
tire later this year. 





Ross E. Moyer 


John A. Sullivan Month 
Spurs Great Northern Men 


Big gains in new business were made 
by Great Northern Life in April, which 
WiealS .=0.es 16g = 
nated Sullivan 
month, in honor of 
Vice-president John 
A. Sullivan, who is 
in his 35th year as 
an official of that 
company. 

New life business 
of $1,243,203 was a 
‘gain of 86% over 
April, 1945. It was 
the third largest 
month in history. 

New A. & H. 
premiums amounted 
to $30,500.28, a gain 





John A, Sullivan 


of 62%. 
The B. M. Stahl agency, Madison, 
Wis., was in first place for life sales. 
Carl Songer agency, Veedersburg, Ind., 
led in A. & H. sales. 


Hicks Is Assistant Manager 


William Hicks, of the Austin Thayer 
Prudential Life agency in Seattle, has 
been named assistant manager in charge 
of recruiting and supervising of ordinary 
agents in Seattle. He had been at tke 
home office for 15 years until he moved 
to Seattle last year. 


Barnes Has Long Ticket 


Donald F. Barnes, N.A.L.U. director 
of research, has left for the west to ad- 
dress the Colorado Springs Life Under- 
writers Association May 17; Nevada 
association at Reno, May 20; San Jose, 
Cal., May 22; Oregon at Portland, June 
7, and Tacoma, June 11. 


we, 


H.O. Underwriters Meet Nov. 14-16 


The fall meeting of the Home Office 
Life Underwriters Association will be 
at the Netherland Plaza Hotel, Cincin- 
nati, Nov. 14-16. 


—=—= 


Army Gets Out 
Pamphlet on 
Life Agent's Job 


WASHINGTON—The War Depart. 
ment has at last released a pamphlet en. 
titled “The Job of the Life Insurance 
Agent,” prepared for educational pur- 
poses for the armed services by the In. 
stitute of Life Insurance. In 20 pages 
there are discussed in the pamphlet such 
matters as: 

What do life insurance agents do?— 
ordinary, industrial and group life spe- 
cialist; experience and training; How do 
you qualify as a life insurance agent 
where can you train, and what subjects 
do you take? Who should or should not 
take up life insurance agent’s work? 
Where do life agents work, what do they 
learn, and what is the outlook? How 
can the U. S. Armed Forces Institute 
help a serviceman to prepare as a life 
agent? How can you apply for aca- 
demic credit for military experience? 
Where can you find out more about pre. 
paring to become a life agent? What 
jobs are related to life insurance selling? 

The pamphlet is designated as Occu- 
pational Brief No. 99 one of a long 
series of such briefs being published by 
the Army for education of soldiers and 
veterans. 

The booklet is being distributed to 
interested veterans and servicemen, It 
will be made available at separation cen- 
ters. A credit line states that it was 
prepared for the educational program of 
the armed services by the Institute on 
Life Insurance. 

The booklet tells what the life agent 
in the ordinary, industrial and group 
fields does, describes the training pro- 
grams of the companies, the C.LU. 
movement; who should or should not 
take up life insurance agency work, per- 
sonality and vocational interests indi- 
cating aptitude for life insurance sell- 
ing, where the life agent works, what he 
earns, what the outlook is, and the num- 
ber of life agents, as of Jan. 1, 1946. 
There is also a section on jobs related 
to life insurance selling, such as oppor- 
tunities in the home offices, for those 
who may like life insurance work but 
are not attracted to the selling phase. 

The latter part of the booklet. tells 
specifically how the U. S. Armed Forces 
Institute can help a serviceman prepare 
for a life insurance selling career, what 
courses are available through USAFI 
while in the service, how he can ob- 
tain academic credit for his military ex- 
perience and off-duty study, and where 
he can find out more about becoming a 
life insurance agent. The latter sources 
include the insurance department of the 
state where the veteran intends to work, 
the National Association of Life Under- 
writers, American College, the state de- 
partment of public instruction, Life In- 
surance Agency Management Associa- 
tion, and Institute of Life Insurance. 

Copies of the booklet may be ob- 
tained from the government printing of- 
fice, Washington, D. C., at 5 cents each 
or $3.75 for 100. In large quantities the 
price is lower. The booklet is one of a 
series on 110 major occupations, The 
series is edited by Capt. Leo Lieberman, 
information and education division, ad- 
jutant general’s office. 


Brosnan to VA Risk Post 


Francis D. Brosnan, formerly of the 
home office agency of Indianapolis Life, 
has been appointed insurance officer of 
the Illinois region of the veterans ad- 
ministration. He is a veteran of both 
wars. 


Correct Sun Life Mo. Totals 


Missouri business figures of Sun Lite 
of Canada were incorrect in the April 5 
issue. New ordinary busimess for, that 
company is $2,517,534 and total ordinary 
in force is $33,117,651. New group 3s 
$4,845,348 for a total group in force of 
$14,753,959. 
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L. LO. M. A. Classes 
on Pre-War Basis 


ATLANTA CITY — The educational 
program of the Life Office Management 
Association Inst i- 
tute is being re- 
turned to a pre-war 
basis and is being 
revised in keeping 
with changed con- 
ditions in personnel 
development, it was 
announced by 
James H. Kohler- 
man, educational 
director, speaking 
before the spring 
conference of that 
organization. 

The war years 
were put to good 
advantage in the reviewing of the entire 
educational program, Mr. Kohlerman 
said. Not only have courses for stu- 
dents been prepared on a new basis, but 
manuals for the course instructors have 
been added, with a view 
them of much of the time and trouble 


J. H. 


Kohlerman 





to relieving | 


of outlining and preparing the study ma- | 


terial. 
Beginning in September, all of the 
L.O.M.A. institute activities, except the 


fellowship examinations, will be re- 


sumed and students will again have the | 
choice of minor and major examinations | 


in all graduate subjects. 

A new brochure for distribution 
prospective students is now being pre: 
pared, as well as instructors’ manuals 
and an “appreciation session,” which is 
a summary story of the educational 


to | 


work for the use of those called upon to | 


explain the courses to employes. 

Credits towards new courses will be 
given students for examinations already 
completed. 

Mr. Kohlerman, who is now in charge 
of L.O.M.A. educational work, has had 
a broad background in management and 
personnel training. His special fields 
have been management, accounting 
mathematics and statistics. For many 
years he was an assistant professor at 
New York University and now has a 
course in that wuniversity’s graduate 
school of business on “Development of 
Training Programs.’’ During the war, 
he served with the war manpower com- 
mission in the “Training Within 
dustry” service, conducting 
directors’ conferences and working with 
plant executives in 185 different organ- 
izations. 


Eastern Managers 
Cover Much Ground 


The annual round table of eastern 
agency managers was held at Hot 
Springs, Va. Those in attendance con- 


tributed knowledge and experience dur- 
ing six separate sessions. 

A session on new agents under chair- 
manship of C. L. McMillen, Northwest- 
ern Mutual, New York, and Henry 
Stout, John Hancock, Dayton, O., dealt 
with recruiting and education of new 
men. 


It was suggested that the Purdue 
University agent training plan be 
brought to educational institutions in 


New York State. 

A second session on the topic of new 
agents was under P. T. Bobst, John 
Hancock, Boston, and H. H. Cammack, 


John Hancock, Charleston, W. Va. It 
covered supervision and financing, or 
salaries, and remuneration. 

Under the chairmanship of Isadore 


Freid, New England Mutual, New York, 
a session on old agents was held, deal- 
ing with methods of increasing produc- 
tion through special incentives, financ- 
ing, and education. Mr. Freid told the 
group that he has not held an agency 
meeting in some years, but utilizes the 
lunch period for a weekly get-together 
With his men. 


In- | 
32 training | 





The second session on this topic was | 


presided over by James MacGrath Jr., 
United States Life, New York, and was 
conducted with M. J. Lauer, Continental 
American, New York, and G. E. Lackey, 


Massachusetts Mutual, Detroit, partici- 
pating. _ 
A session on agency management 


suggestions dealt with agency organiza- 
tion, improved efficiency, simplicity, eco- 
— and home office supervision. H. 
Underwood, Canada Life, New York, 
lie 
Trends in agencies was discussed in 
a session presided over by W. M. Duff, 


Equitable Society, Pittsburgh. Partici- 
Werts, Northwestern 


pants were R. E. 





VERNON BROWN lied 
the entire agency force in 
Face-Paid for March with 
a volume of $134,533. 


CLARIS ADAMS 
President 


* 


FRANK L. BARNES 
Vice President 
Director of Agencies 





Mutual, Akron, and Stanley Dey, Manu- 
facturers Life, Newark. 

A discussion of a method of writing 
substandard and medical business was 
given by Mr. Dey, who detailed a com- 
pany handbook for guilding the agent 
in the task of doing the actual under- 
writing in such cases, or at least a 
part of it. 


Captain Wilson Advocates 
Standard Aviation Rates 


In attractive booklet form Capt. 
Robb > Wilson, 


Gill 


noted aviation authority 


and a director of Bankers National Life, 
has prepared a “Memo for Air-minded 
Executives” as a guide in securing life 
insurance at standard rates for those 
who fly in other than commercial planes. 

Captain Wilson states that there are 
only two approaches to the problem: 
One is to erect exclusion clauses in life 
insurance, or to establish extra premium 
to cover travel in corporation owned 
and operated aircraft, and the other is 
to seek requirements which guarantee 
maximum safety and thereby permit life 
insurance at standard rates. It is Cap- 
tain Wilson’s opinion that this can be 
done. 
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The MAN of the 


N Td 


There are two necessary ingredients for the success of a 


life insurance man: A burning desire to serve your clients; 


A burning desire to succeed. 


I have tried, since 1936, to in- 


corporate these ingredients in my operations. I have found it 


was necessary to have a combination of circumstances in 


your favor before you could give the type of service that 


clients appreciated. First, was the right type of policies and a 


cooperative General Agent and Home Office. Second, service 


on issuance of new business, settlement agreements, policy 


changes, and immediate counsel on every day problems must 


be readily available. 


Third, the commission and renewal 


schedule must enable a man to build an income that will en- 


able his family to live comfortably. 
pany that gives me all these things. 


I have found the Com- 


The burning desire to 


succeed must be supplied by me; a wonderful wife and six 


children have helped kindle that desire. 


Oornnon Brown 
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T.W.L (Training Within 
Industry) helps the Home 


Office and field Cal- 
Western to measure the 
progress of new agents. Thus 


at 


appointees have the advan- 
tage of knowing how they 
stand and management can 
keep informed of their ad- 
vancement. It provides an 
accounting of a heretofore 
hard-to-determine factor, 
the specific progress made 
by the agent in his efforts to 
learn the life insurance 
business. 


| The detailed outline 
the company’s copyrighted 
You, Inc. Training Plan en- 
ables the agent, the man- 
ager, and the superintendent 
to know at a moment’s no- 


in 


tice just what the trainee 
should be doing at that cer- 
tain point. Whether it is 
locating centers of influence, 
prospecting, studying the 
rate book, learning an or- 
ganized sales presentation 
or training in the field—it 
makes no difference. Like- 
wise, the Home Office can 
look at the trainee’s record 
and know exactly what prog- 
ress he is making. 


Cal-Western’s T.W.I. train- 
ing helps provide a truly 
scientific type of measure- 
ment in determining the 
progress of the new agent in 
the life insurance business. 









































Overhaul La. 
Insurance Laws 


Louisiana’s insurance laws are slated 
for overhauling at the current session 
of the legislature, Commissioner Martin 
has announced. Some of the suggestions 
will be sponsored by the Louisiana de- 
partment, but the department will not 
necessarily approve all of the proposals, 
he said. 

High on the agenda will be the com- 
missioners’ model bill to prevent writing 
of insurance by mail by companies not 
licensed in the state. 

The Guertin legislation will be placed 
before the legislature. There is some 
possibility that a qualification bill for 
life insurance agents will be introduced. 


Stiffen Requirements 


A proposal will be made requiring in- 
dustrial companies to submit all policies 
to the department for approval prior to 
issuance. A bill will be introduced re- 
quiring that all funeral benefit policies 
should include provisions for cash benefit 
cases where it is impossible for the 
company to furnish the funeral through 
the company designated in the policy, 
setting the cash value at not less than 
75% of the stated amount of the funeral. 

Scheduled also for consideration is a 
statute adjusting the reserve require- 
ments on funeral benefit policies to allow 
certain deductions in reserve on such 
policies under certain conditions. 

There will be a change in general in- 
surance laws relative to investments of 
companies on real estate increasing the 
time limit for payment of additional capi- 
tal after such increases authorized by 
the stockholders. 

An amendment is expected permitting 
insurance to include stock of Louisiana 
building and loan associations as an in- 
vestment, qualifying the company for 
reduction in premium taxes. 


New Collection Basis 


There will be a proposal authorizing 
the collection of premium taxes based on 
the location of the transaction rather 
than location of the risk. There will be 
a proposal to authorize investment of 
minors’ funds in life insurance and an- 
nuities under certain conditions. 

The commissioner forecast a proposal 
relative to unification and codification of 
insurance law. 

There will be a proposal to increase 
capital requirements of service insurance 
companies. The statute would affect 
those companies organized after the ef- 
fective date of the act. 

There will be a motion to repeal the 
1942 statute exempting industrial and 
service insurance companies from re- 
serve requirements on certain policies. 

There will be a provision to protect 
companies by making it unathorized for 
companies to do business in the state 
under a name similar to that of a com- 
pany already operating there. 

A correction is expected to be made of 
a typographical error in Act 148 of 1936 
relative to maximum benefits which can 
be provided for in policies issued by 
industrial companies. 





G. T. Smothers Goes with 


Missouri Department 
G. T. Smothers, who recently went 
with National Protective of Kansas 


City as vice-president, has resigned to 
become associated with the Missouri in- 
surance department. Prior to joining 
National Protective he was vice-presi- 
dent and secretary of Central Surety. 


ed 


Travelers Has Outing June 4 


The Travelers Club in the Chicago 
branch office of Travelers, Travelers 
Fire, Travelers Indemnity and Charter 
Oak Fire will hold its annual picnic 
June 4 at White Pines golf course near 
Elmhurst, Ill. There will be lunch, then 
golf, baseball and other diversions. This 
is the annual agents’ outing. 


Holds Creditor 
Statute Nullifies 
Reverter Clause 


The U. S. court of appeals, District of 
Columbia, has held, in a two-to-one de- 
cision, that the language of the typical 
credit or exemption statute nullifies the 
widely used provision that proceeds re- 
vert to the insured’s estate if the pri- 
mary beneficiary predeceases him. The 
decision reverses the district court’s de- 
cision, given in the case of Kindleberger, 
administrator of estate of Julia C. Buck- 
ley vs. Lincoln National Bank of Wash- 
ington, executors of estate of Michael 
Buckley. 

The loser is petitioning for a rehear- 
ing and Life Insurance Association of 
America is doing the same as amicus 
curiae. If the petition is denied the ap- 
peal will probably go to the U. S. Su- 
preme Court. 

Mr. Buckley bought an $18,000 policy 
from New York Life in 1924, payable to 
his wife, or, if she should predecease 
him, to his estate. She died, and on his 
subsequent death the company paid the 
proceeds to his estate. Mrs. Buckley’s 
executors contended that the creditors’ 
exemption statute overrode the reverter 
provision, thereby making proceeds pay- 
able to her executors. 

They based their contention on the 
language of the statute: ‘““‘When a policy 
of insurance ... is effected by any per- 
son on his own life or on another life 
in favor of some person other than him- 
self the lawful beneficiary or as- 
signee thereof other than the insured or 
the person so effecting such insurance, 
or his executors of administrators, shall 
be entitled to its proceeds against the 
creditors . 

The executors argued that the word 
“executors” referred to Mrs. Buckley’s 
executors. 

In support of its view, the appeals 
court states that the exemption law sec- 
tions favoring the wife or children 
against insured’s creditors “manifest a 
quite deliberate and careful intention on 
the part of the Congress to exempt the 
proceeds of insurance from claims of 
the creditors of the insured husband and 
to do so not only in favor of the bene- 
ficiary wife but also in favor of her chil- 
dren and legal representatives if she dies 
before her husband.” 

The decision is limited to cases where 
the insured fails to designate another 
beneficiary. ’ 

The minority opinion points out that 
other states have upheld the reverter 
clause in similar situations and that the 
decision will nullify reverter provisions 
in innumerable policies, extend the stat- 
ute’s protection to persons not contem- 
plated by the statute and change the 
long-standing rule that prior death de- 
feats a beneficiary’s interest. 





Receives Trophy 





J. W. Rivers of Oklahoma City is here 
receiving from President W. Howard Cox 
(left) of Union Central the Jerome Clark 
award for agency development. This is a 
new trophy and Mr. Rivers is the first 
winner. 


—=—= 


Views on Tropical 
Risks Given by 


Venezuelan 


Venezuelan life companies have been 
issuing substandard insurance for only 
two years, and as yet there is very little 
in the way of experience or mortality 
investigations upon which to go, Eric 
Michalup of Caracus, Venezuela, de. 
clared in a talk at the hemispheric ingyy. 
ance conference held in the Waldorf. 
Astoria, New York City, for three days 
this week. 

Insurance of substandard lives, he said 
now is included in companies’ reingyr. 
ance treaties, but formerly reinsurers 
did not want Venezuelan substandard 
risks. The companies rejected such sub- 
missions, even for small amounts, be. 
cause they did not have sufficient expe- 
rience on them to take them on for 
their own account. Agents did not be- 
come habituated to submitting such 
risks, and so today a statistical investi- 
gation of substandard risks in that coun- 
try would not be profitable. 


Examiners Not Experienced 


There is, he said, a lack of medical 
examiners in the country acquainted 
with insurance medicine. He said ap- 
parently there are no Spanish texts on 
the subject, and he felt Spanish transla- 
tions of the most important works in 
other languages would be most useful, 
Another problem is actuarial, there being 
no organization of actuaries in most of 
the Latin-American countries, so that 
thorough statistical and actuarial inves- 
tigation of this and other problems in 
the business, and a better organization of 
life insurance in general, are withheld. 

There are many interesting questions. 


an extra premium seems at least theo- 
retically justified. Then, too, more rigor- 
ous examination for heart ailments 
would seem proper in view of the high 
altitude of the densely populated re- 
gions. 


Need More Modern Table 


He suggested a number of steps neces- 
sary to take in order to make the mor- 
tality table for normal risks coincide 
with actual mortality. At present in 
Venezuela all but one company are using 
Hunter’s tropical table with 3%% in- 
terest. Construction of a life table which 
would not contrast to such a degree 
with actual mortality as does Hunter's, 
he said, would be of great advantage. 

Mortality rates as shown in published 
papers on tropical and sub-tropical re- 
gions of America, that he has seen, he 
said are not of recent issue, and mortal- 
ity rates now are much lower than 
those in the table that is used. Another 
table based on more recent observations, 
Mr. Michalup said, would be of great 
influence in developing life business in 
tropical countries. 


Wood Named Agency Director 


Fred O. Wood has joined American 
Home Life of Spencer, Ia., as agency 
director. Since graduating from college 
in 1930, he has been in public school 
work, and for several years has been 
superintendent of schools at Mallard, 
Ia., selling life insurance in the summer. 
He will make Spencer his home. Mr. 
Wood has been a director since organ- 
ization of the company. 


Agent Exam Bill Proposed 
NEW ORLEANS—The Louisiana 


legislature will receive a bill endorsed by 
the New Orleans Association of Life 
Underwriters, providing that a presently 
licensed agent may retain his license 
without examination. Anyone else who 
wishes a license, however, must pass @ 
written examination which would be 
given by the office of the secretary 0! 
state at least once every 15 days in the 
principal city of each congressional dis- 
trict. 
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Non- Resident N. Y. 
Taxpayers Denied 


Premium Exemption 


ona YORK—Efforts of Secretary 
George Johnson of Teachers Insur- 
ance & pees to obtain for non-resi- 
dent New York income taxpayers the 
$150 exemption allowed residents of 
New York state have received a set- 
back. The state tax commission, fol- 
lowing a hearing, has issued a formal 
determination of the point raised by 
Mr. Johnson and has held that the $150 
exemption for life insurance premiums 
does not apply to non-residents even 
though they earn their entire income in 
New York state and must pay the same 
tax rate on it as New Yorkers. 

A resident of New Jersey, Mr. John- 
son used his own New York tax return 
for 1942 as a basis for his application 
for a refund of the amount of tax repre- 
sented by the $150 exemption. The New 
York tax law provides that the deduc- 
tions permitted in the law “shall be al- 
lowed only if, and to the extent of, 
they are connected with income arising 
from sources within the state and tax- 
able under this article to a non-resident 
tax payer; and the proper apportion- 
ment and allocation of the deductions 
with respect to sources of income with- 
in and without the state shall be deter- 
mined under the rules and regulations 
to be prescribed by the tax commission. 


Disputed Disallowance of Claim 


Mr. Johnson’s claim for a deduction 
of $150 gross income for insurance pre- 
miums paid was disallowed on the theory 
that premiums did not qualify as a 
deduction under the above section. Dis- 
agreeing with this interpretation of the 
law, Johnson argued that the only 
lar in the statute having any pos- 
sible application was the reference to 
deductions “connected with income aris- 
ing from sources within the state.” He 
contended that the words “connected 
with” are not technical words having a 
clearly defined statutory meaning but 
are words of ordinary usage having a 
broad general meaning and that these 
premiums are clearly connected with 
income. He made the point, among 
others, that the insurance for which the 
premiums were paid was issued to pro- 
tect his family against the premature 
cutting off of income through death and 
that if he did not have the income he 
would not have had the insurance. 

Mr. Johnson had what seemed a par- 
ticularly strong point in the fact that 
a portion of the premium for which he 
sought exemption was his contribution 
under a company group insurance plan, 
compulsory and therefore 


which was 1 
very definitely “connected with” his in- 
come, 


Does Not Plan Appeal 


While Mr. Johnson believes that it is 
inequitable and unjust to deny an 
exemption to non-resident New York 
income tax payers that is allowed to 
residents of New York state, he does 
not, at the moment plan to carry his 
case to the courts or to take the lead 
in getting the legislature to revise the 
tax law although he would be glad to 
cooperate in seeking to. get the law 
changed. 

While there are thousands of policy- 
holders who work in New York and 
must pay a New York income tax but 
who live in New Jersey or Connecticut 
nothing has been done about having the 
law changed. One argument against 
making such a move is that the life 
insurance exemption is an unusual one 
and if efforts were made to get it broad- 
ened to include non-residents the legis- 
lature might decide to discontinue the 
whole exemption. 

One reason why the denial of the in- 
tention to non-resident taxpayers is par- 
ticularly irritating is that these taxpay- 
ers are already denied the exemption for 
teal estate and other taxes and for loan 
Interest, which are allowed New York 
residents, 


Gooch Heads Canada 
Life Agency Activities 


The Canada Life has promoted T. H. 
Gooch from superintendent to director 


of agencies; R. G. 
McDonald, from 
superintendent, to 


comptroller of 
agencies; W. J. 
Adams, from asso- 
ciate secretary and 
comptroller, to sec- 
retary. 

John L. Me- 
Carthy is appointed 
as executive assist- 
ant. 

Mr. Gooch, who 
will direct the 
agency and field or- 
ganization, joined 
Canada Life in 1924. 

Mr. McDonald will be responsible for 





J. H. Domelle 





T. H. Gooch R. G. McDonald 
all agency administration work. He has 
been with Canada Life since 1912. 

John H. Domelle, secretary, is now 
retiring. He has been with Canada Life 
43 years and has been secretary since 
1930. 


Change in Army Insurance Unit 


WASHINGTON — Another agency 
setup has been taken over by a woman. 
She is Mrs. Frances L. Burgess, who 
was recently appointed chief of the gov- 
ernment life insurance section, War De- 
partment, with which she has been con- 
nected for the past three years under 


Colonels Grayson and Wilson, Maj. 
Floyd Miller, and finally Capt. Merritt 
A. Birch. 

The last named was released from 


the army April 20 and rejoins the staff 

f Acacia Mutual Life as agency super- 
visor. He was awarded an oak leaf 
cluster for the army commendation rib- 
bon for his work. 

That government insurance section 
has completed work on a new technical 
manual dealing with U. S. Government 
and National Service Life problems, 
from the army standpoint. 

Capt. Lulu B. Humphries of the wom- 
en’s army corps, heads the insurance 
section of the ordnance department of 
the army, which is cleaning up that de- 
partment’s wartime insurance program. 

Col. Westray Battle Boyce, North 
Carolina insurance woman, is command- 
ant of the Wacs. 





Life “Who's Who” Soon to Appear 


The first edition of “Prominent Life 
Underwriters of America,” biographical 
sketches of outstanding life field men, 
will be published in July. Over 1,000 
sketches will be included on a qualifica- 
tion basis. It will also include a direc- 
tory of members of the Million Dollar 
Round Table, the Women’s Quarter 
Million Dollar Round Table and various 
state round tables. 

The book is edited and published by 
Charles D. Spencer & Associates. 





To Introduce VA Men 


WASHINGTON — The veterans ad- 
ministration states that the National As- 
sociation of Life Underwriters is ar- 
ranging for introductions of VA insur- 
ance officers to leaders of local insurance 
organizations. The insurance officers are 
stationed at VA regional offices and hos- 
pitals. 


Beatrice Jones Is Leaving 
Insurance Career Behind 


Beatrice Jones has resigned as agency 
assistant at the home office of Guardian 
Life and announces 
her retirement from 
active business. 

She was the first 
woman to receive 
the C.L.U. desig- 
nation and the first 
and only woman to 
serve as president 
of the New York 
City Life Under- 
writers Associa- 
tion. She has built 
a national reputa- 
tion as an agency 
executive, speaker, 
writer, counselor 
and friend. 

Miss Jones for many years was with 
Equitable Society at New York before 
joining Guardian. 

Created Retirement Fund 


She states that she and her husband 
have created a retirement fund which 
enables them to quit work at this time. 

“T have long believed,” she added, 
“that a business woman is wise to retire 
while people still think of her in the 





Beatrice Jones 


present tense. I would rather with- 
draw while I still have a grace period 
of possibly a few years than to risk 
staying one day too long.” 

A native of Enid, Okla., Miss Jones 
went to New York in 1920. After two 
years of study at Columbia University 
she went to work for Standard Oil of 
New Jersey where she was given execu- 
tive responsibility in the selection and 
management of women personnel. She 
left in 1928 to enter the life insurance 
field as an agent and in 1943 she entered 
the home office of Guardian. 


Guardian New “Ad” Campaign 


Employing national newspaper adver- 
tising on an extended scale for the first 
time, Guardian Life will launch a test 
campaign of every-week ads in news- 
papers in nine cities from coast to coast 
the third week in May. 

The campaign has been mapped by 
the company in consultation with the 
Bureau of Advertising, American News- 
paper Publishers Association, and the 
New York Newspaper Representatives 
Association. 

Opening emphasis will concentrate on 
juvenile insurance. Insertions will alter- 
nate between 200-line and 100-line space, 
with signatures localized to direct re- 
sponse to the Guardian agency office in 
each city. 
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COMMONWEALTH 


Commentary 


Some five years ago the late Albert E. N. 


beyond the purpose to which you are willing to surren- 
This could well stand as a maxim and a warn- 
ing for our industry and its members. 


If the motivation of a company—or of an underwriter— 
is crass and selfish, the success achieved by that organi- 
zation or by that individual cannot be more than mean 


If, on the other hand, a company and its representatives 
are driven by the high humanitarian purpose which 
springs from their proper province—service to the com- 
munity of men—their success must then be lofty and 


Do not forget, however, that as the parts of the whole 
and the links of the chain determine their ultimate val- 
ues, so too the characters and purposes of the individual 
underwriters add up to form the sum of a company’s 
character. Let each of us, therefore, key his driving 
purpose to the plane proper to our profession. 


Insurance In Force, April 30, 


INSURANCE COMPANY 


MORTON BOYD, President 






OF SUCCESS 


Gray closed 


... You will never succeed 
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Advocates Secretary 
for Accountants 


In giving the president’s address be- 
fore the Insurance Accounting & Statis- 
tical Association at 
ER REE Peep : See Bae 
Hughes, chief ac- 
countant of Iowa 
Life, strongly advo- 
cated the employ- 
ment of a perma- 
nent secretary for 
the organization. 

“T firmly believe 
we should have an 
executive secretary 
whose _ duty it 
would be to push 
this program to a 
successful conclu- 
sion,” he said. The 
new secretary should be instructed to 
take an active part in national affairs 
and meetings such as those held by the 
insurance commissioners and other in- 
surance associations. He should visit 
the home offices of member companies 
and discover their needs, and should 
then attempt to discover the answer to 
these problems. 


Membership Now 275 


In the past two years the number of 
member companies of the organization 
have grown from 223 to 275 and new 
applications are being received daily, he 
said. New members include a number of 
foreign organizations from Mexico, 
Cuba, Central and South America in ad- 
dition to Hawaii, England and Sweden. 

Mr. Hughes called upon the member- 
ship to take an active part in every sub- 
ject whether local, state, national or in- 
ternational, in which the insurance busi- 
ness itself may be interested. He said 
that every subject or discussion in the 
world today, which affects the insurance 
business in any manner, affects the ac- 
counting problems of each of the indi- 
vidual companies. 

He advocated the accumulation of a 
vast store of material to be catalogued 
for use of members. 


R. L. Hughes 





Housing Panel 
Features L.I.A. 
Spring Rally 


NEW YORK—At the Life Insurance 
Association of America midyear meet- 
ing, the service that life companies can 
render to their policyholders and to the 
nation through direct investment in 
housing projects was the subject of a 
panel discussion. 

There were brief talks by John G. 
Jewett, second vice-president of Pru- 
dential, on site selection and land as- 
sembly; Van Ness Bates, consultant on 
housing of John Hancock, on overall 
housing policies and the organization of 
housing activities; and George Gove, 
third vice-president in charge of hous- 
ing of Metropolitan Life, on factors 
which make for investment safety. 

Following the talks the meeting was 
thrown open to questions. It was 
pointed out that the life companies are 
especially interested in relieving the 
housing shortage through the construc- 
tion of garden type housing and in 
eliminating substandard housing through 
urban redevelopment. 


Create Enduring Values 


The creation of enduring values was 
said to be an important factor making 
for safety of principal, and that good 
housing should provide ample light and 
air, grass and trees, recreation facilities 
and a sense of freedom. The avoidance 
of neighborhood obsolescence, the econ- 
omies obtained from large scale devel- 
opment, and the advantages of owner- 
ship-management also were discussed. 

The panel discussion was developed 
under the auspices of the subcommittee 
on housing of the life insurance invest- 
ment research committee. Paul Bestor, 
vice-president of Prudential, is chair- 
man of the sub-committee on housing 
and John S. Sinclair, executive vice- 
president of New York Life, is chair- 
man of the research committee. 

Although the principal speaker, Rep. 
Hatton Sumners did not deal with in- 
surance he interpolated a remark con- 
gratulating the insurance business for 


resisting efforts to place it under fed- 
eral control. 

President G. W. Smith, president of 
New England Mutual, announced the 
following committee: Nominating, J. 
Loomis, Connecticut Mutual, chairman; 
Gerard Nollen, Bankers Life of Iowa, 
chairman; and E. W. Craig, National 
Life & Accident; program, Leroy Lin- 
coln, Metropolitan; Frederick Russell, 
Security Mutual of Binghamton; Ray- 
mond Olson, Mutual Trust Life; M. B. 
Brainard, Aetna Life, and L. Douglas 
Meredith, National Life of Vermont; 
representatives on joint M.I.B. com- 
mittee, Valentine Howell, Prudential; 
Leigh Cruess, Mutual Life, and Harry 
Cole Bates, Metropolitan Life. 


Supreme Court Petitions 


The government has filed brief op- 
posing First National Benefit Society 
petition for writ to the ninth circuit 
court in its case against W. P. Stuart, 
internal revenue collector. Involved is 
whether the society is a life insurance 
company as defined by Section 201 (a), 
Revenue Act of 1938, and the society’s 
effort to secure refund of tax and inter- 
est paid of $1,914. 

In No. 1215, Max D. Gustin, admin- 
istrator, estate of William D. Graham, 
deceased, vs. Sun Life of Canada, writ 
to the sixth circuit court is petitioned 
for. 

Petitioner says the case involves the 
crucial issue whether interest charge- 
able against policy loans was simple or 
compound. 

Summary judgment was rendered Sun 
Life, which the district court held en- 
titled to compound interest, and was 
affirmed by the circuit court. The latter 
said that under the Ohio law and rea- 
sonable construction of the policy, its 
reversal of the district court was war- 
ranted; however, it felt bound by the 
decision in Johnson vs. Pennsylvania 
Mutual Life. The Johnson decision was 
that of an intermediate appellate court 
and was unreported, and it is contended, 
should not be recognized, under Ohio 
law. 

H. C. Reutler of Sandusky, O., has re- 


tired and his agency has been taken 
over by his son, Roland P. Reutler. 
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Thompson Reviews 
Proposed Group Law 


LANSING — Although Michigan’ 
group life law was extensively liberal. 
ized by the 1945 legislature, department 
officials are anticipating further changes 
will be recommended in the 1947 regular 
session to make that section of the jp. 
surance code conform with Proposed 
uniform provisions in a model law under 
consideration of a special committee of 
the National Association of Insurance 
Commissioners. 

It is expected, according to Herbert B 
Thompson, head of the department’s life 
division, that one of the major provi. 
sions to be sought will be a requirement 
that every group contract include 3; 
days’ “free insurance” before termina- 
tion of coverage. Need for such a pro- 
vision was demonstrated during recent 
strikes in the automotive industry, jt 
was pointed out, since the employe 
should be protected during a limited 
period when uncertain as to his future 
course and when, under many existing 
contracts, his coverage is terminated, 

Another important provision likely to 
be recommended is that a 90-day con- 
version period be embodied in all group 
contracts. 

A third suggested change would place 
a definite limitation, probably $10,000, 
on the amount of coverage allowed any 
individual in a group. In some existing 
contracts, it was noted, executives of 
companies have been allowed as much 
as $30,000 or $40,000 insurance and, 
since these insured individuals were 
mainly in the older age bracket, average 
cost of coverage was measurably in- 
creased for other participants in the low 
wage and younger age brackets. 

Mr. Thompson believes it likely that 
the eventual model bill recommended by 
the commissioners will include a similar 
formula to that in the present Michigan 
law relative to use of dividends by an 
employer, requiring either that more 
coverage be provided or that insured 
employes receive pro rata refunds on 
their contributions. 

Due to altered economic conditions, 
it appears likely that favor will be shown 
for an increase in the limits on creditor 
insurance available to loaning agencies 
under group contracts. This limit now 
is $2,500 for any individual but, with the 
prospect of much larger building loans, 
due to high construction costs and long 
term mortgages, it appears that a limit 
as high as $10,000 should be approved, 
Mr. Thompson indicated. 


Managers Hear Proctor 


Keyman insurance is today’s hottest 
market, E. T. Proctor, Northwestern 
Mutual general agent at Nashville, Tenn., 
told the Mid-Town General Agents and 
Managers Association at their meeting 
in New York this week. The reason for 
the strong appeal of keyman insurance 
is that it can do such a large job, he said. 
First of all, it can indemnify the com- 
pany for loss of services. It can provide 
funds to retire insured’s stock. It will 
protect business loans. It will provide 
funds for the insured’s retirement. The 
insurance will provide funds for pensions 
to insure the widow. Very importantly, 
it will provide liquid emergency funds 
which a lot of businesses need at this 
time. 

The nice thing about business insur- 
ance in general is that you don’t have to 
qualify as an expert to do a substantial 
volume, Mr. Proctor said. It does not 
require that the agent devote all his 
thought and attention to the job, but it 
does require that he know something of 
taxes and have a working knowledge of 
accounting. Acquaintanceship with a 
good lawyer and a good tax man is the 
best possible basis for obtaining this 
knowledge. 


Clarke Addresses Bankers 

President Dwight L. Clarke of Occt- 
dental Life spoke before a group of 1n- 
vestment men and bankers at San Fran- 
cisco on “An Investment Policy tor a 
Life Insurance Company.” 
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Guardian to Use 
Benign Gnome in 
Comic-Strip Ads 


NEW YORK—Guardian Life is 
bringing out a series of cartoon strip 
advertisements entitled “The Adventures 
of Johnny Graph-Estate.” 

“Graph-Estate” is Guardian’s desig- 
nation for its. device which its agents 
use in presenting a prospect’s insurance 
situation, and the suggested solution, in 
graph form. In the new series “Johnny 
Graph-Estate” is a gnome-like charac- 
ter attired in graph paper. 

In each of the advertisements he 
merges from the chandelier, from under 
a desk or some other unlikely place to 
pring the solution for typical insurance 
situations. Each advertisement contains 
on the average of six panels, including 
the title panel. Titles include such stand- 
ard sales situations as “The Case of the 
Objecting Wife,” and “The Case of the 
Overinsured Prospect,” and the like. 


Sumners Warns of 
Federal Overload 


NEW YORK—Addressing the spring 
meeting of the Life Insurance Associa- 
tion of America, Hatton W. Sumners 
of Texas warned that the nation faces 
a choice between decentralization of 
governmental responsibility or govern- 
ment by a centralized bureaucracy. 

“Notwithstanding our theories about 
the three separate branches of govern- 
ment we are putting all the three pow- 
ers of government into an appointed 
personnel that is not under any sort 
of effective supervision—they make the 
rules, construe the rules, enforce the 
rules, have all the powers a king has,” 
said Mr. Sumners. 

He charged that the states are being 
made vassals of a great federal organ- 
ization, largely by control of the purse 
strings. 

“We have to stop the states and their 
small units of government from coming 
up to the federal government and get- 
ting money out of the federal treasury 
to carry on their business,’ he said. 
“We move the control of the purse 
strings to Washington and we know 
that when that money goes back into 
the states, it goes back freighted with 
federal power. 

“Mr. Sumners asserted that Congress 
cannot possibly legislate for all the busi- 
ness the federal government is doing. 
Federal bureaus, he said, are not the 
cause, but the result of an overload of 
governmental powers that cannot be 
discharged by any machinery of gov- 
emment susceptible to popular control. 

“Mr. Sumners blamed the unwilling- 
ness of individuals, local communities 
and states to confront difficulties for 
centralization of power in Washington 
and urged that the American people de- 
pend more on themselves. 

“It is clear that our volume of con- 
centrated powers is now so great that 
only by ridding the federal government 
of non-federal duties can we bring its 
total of governmental responsibility 
within human capacity to operate un- 
der laws enacted by congress instead of 
by directives emanating from an un- 
supervised appointed personnel,” he de- 
clared. 


Provident Appoints Saunders 


Earl E. Saunders has been appointed 
regional superintendent of agencies for 
Provident Life for the states of Wash- 
ington and Oregon with offices in Port- 
land. He received his discharge from 
the army in January, after rising from 
Private to captain in four years and 
Tecelving the bronze star for meritorious 
Service in action in eastern France. Be- 
fore enlisting in the army, he served 
for three years as home office develop- 
ment supervisor for Provident in North 
‘i South Dakota, Minnesota and Mon- 
ana, 


Par-for-Parkinson 
Drive Over Top 


A new high in life insurance produc- 
tion was achieved by the field force of 
Equitable Society in the annual “Par for 
Parkinson” campaign held in April. 

During this nation-wide tribute to 
President T. I. Parkinson, 4,892 agents 
participated by writing nearly $198 mil- 
lions of new business on the lives of 
38,322 people, surpassing the records of 
all previous similar campaigns and more 
than doubling the $95 million goal. 

The field force was divided into six 
departments, using a point basis against 
quota to determine the final score. Texas 
agencies went 163% over their goal, the 
Greater New York department 113% 
over; the southern division 111% over; 
the western section 109% over, the cen- 
tral division 102% over, and the eastern 
department 98% over. 

The central department topped the en- 
tire field with $62% million volume on 
the lives of 14,600 persons. The Greater 
New York department was second with 


total volume of $43 million on 5,800 
lives. ; 
The “Par for Parkinson” campaign 


was initiated on a nation-wide basis in 
1942. Previous production achieved for 
this campaign was; 1942, $64 million; 
1943, $68 million; 1944, $89 million; 1945, 
$95 million. 

Mr. Parkinson will attend dinners of 
the central and western divisions at 
Chicago May 18, and the eastern-south- 
ern sections May 20 at Washington. 





Rydgren Feted on 
25th Anniversary 





President A. A. Rydgren of Conti- 
nental American Life above, right, re- 
cently observed his 25th anniversary 
with that company. Vice-president D. 
E. Jones is shown presenting him with 
a gold wrist watch on behalf of the 
company. In addition, the field force 
has set aside the month of May as “A. 
A. Rydgren 25th Anniversary Month.” 

Silver embossed “25th Anniversary 
Month” cards are being attached to all 
applications submitted during the month 
addressed to Mr. Rydgren and bear a 
congratulatory message. Field repre- 
sentatives who qualify will be invited to 
attend a testimonial luncheon June 7 
in Wilmington. Mr. Rydgren will be 
presented with gifts from the field force 
and Managers’ and General Agents’ As- 
sociation. 


Insurance Librarians Meet 


The insurance group of the Special 
Libraries Association plans to hold sev- 
eral meetings at the Hotel Statler, Bos- 
ton, June 13-15. A joint meeting with 
members of the social science group 
will be held the afternoon of June 13. 
At that time Mrs. Ellen Commons, so- 
cial security board, will speak on “Trends 
in Social Security.” 

The morning of June 14 members 
of the public business and insurance 
groups will discuss ways in which public 
ubsiness librarians can assist insurance 
firms and vice vera. This presentation 
will be in the form of a skit. Insurance 
group luncheons Friday and Saturday 
will be held. 


Strong Program 
Arranged for 
Canadian Rally 


The annual meeting of the Canadian 
Life Insurance Officers Association will 
be held at London, May 27-29, with J. 
D. Buchanan, London Life, president, 
presiding. Meetings of the Life Agency 
Officers section and Life Insurance Ad- 
vertisers section will be held concur- 
rently. 


Lincoln Will Speak 


Leroy A. Lincoln, president of Metro- 
politan Life, and Dr. G. E. Hall, presi- 
dent-designate of University of Western 
Ontario, will address the session May 
28. Louis S. St. Laurent, minister of 
justice, Ottawa, will speak at a luncheon 
May 29. 


On May 27 R. C. Guest, vice-president 
and actuary of State Mutual Life; J. T. 
Bryden, executive assistant of North 
American Life, Toronto, and John Mar- 
shall Holcombe, Jr, managing director 
L.I.A.M.A., will address the agency of- 
ficers. The same evening B. K. Sand- 
well, editor-in-chief of “Saturday Night,” 
Toronto, will speak at an advertisers 
section dinner. 


Future of the Greenbrier 


There has been considerable confusion 
as to the future of the Greenbrier hotel, 
White Sulphur Springs, W. Va., which 
was taken over by the government. It 
was reported that the hotel would be 
restored to the owners June 1. Green- 
brier has been a very popular convention 
place for insurance companies. It notifies 
The National Underwriter that future 
operations are still undetermined until 
released by the government June 30. 
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In many cities throughout the 
country Connecticut General bro- 





kerage specialists are working 


closely with brokers, furnishing information for them, helping 
them solve problems for their clients, suggesting saleable uses for 


insurance. 


These Connecticut General brokerage specialists bring a 
wide experience to their work. They bring, too, the advantage of 
the broad facilities of the Connecticut General organization for 
handling all forms of life, accident, health and retirement plans, 
both individual and group, to meet personal or business needs. 
Their own technical knowledge is further backed up by Connect- 
icut General’s Advisory Bureau. 


For accurate, complete and prompt handling of your prob- 
lems, call the EXTRA man in your organization. You will find 
him at your nearest Connecticut General office. 


CONNECTICUT 
GENERAL 


LIFE INSURANCE COMPANY 
HARTFORD, CONNECTICUT 


BETTER SERVICE 
THROUGH BETTER MEN 


LIFE INSURANCE. ACCIDENT ANO 
HEALTH INSURANCE. SALARY 
ALLOTMENT INSURANCE AND AN- 
NUITIES ALL FORMS OF GROUP 
INSURANCE ano GROUP ANNUITIES 
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850 Attend Mich. 
Sales Congress 
(CONTINUED FROM PAGE 4) 


to company 
manner in 








said, by giving scrutiny 
training courses and the 
which they are imposed. Where there 
may be doubt about their efficacy, the 
department can demand that the agent 
graduates take a written or oral exam- 
ination on them. 

Speaking of NSLI, he said that he 
did not understand life insurance sup- 
port for the movement to urge the gov- 
ernment to make NSLI payable in a 
lump sum. He told of some of the 
evils of this system that developed after 
World War I such as the instances in 
which nurses in hospitals married sol- 
diers on their deathbeds in order to get 
the $10,000 which should rightfully go 
to the named beneficiaries. This was 
the reason that payments to beneficiaries 
in monthly instalments were provided 
in NSLI this time. 

At this point the Grand Rapids asso- 
ciation took over for the congress, with 
President C. C. Chamberlain, manager 
Travelers, welcoming the delegates and 
J. L. Livington presiding as chairman. 
David Warshawsky, million-dollar pro- 








ducer of 
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Reliance in Cleveland, spoke man who sells the largest number of 
1 “My Obligation As An Agent.” policies nor to him who sells the largest Clark Laments 
He urged underwriters to make it a policies, but to the man who renders 
practice to recapitulate in the spring, the best service to his clients.’ Pp L 15: Gets 
to go over plans for the coming year oe 
and to clean out the cobwebs of the Past Three teased oan Set for 1948 
winter just as the Chinese pay off their Mr. Chamberlain presided a the 
debts at Chinese New Year’s Day. uncheon session at which ommis- F 
“All insurance is good insurance, but sioner David Forbes was introduced. Pi Se eee pegs Genera] 
all too often the wrong kind is sold to Referring to the SEUA case, he said ark, speaking beiore the S. Cham. 


cover a particular need. In each case 
let us make sure that we recommend the 
best possible policy for that particular 
job. I see too much evidence of pres- 
sure selling to win a contest rather than 
to serve a need. There is far too much 
drive for volume rather than for better 
planning. 

“Where life insurance is sold to do a 
specific job, that insurance stays on the 
books and the policyholder becomes a 
client. Remember that before a physi- 
cian prescribed for his patient, he diag- 
noses the case and determines the most 
effective remedy for that specific case. 
Let us do the same. Insurance is a 
business of specific remedies for specific 
needs; it is not a thing to be sold over 
the counter like a breakfast food. We 


must remember that our business is 
second only to the ministry in human 
service. 


“I hope to live to see the day when 
honors in our business go not to the 
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Watch Us Grow 


* We have been and are continuing to 


Paul Revere is a career company of 
full-time representatives, specializing in 
Non-cancellable Health and Accident 
Insurance, and in all forms of Life 


Insurance, both individual and Group. 


J. Harry Woop, Executive Vice President 
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that the past three years have been the 
most critical years in the history of the 
insurance business. He outlined the 
work of the National Association of In- 
surance Commissioners to unify and co- 
ordinate the insurance laws of the vari- 
ous states and deplored rumors that 
some agents have been trying to per- 
suade veterans to drop their NSLI, ex- 
pressing the hope that such rumors are 
unfounded. He gave high praise to 
H. B. Thompson for his work as head 
of the life and fraternal division of the 
department. 

E. H. Hanley, superintendent of 
agents of North American Life, speak- 
ing on “All Goes When Courage Goes,” 
said that we meet today as representa- 
tives of the greatest international busi- 
ness in the world, with an unparalled 
friendship and mutual cooperation be- 
tween the insurance men of the United 
States and Canada. He deplored the 
tendency toward complacency, urging 
the need to fight to maintain the gains 
that the life insurance business has 
achieved. 


Life Prospects Everywhere 


Prospects for life insurance are 
everywhere. Today 90% of the people 
on our continent have 40% of the wealth 
whereas a few years ago 90% of the 
people owned only 10% of the wealth. 
This means that there are today millions 
of new prospects who can afford to 
buy insurance. It takes courage for 
us to do the things we know we must 
do to succeed; when courage goes, all 
is gone. 

H. Hawkins, Equitable of Iowa, 
Detroit, who returned from naval serv- 
ice last November, spoke on “Program- 
ming Through Social Security from Ap- 
proach to Close.” Mr. Hawkins entered 
the field in 1941 and in his first year 
wrote $204,000 on 21 lives; in his second 
year, 1942, he wrote $307,000 on 158 
lives and in 1943, $414,000 on 166 lives, 
than he entered service. Since returning 
in November, 1945, in these six months 
he has written $516,000 on 108 lives. 

The big hurdle for underwriters, he 
declared, is finding prospects who will 
recognize their-rieed and are willing to 
sit down-and discuss it. Our problem 
is less the selling of insurance than the 
uncovering of needs and bringing that 
need home to the prospect forcefully 
enough so he will act. 

B. H. Williams, Chicago, central di- 
vision superintendent of agencies, Mu- 
tual Life, Chicago, talking on ‘Men- 
talnastics,” explained that he coined this 
term to mean mental exercise as op- 
posed to gymnastics, or physical exer- 
cise. You need physical exercise to 
keep the body healthy and you also need 
mentalnastics to keep the mind in trim. 

A psychologist for a large industrial 
firm found he was so busy discussing 
minor problems and troubles of em- 
ployes that he had no time for more 
serious work he was supposed to do, 
so he had a card printed and every time 
an employe asked him to solve a prob- 
lem for him, he gave him a card and 
told him to fill it out and return. There 
were four questions on the card: (1) 
What is your problem? (2) What are 
the facts about your problem? (3) 
What are the alternative solutions? and 
(4) Which solution do you favor? Very 
few ever returned because they found 
out that by the time the card was filled 
out they knew what to do about the 
problem! 

C. C. Chamberlain, Grand Rapids as- 
sOciation president, acted as general 
chairman for the meeting and_ sales 
congress. Assisting were J. L. Livings- 
ton on program and arrangements; H. 
C. Geske, publicity; E. W. Nelson, 
registration; F. J. Lightner, treasurer 
and W. H. Strahan, reception and enter- 
tainment. 


ber of Commerce at Atlantic City said 
among other things: 

“Insurance companies also claim ex. 
emption from the anti-trust laws. 

“They seem reluctant to operate ip 
a capitalistic society where competition 
rules. 

“And when the Supreme Court de. 
clared that their activities were subject 
to the Sherman act, they appealed to 
Congress for special legislation exempt. 
ing them from the operation of the 
federal anti-trust laws. I am sorry to 
report that Congress enacted legislation 
removing most of their unlawful activi. 
ties from the prohibitions of the Sher- 
man act for a period of three years. 

“Fortunately, the door will be open 
for reconsideration in 1948 when this 
provision expires.’ 


Pacific Actuarial Club r 
Spring Meet to Feature 
Series of Discussions 


A series of discussions on actuarial 
problems will highlight the spring meet- 
ing of the Actuarial Club of the Pa- 
cific States at Portland, Ore., June 14-15, 

Discussions are divided into groups 
and talks will be made in the form of 
answering certain questions which have 
been listed by the program committee. 

Under expenses three questions have 
been listed: (1) What has been the ef- 
fect on the expense rate of changes in 
salaries, employe benefit plans, agency 
financing, state taxes and medica] and 
inspection fees, and how will these 
changes affect net cost under old and 
new ‘policies? (2) What plans are now 
in use for old policies and contemplated 
for new policies to cover the expense 
of handling paid-up insurance? (3) 
What allowance for expense should be 
made under special plans and riders? 

What are the prospects for uniformity 
by January, 1948, and what procedure can 
be found in some states that have not 
passed a permissive law by that date? 
is the first of five questions under the 
subject “Standard Valuation and Non- 
forfeiture Legislation.” Others are: What 
investigations have been made or opin- 
ions formulated in the determination of 
a satisfactory rate basis for disability 
and double indemnity premiums? To 
what extent should substandard lives be 
granted the same nonforfeiture value as 
standard lives under the C.S.O. table? 

Development of state insurance plans 
will bring up the question of the effect 
of the California unemployment com- 
pensation disability benefits on plans of 
group coverage provided by insurance 
companies. 

A whole discussion will be given over 
to experience with on-the-job training. 

The last discussion section will fea- 
ture underwriting practices covering 
aviation and questions on decline of 
interest rates which might lead to more 
stringent rules governing policy changes 
and the question as to what new prob- 
lems have been introduced through 
termination of the war. 

Among the discussion leaders will be 





G. R. Bingham, Northern Life; Charles 
Mehlman, Security L.&A.; C. H. 
Tookey, Occidental Life; B. N. Coates, 


Coates & Herfurth; F. M. Hope, Occi- 
dental Life; E. M. MacCrae, Occidental 


Life; R. H. Niles, Standard of Oregon; 
Albert Pike, Jr, Life Insurance ASs- 
sociation of America; Marcus Gunn, 


California-Western States Life; R. N. 
Griswold, California - Western States 
Life; G. E. Cannon, Standard of Ore- 
gon: “A: OE; Buckman, Beneficial 
Standard. 





Hundreds of A. & H. sales ideas in The 
A. & H. Bulletins. Write The A. & H. Bul- 
letins, 420 E. 4th St., Cincinnati 2, Ohio. 
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Hold N. Y. Wietees 
Sales Congress 


(CONTINUED FROM PAGE 3) 

far corners of New York state convened 
the following day for the opening ses- 
sion of the victory sales congress. 
Clifford L. Morse, assistant agency 
manager of Phoenix Mutual, was the 
first speaker. He said that he has been 
particularly impressed by the similarity 
of successful sales methods, and went on 
to give his audience three of his own. 
High taxes and low interest rates, he 
said, offer an opportunity to show the 
average prospect that the only way he 
can build up an estate today is through 
life insurance. In elaborating on this he 
said that at current interest rates of not 
more than 2% it would take 30 to 40 
years to double one’s money, whereas 
no income tax is paid on accumulations 
on life insurance and through the annu- 
ity principle one can realize the same 
investment gain on 15 or 16 thousand 
that he would through interest on 48 
thousand. 


Home Protection Approach 


His second method is the home pro- 
tection approach. With 12 million homes 
to be built during the next decade a 
$60 billion market awaits life men, he 
said. In a home protection plan a family 
is enabled to live in the same house, is 
assured of a place in which to live in 
these days of acute housing shortage, 
and can sell at its leisure. 

“Every wife will back the home pro- 
tection plan,” Mr. Morse stated. 

Business insurance entrees form Mr. 
Morse’s third approach. He declared that 
the biggest problem of the small busi- 
nessman today is how to combat the 
automatic loss in the value of the busi- 
ness upon the death of the owner. On 
the average, he said, a $100,000 business 
is worth only $60,000 after its owner 
dies. 

In such instances the persons most 
vitally concerned are the employes 
whose jobs depend upon the continua- 
tion of the business. For that reason, 
Mr. Morse impresses on his business- 
man-prospect, several salaried key men 
should be persuaded to take out life 
insurance on the owner. They should 
pay for the premium jointly with a sub- 
stantial pay raise which is contingent 
upon their insuring him. 


Guarantees Permanent Jobs 


The result of this plan is to guarantee 
life jobs to these key employes, who get 
something—an interest in the business 
—for nothing, and to enable the owner 
to save his family a 40% loss on his 
business in the event he dies. In addi- 
tion, the increased incentive on the part 
of the key employes more than repays 
the owner for his outlay for salary in- 
creases for premium payments, the buy- 
and-sell agreement established as part 
of the plan fixes the tax value of the 
business at its actual level rather than 





COMPANY 
FOR SALE 


A very clean conservative 
Company, writing Life, 
Health, Accident and Hos- 
pitalization, is willing to sell, 
complete control. For com- 
plete details write 


FERGASON PERSONNEL 
166 W. Jackson Blvd., Chicago 4, Ill. 
Insurance Personnel Exclusively 

















at approximately double the figure, there 
is practically no temptation to key men 
to leave the owner’s employ, and the 
plan provides a retirement income for 
the owner. 

Mr. Morse said this plan works for a 
gas station, drug store or any small 
business owner. Its value is inversely 
proportional to the size of the business. 

In closing Mr. Morse spoke _hearten- 
ing words, saying that “we are in a busi- 
ness where we have no strikes, no labor 
pressure, no reconversion problems, no 
ceiling prices. We have a monopoly on 
man’s attainment of security. 


Bushnell Discusses Present Market 


“The Reasons for the 
for Life Insurance 


In discussing 
Favorable Market 
Services,” Vance L. 
Bushnell, vice-pres- 
ident of Equitable 
Society, emphasized 
that today’s market 
is not purely a re- 
sult of the war and 
high wages, but 
rather the cumula- 
tive result of life 
insurance efforts 
over a_ period of 
100 years. He said 
that changes in sell- 
ing methods are 
necessary because VW. I. 
of today’s boom ~ 
market, and warned of the seriousness 
of the decline of interest rates of 48%. 

Somewhat aside from his chosen topic 
Mr. Bushnell disclosed that his company 
is “looking very seriously into the hous- 
ing project field.” 

Winding up the morning session, Mr. 
Connell, who participated in both days’ 
meetings, warned against haphazard re- 
cruiting of new men, saying that al- 
though this danger might.“blight the 
business” it is his belief that there is no 
other threat to continued prosperity. 

“Don’t pose as an expert. Be simple. 
Don’t overlook the opportunity to work 
with accountants, counsel and _ trust 
officers.” That was the advice Mr. Flue- 
gelman, the first speaker of the after- 
noon session, had for life men who 
would seek to exploit the possibilities 
of business life insurance. He said that 
the development of this phase of the 
life field depended upon the recognition 
of the business value of an individual; 
the big problem is to either liquidate, in 
the event of the owner’s death, or to 
find a replacement of the human value 
of the deceased. 

Final congress speaker was Henry 
France of Washington, analyst for “Fi- 
nancial News.” In discussing the rela- 
tion of the stock market to life insurance 
he indicated that many successful finan- 
ciers fallaciously depend for security on 
their stock gains, totally ignoring the 
protection offered by life coverage. 

Pointing to the increasing dangers of 
inflation and the fact that there is 
about 700 times as much money in cir- 
culation today than just before the 1929 
market crash, Mr. France said life insur- 
ance men can do a great service in get- 
ting extravagantly spending persons to 
purchase insurance. 

He said a major political change is 
possible in the United States if economic 
conditions become bad enough, and 
warned that another bad depression is 
inevitable. 

“The more socialism 
America the worse off the 
companies will be,” he said. 
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Vets Foresee Bright Future 


In a poll conducted among 36 war 
veterans who have just completed the 
fifth refresher course conducted by 
Equitable Society, the majority voted 
that: Insurance prospects for 1946 are 
far brighter than in pre-war days; oppor- 
tunities for the life agent have greatly 
increased; the agent must be better 
trained. 

The majority declared that people are 
now more security conscious, can better 
afford life insurance than five years 
ago, and that prospects are much more 
approachable. 





New Data in 1 1946 
Little Gem Chart 


(CONTINUED FROM PAGE 3) 


heavy number of changes have occurred 
in the past year, also sections covering 
immediate annuities, industrial insurance 
and the financial and business reports 
of 235 companies and special showings 
of savings bank insurance for Massa- 
chusetts, New York and Connecticut. 

Experienced agents have found that 
the extra information given in the Lit- 
tle Gems of previous years, including 
that on many companies operating only 
in restricted territories, gives it an im- 
portant extra value to them. Not infre- 
quently, it is the little apparently insig- 
nificant point that closes the sale. Care- 
ful coverage of the finer points—the un- 
usual has long been a main objective of 
the Little Gem. This new 1946 edition 
with its many, many thousands of new 
users will find it packed with almost 
innumerable answers to field questions 
that help them sell. 

Advance orders for new Little Gems 
are now being delivered in sequence as 
ordered. It takes several weeks to 
complete all deliveries, so great is the 
demand for this widely used reference 
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singly at $2.50, and in 
six Or more at $2 each, 
number of extra copies are 
available. Orders should be addressed 
to The National Underwriter Co., Sta- 
tistical Division, 420 East Fourth street, 
Cincinnati 2, O. 


work. Selling 
quantities of 
a limited 


Prudential Starts Cincinnati 
Residential Development 


Prudential is preparing to develop one 
of the largest residential projects in the 
central west at Reading road and Sey- 
mour avenue, Cincinnati, the first stage 
of which is expected to involve an ex- 
penditure of more than $5 million. This 
will provide 450 to 600 residential units 
in a garden type project on a plot of 
about 93 acres. 

It will be the first project of this type 
initiated by Prudential west of New 
Jersey and its development will be along 
the lines of several similar projects of 
Prudential in the east. A section of the 
property will be zoned for business and 
a series of store buildings conforming 
with the general architectural plan for 
the area will be constructed. 

Plans call for central heating, hot 
water, thermostatic controls and fully 
equipped kitchens in dwelling units of 
3% to five rooms each. 





LIFE INSURANCE 


Muxtions of it will be written this year as 
consumer goods start flqwing. 


Lending institutions want it. 


Borrowers are beginning to expect it. 


And Occidental writes it! 


Available on the “Outstanding Balance” plan 


for all or special classes of loans and accounts 


of the lending company. Low cost, broad cov- 


erage, minimized administrative details 


Full facts in our new book: “The Modern 
Story of Creditors Group Life Insurance.” 
Copies on request from your local Occidental 
office or the Home Office. 


Occidental Thi Insurance 
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Federation Rally 
at Philadelphia 


(CONTINUED FROM PAGE 2) 
question uppermost in the minds of sev- 
eral listeners, Mr. Berry said he didn’t 
see how automobile dealers could be 
prevented from operating as agents, pro- 
vided they meet state licensing regula- 
tions. The fact that their business is not 
in the insurance realm is not a sufficient 
basis for their disqualification as agents, 
he said. 

Others on the panel were Hugh Har- 
bison, secretary of Travelers, and Samuel 
Hadley, president Protected Home 
Circle, who gave a spirited and unusually 
clear summary and prospectus on fra- 
ternal insurance. Robert Dechert, coun- 
sel of Penn Mutual, was unable to attend 
and W. H. Satterthwaite of that com- 
pany served as his alternate. 

Travel uncertainties which were rem- 
iniscent of wartime kept a considerable 
number of delegates from arriving until 
early evening. This was reflected by a 
marked increase in attendance at the 
evening smoker over that of the initial 
luncheon. 

As if Philadelphia’s apparently ample 
beer supply was not sufficient, a hyp- 
notist was on hand to further aid the 
gathering to feel no pain. He actually 
stiffened one delegate and placed him 
on two chairs, resting his weight on the 
victim’s body. 

Four separate luncheons were held the 
second day of the convention. Commis- 
sioner Neel of Pennsylvania spoke briefly 
at all four gatherings. He said that the 


department welcomes insurance men at 
Harrisburg at all times, and commented 
in regard to public act 15 that rates 
should not be made by the department 
although sufficient regulation will be 
laid down to comply adequately with the 
meaning of the act. 

At the commercial accident and health 
luncheon, which was under the auspices 
of the Accident & Health Association 
of Philadelphia, M. A. Linton, president 
of Provident Mutual Life, spoke on 
social security, warning that the chief 
danger is that federal money can be 
channeled in such a way as to control 
votes for the political party in power. 
He said that if all demands being made 
on social security were met the Ameri- 
can worker would have to give seven 
hours a week supporting social security, 
resulting in more and more people being 
supported and less actually producing. 

Social security cannot be dispensed 
with so long as there are so many mi!- 
lions of people huddled in cities, he de- 
clared. 

Theodore Whitesell, agent Continental 
Assurance, Philadelphia, was the other 
speaker at the A&H luncheon. 

The industrial health and accident 
luncheon heard W. H. Lenhard, execu- 
tive vice-president Progressive-Quaker 
City Life, speak on “Looking Ahead in 
the Industrial Field.’ Mr. Lenhard in- 
vited his listeners to spend a little time 
“dreaming” about the future of their 
business. He said the future of indus- 
trial insurance has been proved in the 
past and that it will be basically the 
same in years to come. He said new men 
should be well trained and care taken 
properly to indoctrinate them with a 
competitive spirit. 
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Persistency Leaders for 1945 


Ravpu M. Horton, C. L. U.iecconnne Albany, N. Y. 
Avex M. Knapp, C. L. U 


Baltimore, Md. 
Indianapolis, Ind. 





Raymonp H. LARMEE 


Stearns, Ky. 





Irvinc D. PEISNER 


ALBERT G. RUBEN. 00n-:cscscosssneerseneen Los Angeles, Cal. 
Howarp L. BarreTT........... 


Rosert H. BEcKLEV............ 


Claremont, N. H. 
Manchester, N. H. 
Passaic, N. J. 





LAURENCE R. FEETHAM 


Seattle, Wash. 
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These men have been full-time agents of the Company for 

at least five years, were among the top 200 on the Com- 

pany’s annual honor roll, and had goo% persistency on all 
their outstanding business throughout 1945. 
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Others who addressed this meeting 
were J. F. Van Allen, assistant treasurer 
Superior Life, Philadelphia, discussing 
“Compulsory Insurance Trends”; W. B. 
Corey, Jr., vice-president and actuary 
Provident Indemnity Life, on ‘“Policy- 
holders Services’; and C. E. Cooper, 
vice-president and secretary Philadel- 
phia-United Life. 

“Trends in Investment Changes” was 
the subject which W. M. Guthrie, 
comptroller Reliance Life, discussed be- 


fore the fraternal insurance luncheon. 
He was followed by O. A. Kottler, dep- 
uty commissioner, who talked on 
“Strengthening of Fraternal Certificate 
Reserves,”» and M. H. Le Vita, life 


actuary of Pennsylvania. 

The danger of under-insurance applies 
with equal force to every line of business 
because actually what has happened is 
that the value of the dollar has declined 
so that values only appear to have risen, 
A. L. Kirkpatrick, head of the insurance 
department U. S. Chamber of Com- 
merce, told the meeting. 

In terms of the lower-valued dollar, 
every kind of insurance needs to be 1n- 
creased over the amount carried hereto- 
fore, Mr. Kirkpatrick declared. Per- 
sonal belongings, office equipment and 
property insured under a burglary or 
robbery policy have risen in value; per- 
sonal effects, jewelry, silverware and other 
items covered under a personal property 
floater or other marine policy need to 
be brought into line; employes insured 
under fidelity bonds are handling higher 
values; a personal accident policy which 
agreed to pay $50 a week and specified 
surgical and hospital fees will not give 
sufficient indemnty now. Juries today 
are fully awake to the fact that dollars 
are not worth as much and skilled law- 
yers drive home greater losses which re- 
sult when personal injuries call for 
higher earning power. As a result jury 
awards are higher and third party liabil- 
ity claims which formerly could be set- 
tled for $2,000 may now cost $3,000 or 
more. He noted that verdicts of $50,000 
or $100,000 are not uncommon. 

Likewise, life insurance, whether pur- 
chased to provide family income or some 
other specific purpose is now payable in 
depreciated dollars and “it simply re- 
quires more of them today to do the job 
which the policy, purchased several 
years ago, was intended to do.” 


Economic Policies Reviewed 


Mr. Kirkpatrick reviewed several of 
the economic changes which are at work 
on price and dollar values, noting that 
many authorities say that the OPA scare 
and price control problems are results of 
other government policies, such as the 
adoption of a 24% wage increase with- 
out a corresponding price rise and the 
theory of raising purchasing power when 
the already available purchasing power 
in the form of individual savings was 
threatening to break the price line. 

The next few months should see the 
pattern for future fiscal wage and price 
policies taking clearer form, Mr. Kirk- 
patrick said, and insurance companies, 
agents and brokers should be among the 
closest followers of these trends and be 
in a position to keep their policyholders’ 
interests fully protected. 

In an earlier portion of his speech, Mr. 
Kirkpatrick reviewed the rise in building 
costs and pointed out the agents’ re- 
sponsibility to inform, their policyhold- 
ers of this. His summary was sim- 
ilar to the pamphlet recently sent out 
by the Chamber of Commerce insurance 
section on property values and replace- 
ment costs, which has drawn much fa- 
vorable comment from insurance men 
and property owners. 

Agents sometimes show a tendency to 
“know it all’ and forget fundamentals 
which have proven successful, Charles 
E. Cooper, vice-president and secretary 
Philadelphia-United Life, told the In- 
dustrial H. & A. luncheon. Mr. Cooper 
drew an analogy between an agent and 
a farmer, pointing out that both must 
cultivate and service their “crops” in 
order to be successful. 

First speaker at the life insurance 
luncheon was Gale F. Johnston, second 
vice-president of Metropolitan Life. Mr. 


Johnston spoke on “Selling All 
ica; 

He reviewed the work of the Treasury 
Department in selling war bonds ang 
noted that a fundamental philosophy of 
thrift as taught by life insurance for 
many years made possible the sale of 
bonds to 90 million persons. The life 
insurance method of mass marketing 
was responsible to a large degree for 
the “extra” war bond buyers, he re. 
marked. 

Fundamentals of a thrift philosophy 
brought to a maximum adoption by the 
war, will not be lost in the future, he 
said. As a result, there is a good out 
look for continued savings and life jp- 
surance will become a “necessity.” It js 
becoming a must item and not some. 
thing to be bought if there is money left 
over after taking care of other things, 

War emphasized the importance of 
security and the value of life insurance 
in providing it, Mr. Johnston com- 
mented. Furthermore, the war raised 
people’s sights on what constitutes ade- 
quate protection. Many men in the 
army had more insurance than all the 
rest of the family at home and in the 
future it should be easier to sell the 
head of that family on his need for more 
protection than before the war. In 
addition, a man who acquired $10,000 
of life insurance upon going into sery- 
ice is going to have a different con- 
cept as to what is a sufficient amount. 

Mr. Johnston said he did not sub- 
scribe to the thought that $75 billion 
of NSLI may have an adverse effect 
on sales of private companies. He de- 
clared that the education in life insur- 
ance values that service men and their 
families received would more than offset 
the fact that some NSLI owners may 
turn down private companies. History 
will back up this point, he noted, when 
the same fear was expressed after the 
late war and life insurance sales had 
a boom. Also, NSLI gives underwriters 
an opportunity to render service to vet- 
erans and build a substantial measure of 
good will. 

Mr. Johnston quoted Julian S. Myrick, 
second vice-president of Mutual Life of 
New York, that the U. S. can support 
$800 billion of life insurance if human 
lives are valued at five to ten times 
earned income of individuals. Again, 
after winning the war, self-confidence 
has risen and incomes have risen also. 
This points to continued buying on a 
larger scale than ever before. 


Amer- 


Reviews Life Insurance 
Under Community Property 


Aspects of the community property 
laws as regards life insurance were out- 
lined by Albert F. White, cashier Phoe- 
nix Mutual Life at Los Angeles, in a 
recent issue of the Life Agency Cashiers 
Association publication, 

Eight states have community prop- 
erty laws under the principle that all 
property acquired by either spouse, or 
both, during marriage, except that by 
gift, bequest or inheritance, is com- 
munity property. Life insurance is 
classed as community property and un- 
der law neither party may make a gift 
of such property while married and in 
insurance transactions a number of re- 
quirements are set up which may be 
avoided by securing a community prop- 


erty release. This in effect puts the 
transaction on the basis as in non- 
community property states. These re- 


leases are usually available at home 
offices, but if not used a number of 
transactions listed by Mr. White were 
explained. 

A life policy on the husband in which 
he desires to change a beneficiary from 
his wife requires either the wife’s sig- 
nature or a release. Without these, the 
wife may make claim and the company 
forced to obtain a release from her be- 
fore settlement. 

The wife’s signature is also required 
before an income settlement agreement 
will be acceptable. This is for the pur- 
pose of disposing of the wife’s share in 
view of the fact that beneficiaries usually 
are named. The husband can almost al- 
ways transact loan and cash value bust 
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ness, but his signature is repuired on 
the wife’s policy. 

Death claim settlements where some- 
one other than the insured’s spouse is 
named beneficiary and without previous 
release, requires release from the spouse 
before the claim can be settled. A pol- 
icy owned by an insured prior to mar- 
riage and where premiums subsequent 
to marriage have been paid from com- 
munity funds requires that the wife re- 
ceive legal interest by a proportion of 
premiums paid during marriage. : 

This principle is particularly applica- 
ble at time of divorce when separate in- 
terests are determined. This applies on 
a policy owned by a married woman 
unless it can be proved that her sepa- 
rate property was used to pay premiums. 
In case of divorce a division of com- 
munity property is usually arranged and 
set forth in a property settlement agree- 
ment. It is important that life insur- 
ance, designated as to policy and com- 
pany, be indicated in the agreement and 
distribution announced so as to avoid 
future complications. 

Mr. White noted it is surprising how 
many times life insurance is not consid- 
ered in property settlement agreements 
in divorce cases. He said the most prac- 
tical procedure is for an insured to pay 
his wife one-half of cash value and se- 
cure a release. In absence of immediate 
cash, he may arrange a loan under the 
terms of the policy or in larger policies 
a wife often takes part of the insurance 
through assignment or a required bene- 
ficiary arrangement. 

Companies differ in requirements for 
change of beneficiary when either spouse 
dies. Under law, it is possible for either 
spouse to will their share of community 
property and a release during lifetime 
is the advisable method. 


Discuss Personnel 
Administration 


(CONTINUED FROM PAGE 2 
by an executive with a very soft heart 
who, in order to avoid hurting any feel- 
ings, avoids assigning clear-cut responsi- 
bilities. 

“Sixth, there is the disease of lack of 
teamwork; disharmony in the organiza- 
tion caused more often by lack of lead- 
ership and clear-cut responsibilities than 
by the personnel peculiarities to which 
itis often attributed.” 

Mr. Green said that a properly con- 
celved personnel administration program 
will prevent or cure or control all of 
these diseases, but that prevention and 
cure alone are not enough; it is essen- 
tial that personnel administration be- 
comes a constructive, dynamic force in 
the organization. He named activities 


which should come under personnel 
administration, 
These include: Employment, includ- 


ing the determination of employment 
policy and management of the employ- 
ment office; placement and _ transfers, 
seeking to place people where their abil- 
ities and capacities can be used to great- 
st advantage by themselves and the 
company; promotions, making certain 
that they are justified from an organiza- 
tion standpoint and made strictly on 
merit. 

Also: salaries, with the general pro- 
stam under personnel administration 
both for determining policy and for ad- 
ministration; employe benefits, both for 
determining policy and actual admin- 
stration, their purpose being to provide 
better morale; training, for determina- 
tion of general policy and assistance jn 
Carrying out on-the-job‘ training, the 
Purpose being to create better workers. 

Education, for policy and actual sup- 
ftvision, if necessary, the purpose being 
‘o improve the quality of personnel; 
Management policy of the company; to 
see that sound management policies for 
the departments are determined and 
made known throughout the organiza- 
ton and to make sure that these policies 
are being followed. 

Organization structure, to determine 
rolicy and generally supervise, to make 
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certain that personnel is arranged by de- 
partments, divisions and sections for 
maximum utilization of capacities and 
abilities; work procedures, methods of 
operaton, control of equipment and allo- 
cation of space, only to the extent that 
they affect working conditions and per- 
sonnel considerations. Research in this 
field is desirable; departmental audits; 
periodic surveys to check all phases of 
operation and aid cooperation between 
personnel administration and the depart- 
ments. 


Tells of Returning Veterans 


Rehiring veterans and_ establishing 
new personnel was discussed by G. S. 
Gisborne, service personnel officer of 
Canada Life. Mr. Gisborne reviewed the 
system in use by Canada Life presently, 
Stating that it has proved successful in 
satisfying both company and employe. 

He said that for all service men a 
record was set up of their previous com- 
pany work and army achievement. Then 
when the man returned, he was taken 
in hand by the service personnel depart- 
ment and encouraged to talk about his 
experiences in order that they might be 
studied to find out what the service had 
done for him. After that his was taken 
on a tour of the various departments and 
familiarized with company organization. 
Each man is given considerable individu- 


al attention and his tours of the com- | 


pany are purposely made lengthy. 

Toward the end of his stay with the 
service personnel department, a salary 
committee is called in and his record 
reviewed for the purpose of placing him 
correctly in either his former job or a 
new one. When this committee has fin- 
ished, the employe has a _ conference 
with the executive in charge of the de- 
partment to which he is appointed. At 
the end of a month of work, the em- 
ploye has another talk with his depart- 
ment head to review progress and his 
liking of the job. 

Mr. Gisborne said this program has 
been of great assistance in establishing 
veterans and acquainting them with the 
operations of the company in a manner 
which might not have been accomplished 
through years of service in a single de- 
partment. It has proved so successful 
that all new employes are being treated 
in a similar manner so that they will 
have a broader foundation for insur- 
ance work. 

Life companies can save substantial 
amounts of money by increasing the ef- 
ficiency of interviews of prospective 
employes, Miss Marion A. Bills, assist- 
ant secretary of Aetna Life, said. 

It is the hope of the organization to 
prepare an interviewer’s manual because 
of disagreement between various per- 
sonnel directors as to the proper ap- 
proach and judgment of results. _ 

Miss Bills reiterated her belief that 
the interview is still the most promising 
attack on the problems of judging 
personality. 


—— 


Breining Praises Insurers 
for Assist on NSL 


GREENSBORO-—Speaking in praise 


of the accomplishments of the joint 
NSL committee of L.I.A. and A.L.C. 


Harold W. Breining, veterans adminis- 
tration, told those at the A.L.C. regional 
meeting here declared that the oppor- 
tunity of carrying NSL is one of the 
great privileges available to veterans. 
He pointed out that there is complete 
accord on the proposals to amend the 
act to make available additional modes 
of settlement, including the lump sum, 
and to remove restrictions as to who 
may be the named beneficiary. He ex- 
pects their enactment into law. 

Local companies acted as_ hosts. 
Luncheons were given on both days, 
and on Thursday, Julian Price, past 
A.L.C. president, gave a cocktail party 
at his home. The guests were then 
taken to Jefferson Standard Country 
Club for dinner. Joseph B. Bryan, vice- 
president of Jefferson Standard, was in 
charge of all arrangements. 








L. I. A. Southern 
Round Table Session 


(CONTINUED FROM PAGE 1) 
country,” and a home office setup un- 
duplicated anywhere in the country. 

Pilot’s president, O. F. Stafford, ex- 
tended the welcome at the opening ses- 
sion, remarking that advertising men are 
the ones who display and exhibit the 
companies to the public. Russell B. 
Reynolds, American Mutual, president 
of L.A.A., reported for the parent body. 
He said the organization now has 138 
company and 271 individual members. 
The third executive committee meeting 
of the year was held at Greensboro prior 
to the Southern Round Table gathering. 
It was attended by the national officers 
and all but two of the executive commit- 
tee. Those on hand, all of whom stayed 
over to increase the size of the Southern 
Round Table were: Henry S. Jacobs, 
Equitable of Iowa, F. 





secretary; A. 
Randolph, Penn Mutual, treasurer, an¢ 
these executive committee members; 
M. F. Browne, Occidental, N. C.; L. B. 
Hendershot, Berkshire; C. R. Noyes, 
Phoenix Mutual, and A. H. Thiemann, 
New York Life. Donald M. Tudhope, 
Columbus Mutual, editor of the Life Ad- 


vertiser, attended as did A. Scott Ander- 
son, Equitable of Iowa, former L.A.A. 
president. But Chairman Brauer’s asso- 
ciate officers, David J. Martino, Amer- 
ican national, vice-chairman, and Henry 
E. Thomas, Shenandoah, secretary, were 
unable to. be present. 

The two Greensboro companies, Jef- 
ferson Standard and Pilot Life, were 
co-hosts at thé dinner dance at the Jef- 
ferson Country Club. Hal R. Marsh, 
Jefferson Standard; R. B. Taylor, Jef- 
ferson Standard, and Charles B. Lynch, 
Pilot, constituted the arrangements com- 
mittee, and E. R. Trinkle and H. A. 
Marshall, Jr., Shenandoah, handled the 
publicity and promotion. The resolu- 
tions committee named by Chairman 
3rauer was composed of M. F. Browne, 
Occidental; J. W. Childrey, Atlantic, 
and Fisher Simmons, Pan-American. 
The nominating committee consisted of 
John M. Ehle, Imperial, N. C., chair- 
man; Powell Stamper, National Life & 
Accident, and J. Bruce Trotter, Pan- 
American. 


Metropolitan Advances Larson 


Wilbur Larson, with Metropolitan 
Life at San Diego for 10 years, has 
been appointed assistant manager of the 
Seattle district, in charge of the Bremer- 
ton area. 




















“Get hold of the insurance man who just ate here—I like his plan!” 


Bankerslifemen Know How to 
Present Plans People Like 


Having a whole rate-book-full of types of contracts means very 
little unless a salesman has the “know how” to translate those 
contract forms into plans to meet real life situations. Bankers- 
lifemen have all the essential forms of life insurance contracts 
available and they are trained to know how to work these into 


plans people like. 


They may sketch them out on a tablecloth as our illustration 
shows, but not because they need to do so. They are provided 
with attractive presentation forms as part of their complete kit 


of working tools. 


We take pleasure in knowing that every Bankerslifeman is 
properly equipped . . . in ability, training, plans, and supplies 
... to do his job with characteristic competence. The fact that 
they are so equipped is one more reason you will find Bankers- 
lifemen the sort of insurance underwriters you like to meet as 
friends, fellow workers, or competitors. 
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Rally 


Hemisphere 
Impressive 


(CONTINUED FROM PAGE 1) 


National Life of Mexico, fell ill and 
was unable to act as co-chairman of 
Tuesday morning’s session with Mr. 


Randall. Mayor O’Dwyer of New York 
made a welcoming appearance, and the 
session closed with Mr. Randall’s talk. 
“Insurance—a Means to Better Living 
in the Western Hemisphere.” 


Free Enterprise Resolution 


The Chilean delegation presented a 
vigorous and intelligent plea for free- 
dom of development of private initiative 
in the insurance field. This was prepared 
by Tristan Espinosa, president of the 
Association of Insurers of Chile and 
head of the delegation, and Jorge Bande, 
professor of insurance at the Univer- 
sity of Chile. 

Their resolution was “that insurance 
activities be encouraged on a basis of 
private initiative and propagated by pri- 
vate insurance organizations; that the 
American nations give ample guarantees 
for the development of private insur- 
ance, limiting their activities to discreet 


FieNATIONAL UNDERWRITER. 





and prudent supervision, eliminating 
from its path all obstacles such as ex- 
cessive taxation, creation of state in- 
surance organisms and restrictions on 
private initiative, and that the American 
states should foster a policy toward in- 
surance which in a practical sense would 
extend the benefits through coverage by 
private insurance to all levels of the 
population.” 


Need for Flexibility 


The Chileans pointed out that insur- 
ance requires agility and speed, and easy 
adaptation to the new and growing de- 
mands for security and protection if 
it is to carry the benefits of protection 
and security to the greatest number. 

Private insurance must be encouraged 
even under a government which has 
developed a complete and highly inte- 
grated system of social security. The 
aim of such social security should be 
to give protection and security to the 
needy against a limited number of risks 
and maximum payments should be no 
more than the minimum necessary for 
the subsistence of its recipients. 

They warned that the peculiar na- 
ture of insurance—its close relationship 
and importance to production, circula- 
tion, distribution and consumption; the 
liquidity of its large assets, and other 
factors, make it subject to its exploita- 
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A “Beneficial’’ record built on 


1—Service—Our purpose is to serve human needs 
and provide financial security to the widow, 


the orphan, and the aged. 


2—Cooperation—We acknowledge the loyal cooper- 
ation of our policyholders, field representa- 
tives and home office employees. 
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pany maintains the ideals and standards upon 
which life insurance is founded. 
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WANTED — ASSISTANT MANAGER 


A successful Chicago Agency of an old and large eastern life 
insurance company has an opening for a man with a successful 
Life Insurance record to act in the capacity of Assistant Manager. 
Good salary plus profits from agency work. 

Complete information about past experience, education, age, 
family status is desired. Replies will be treated confidential. 
Address Box G-15, The National Underwriter, 175 W. Jackson 











tion and even absorption by govern- 
ment. 

This was partially the theme of Wil- 
liam K. Jackson, vice-president and 
general counsel of the United Fruit Co., 
president of the U. S. Chamber of Com- 
merce, who welcomed delegates. Gov- 


ernments have taken a direct financial 


interest in and close control over 
surance, going beyond the needs of 
ordinary regulation for protection of 


policyholders. There are strong trends 
toward nationalization of business in 
England, the nationalization of insur- 
ance in France. There can be, he said, 
no more solid basis for guaranteeing 
peace and harmony among nations than 
for executives of a great business like 
insurance, which cuts across all busi- 
ness, to become acquainted and set up 
working relationships for cooperation 
between the companies of the various 
countries. 

Reporting at the banquet Wednesday 
on what had been done in the first two 
days, President John A. Diemand of 
North America said the conference had 
had the effect of “raising all of our 
sights and has taken our thoughts 
somewhat off our own peculiar problems 
which are so close to us and seem all- 
important at the moment and has made 
us a little more conscious of the need 
of extending our range of thought be- 
yond our borders and learning to think 
in international terms. 

Assistant Secretary of State Spruille 
Braden was the principal banquet 
speaker. C. O. Fischer, vice-president 
of Massachusetts Mutual, and chairman 
insurance committee U. S. Chamber of 
Commerce, was toastmaster. 


Ward on Economic Cooperation 


Wilbert Ward, vice-president National 
City Bank of New York, discussed eco- 
nomic and financial collaboration be- 
tween the American republics. In 1945 
exports to 20 Latin American countries 
were $1 billion 263 million and imports $1 
billion 623 million. Central and South 
American republics currently are ex- 
porting more than they import and are 
thus storing up spending power for the 
future, he said. 

The entire day Wednesday was de- 
voted simultaneously to round table dis- 
cussions of various insurance lines, avia- 
tion, casualty, fire, life and marine. 
There were a number of formal presen- 
tations at the discussions, by speakers, 
chairmen and committees and several 
specific actions were outlined. 

Dr. S. S. Huebner, professor of in- 
surance at the University of Pennsyl- 
vania, president of the American Col- 
lege of Life Underwriters, and chairman 
of the American Institute for Property 
& Liability Underwriters, traced the 
development of insurance over the past 
half century. He said that since 1900 
the progress of insurance has_ been 
astonishingly great. It has been an ac- 
celerated progress, much greater rela- 
tively than the forward march in other 
main divisions of economics. A late be- 
ginner, insurance has come into its own, 
a giant from infancy in a short 45 years. 
The progress has been great in every 
way—growth in size, private and gov- 
ernmental recognition, extension and 
liberalization of coverages, establish- 
ment of correct underlying principles of 
procedure, emphasis on loss prevention, 
and incorporation within the nation’s 
educational system. 

During that time life insurance in 
force in private American companies in- 
creased from $8,562,000,000 in 1900 to 
$154,600,000,000 in 1945 or an 18-fold 
increase. Premium income increased 
from $324,723,000 to $4,793,000,000 in 
1944, nearly 15-fold growth, with first 
year premiums increasing seven-fold, re- 
newal premiums 15-fold and annuity 
premiums 83%-fold. Matured endow- 
ments increased from $18,335,000 to 
$406,669,000, annuities from $4,122,000 
to $185,956,000; surrenders from $22,- 
650,000 to $241,340,000; dividends from 
$22,860,000 to $466,072,000 and disa- 
bility payments increased—reached 
$87,601,000, such payments being son- 
existent in 1900. 

Total admitted assets, owned almost 


in-* 


May 17, 1945 





— 
entirely by policyholders,  increaseq 
from $1,742,414,000 to $24,700,000,009, 


Even making allowances for a deprecia. 
tion of 47% in the value of the dollar 
as regards the wholesale price trend 
since 1900 and of 64% in value jp 
terms of the cost of living, the increases 
that life insurance has made still remain 
astounding, Dr. Huebner said. 

Besides these there are $143 billion 
National Service Life Insurance, $67 pj}. 
lion of life value involved in the old 
age and survivor insurance benefits of 
the federal social security plan, and gg 
billion of insurance in fraternal and 
assessment societies, making a grand 
total value capitalization through life 
insurance of $373 billion. Even allowing 
for thé heavy and tragic lapsation of 
National Service Life Insurance the stag. 
gering total may still be placed at about 
$300 billion, equal to more than 75% 
of all the material property values of 
the nation. 

Dr. Huebner said that as regards all 
forms of insurance, life, property and 
casualty, it is interesting to note that 
the insurance public pays premiums to- 
day in excess of $10 billion a year and 
that the admitted assets of all private 
insurers in the United States exceed a 
grand total of $51 billion or an amount 
equal to one-eighth of the nation’s prop- 
erty wealth. 

Discussing the enlargement of cover- 
ages and liberalization of contracts Dr, 
Huebner traced the trend toward mul- 
tiple line insurance and said there js 
a distinct trend toward the writing of 
comprehensive or all risk policies and 
an every increasing recognition of bus- 
iness interruption form of insurance as 
a means of protecting the time loss fac- 
tors in business. 

Similarly in life insurance, the policy 
combinations of decreasing current in- 
surance and increasing thrift and invest- 
ment insurance have become almost le- 
gion while an exceptionally large num- 
ber of annuity contracts have been made 
available, comprising almost every con- 
ceivable combination. Moreover, since 
1900 there has occurred a remarkable 
trend toward group underwriting, in- 
cluding not only group life insurance 
with salary savings plan, group acci- 
dent and health, hospitalization and 
group pensions. 


Preventive Activities 


Property and casualty insurers have 
been alert to recognize the value of 
preventive measures to minimize losses 
but life insurers have been slow to rec- 
ognize the opportunity, Dr. Huebner 
said. However, it is just as important 
to prevent avoidable impairment or pre- 
mature destruction of life value as to 
prevent loss in the field of property. 
Much is already being done by certain 
companies and by the Life Extension 
Institute through periodic medical ex- 
aminations. It may also be that in due 
course life insurance may see fit to 
educate policyholders through the pock- 
etbook, as is done in fire insurance, 
thus motivating policyholders to benefit 
through periodic medical examinations. 

Discussing the growth of insurance 
education Dr. Huebner mentioned the 
specialized collegiate courses preparing 
students for an insurance career, the 
American College of Life Underwritrs 
and the American Institute for Property 
& Liability Underwriters, general sur- 
vey courses for the lay students and 
the S. S. Huebner Foundation for In- 
surance Education. He pointed out that 
most departments of an insurance com- 
pany, such as actuarial, legal, engineer- 
ing, investment, and medical, have long 
been thoroughly organized with respect 
to educational and personal require- 
ments. However, the agents and man- 
agers contact the insuring public, spread 
the service of insurance to millions 0 
homes and business establishments and 
advise and acquire the business on 
which nearly all else in insurance home 
offices depends. Hence, it is vital that 
education should reach these men as 
the public knows and looks upon in- 
surance essentially as it knows and 
looks upon the field representative © 
insurance. 
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Ohio Association Holds Annual Parley 


(CONTINUED FROM PAGE 1) 





a 
the right touch. Remember, that the 
world pays off on skill whether it’s golf, 
singing OF selling, and have a well-or- 
vanized story to tell, he added. 
~ Life insurance men have an unusual 
opportunity today, Mr. Hostettler con- 
tinued, in helping returned service men 
to evaluate life and to teach them the 
habit of thrift. Remember the law of 
thrift, he said, “of all you earn, some 
js yours to keep and some to spend— 
set aside first that which you wish to 
keep.” Teach this day in and day out, 
he recommended. ; 
Using six metal cans to illustrate his 
points, each of which contained a brief 
“canned” sales talk, Mr. Hostettler ex- 
plained his savings plan using a_ visual 
demonstrator, and offered several other 
prepared talks on juvenile selling, social 
security, Overcoming objections and 
closed by cautioning that prospecting is 
30 to 90% of the business and with a 
demonstration of the canned method of 
prospecting, - using the Reliance Life 
“prospector. : : a 
Opening the afternoon session, Keith 
Smith, John Hancock, Kankakee, IIl., 
who paid for 809 cases during 1945 for 
nearly $2 million operating in a rural 
territory and with his biggest case 
$20,000, strongly recommended the ex- 
planation of life insurance in its simplest 
possible terms, given in a language that 
prospects can fully comprehend. Many 
of Mr. Smith’s sales are “one shot” and 
he made it very clear that he believes 
this is because he “keeps it simple.” 


Asks About Neighbors 


“Anything you can do to get the pros- 
pect to like you and to feel that you are 
on his level, encourages him to be more 
friendly” he declared, in his talk “Sell- 
ing to Strangers”, and many chains of 
business can be developed by asking 
policyholders about their neighbors. 
Talk in terms of savings and many will 
buy who are actually opposed to life 
insurance, Mr. Smith said, illustrating 
this by reviewing interviews with vari- 
ous farm families. Using the savings 
idea, particularly the one dollar a week 
per unit of savings plan, he frequently 
writes all or most members of the fam- 
ily, not just the father. By studying all 
the information on each application and 
carefully checking up on the entire rela- 
tionship, Mr. Smith develops long lists 
of prospects with each application and 
it was very evident from his stories of 
actual interviews that this basic idea has 
considerable to do with his success. 

In closing, he illustrated this point 
with the story of the mountaineer G.I. 
whose officer had told him they were 
outnumbered four to one. In a few 
minutes the G.I. stopped _ shooting, 
leaned his rifle against the rock and 
when asked what’s the matter, replied: 
“I got my four.” 

Closing the congress on a high plane 
with his address on “The Human Side 
of Programming”’, Osborne Bethea, gen- 
eral agent Penn Mutual, New York, de- 
clared that agents are successful only as 
their production, persistency and in- 
come relate to their potential possibili- 
ties. Many fall far below their poten- 
tial, he said, and, therefore, it is the 
human side that produces the striking 
power and force of the programming 
job. The starting point for a good pro- 
grammer is to have a definite philosophy 
of life—a firm belief with no hesitation 
that you can do real good for people 
seen, he said, and you must have a 
sound orderly method of thinking, be 
not mechanical but instead a vital liv- 
ing force. 


Programming Deals With Future 


Programming deals with the future, 
Mr. Bethea continued, and consequently 
basic faiths, in our nation, in life insur- 
ance, the home, school, church and espe- 
cially in yourself are essential. You 
must have your own program in order 
to give you the proper frame of mind 
and a complete conviction of the key 
Position of life insurance in education 
and in guaranteeing the people’s right 


to mental, physical and cultural devel- 
opment. 

Mr. Bethea’s seven point formula to 
succeed fully as a programmer is: (1) 
Believe you can do something of value, 
(2) be willing to drill until you have 
a reasonable degree of perfection, (3) 
make your approach arouse interest and 
win confidence, (4) perfect your method 
of getting information from people, (5) 
if you use two interviews have organ- 
ized procedure to tie them together, (6) 
have a simple, concrete, orderly plan 
for the development of programs, and 


(7) for the second interview, plan to 
introduce good management into the 
life insurance estate. Many are not 


willing to go to all this trouble but “it 
is inhuman not to program and any un- 
derwriter can program if he has faith, 
conviction and the will to master a 


definite simplified procedure,’ he con- 
cluded. 
Officers Are Reelected 

Henry S. Stout was reelected presi- 


dent of the Ohio state association and 
W. T. Craig, general agent Aetna Life, 
Cincinnati; L. H. Feder, manager Reli- 
ance, Cleveland; C. E. Spencer, general 
agent Penn Mutual, Toledo; F. P. White, 
Aetna, East Liverpool, were reelected 
vice-presidents. 

Robert K. Zimmer, general agent Penn 
Mutual, Columbus, the former treasurer, 
was also elected vice-president. Paul 
Smith, general agent New England Mu- 
tual, Columbus, was reelected ‘state na- 
tional committeeman. The position of 
treasurer and secretary, being appointive 
offices, will be filled later. It is to be 
presumed that Homer Trantham, Co- 
lumbus, the executive secretary will be 


reappointed. Mr. Trantham took the 
chair during the election. 
Resolutions were adopted endorsing 


the action of the N.A.L.U. in opposing 
the extension of NSL for draftees under 
a new draft law for a peace time army 


and recommending and endorsing the 
election of Judd C. Benson, general 
agent Union Central, Cincinnati, for 


trustee of the N.A.L.U. 

President Stout suggested the estab- 
lishment of an Ohio leaders round table, 
a sustaining membership for the Ohio 
association and the adoption of a change 
in by-laws to increase the state dues. 
The states dues were increased to $1 
per member per year. A new sustaining 
membership plan was approved, the de- 
tails of which are to be worked out by 
committee action. No more company 
memberships will be accepted under the 
new plan. A proposed new code of reg- 
ulations is also to be drawn up for con- 
sideration at the next annual meeting. 

Wm. B. Hoyer, John Hancock, Co- 
lumbus, veterans affairs chairman, re- 
ported on his meetings. 

Anderson, Provident Mutual, 
Cincinnati, urged the establishment of a 
strong legislative committee in each lo- 
cal association, in his comments as chair- 
man of legislative committee. 

Reporting for the membership com- 
mittee W. T. Craig announced that the 
state membership is 2,537, an all time 
high. He asked for a special member- 
ship campaign in every city to assist in 
reaching the national goal. C. E. Spencer, 
chairman program committee, explained 
that the committee’s policy is to assist 
only when help is requested and recom- 
mended the setting up of full year’s 
program in advance each fall by every 
local association. When this is done, he 
said, the committee can be of greatest 
help. L. H. Feder told of the activities 
of the extension committee, of which he 
is chairman. 

John W. Bricker, Republican candi- 
date for U. S. Senator, called for the 
American people “to drive from public 
office those holding alien philosophies 
of government,” in his address at the 
closing luncheon. 


Strikers Will Remain Insured 


MILWAUKEE —Group insurance and 
other worker benefits -will be maintained 
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during the strike of employes of the 
Allis-Chalmers by the company, officials 
have announced. W. C. Van Cleaf, di- 
rector of industrial relations, said all 
employes under group insurance poli- 
cies will have their premium paid, with 
the advanced monthly premiums to be 
repaid by employes when they return to 
work and deducted from earnings of 
those now working or still drawing pay 
although prevented from working be- 
cause of the strike. 


Pa. Limited Life People 
Hold Luncheon Parley 


William S. Corey, vice-president and 
actuary of Provident Indemnity Life, in 
addressing the industrial health and ac- 
cident luncheon during Pennsylvania In- 
surance Days at Philadelphia, said that 
the Pennsylvania limited life companies 
are growing at a fast clip. In such 
growth, he cautioned company execu- 
tives, employes and agents to remember 
that the first obligation is toward the 
public. 

Every man in the employ of Provident 
Indemnity Life, he said, at one time 
covered a debit. 

The average pay of representatives of 
this type of company exceeds that of 
the average school teacher, frequently 


that of college professors, engineers, 
scientists and other learned men. The 
agents need not work long hours, they 
work with a minimum of supervision 
and they can increase their pay by in- 
creasing their efforts. 

He outlined some of the obligations of 
the agent and particularly he empha- 
sized that underwriting regulations must 
be enforced. Caution must be exer- 
cised in the issuance of large A. & H. 
indemnities and industrial life policies 
of large amounts must be carefully se- 
lected. During the war, medical ex- 
aminations frequently were eliminated 
and limits of insurance were raised. He 
expressed the fear that in time there 
will be poor experience on some of the 
larger industrial policies that were not 
examined nor inspected. 

Although the limited life companies 
are not under the new Pennsylvania 
Guertin law, they should attempt to 
operate within its scope as soon as pos- 
sible. This statute will not necessarily 
increase or decrease premium rates in 
the overall. 


Burkett Huey, who was agency sec- 
retary of Provident Life of Bismarck 
before the war, has returned to that 
company from the navy and is named 
regional superintendent of agencies in 
North Daketa. 








Tuere’s LIFE in tHe BERKSHIRES: 





























GOVERNMENT MILL 


Dalton, Massachusetts, as the 
cleansing facilities. Situated 
bought from Stephen Crane, 


reams of “money paper” and 
on it. This link to the Revoluti 


But the money we use, made wit 


HARRISON L. AMBER, President 





When Zenas Crane, at the turn of the 19th century, chose 
that the Housatonic River could supply water for power and 


Company traces its history back to 1778 when Paul Revere 


through almost a century and a half, and from this mill comes 
all of the paper used by the Government for its currency today. 


surpass in value the policies issued by the BERKSHIRE LIFE 
INSURANCE COMPANY. Now in its 95th ANNIVERSARY 
YEAR, it offers contracts backed by experience, stability, and 
strength, covering the personal needs of all. 


sileshiiee 


LIFE INSURANCE COMPANY 


INCORPORATED 1851 


— 95th ANNIVERSARY YEAR— 


Courtesy of Crane and Company 


site for his paper mill, he knew 
in the Berkshires, Crane and 
the brother of Zenas, thirteen 


engraved Continental currency 
onary era has been strengthened 


h so much care and skill, does not 





PITTSFIELD, MASS. 




















HeNATIONAL UNDERWRITER 


May 17, 1946 











EDITORIAL 


COMMENT 





Housing Projects as Investments 


One of the big questions before all life 
companies now is what investment can 
be made that will furnish a reasonable 
yield so that the level of legal rates will 
not go down. Corporate bonds are get- 
ting scarcer, many of the desirable mort- 
gages are flowing into other channels. 
A number of executives are making a 
very careful investigation and survey of 
building projects inasmuch as it is felt 
that these will yield excellent returns 
and that the money invested will be 
entirely safe. 

Metropolitan Life in its Parkchester 
jiroject at New York showed the way 
znd was able to provide very excellent 
housing facilities. It popularized itself 
as an institution and its investment has 
pioved remunerative. Companies of con- 
siderable size have studied the prospects 
and similar projects throughout the 
country are in various stages of prepara- 
tion. 

This does not necessarily mean slum 
clearances, although that does enter into 
the situation as a factor. These building 
projects must be planned very carefully 
so that the desirability of location and 
housing will make them popular. The 
most modern conveniences must be 


used. The immediate environment of 
the project, its internal arrangements, 
facilities, recreation, its plan for useful 
services all have to be taken into con- 
sideration. 

Any large company could finance an 
extensive plan; jt is most interesting that 
some of those short of the giant class, 
such as Continenta] Assurance and Cal- 
ifornia-Western State Life are definitely 
entering the field in some cases. 

The life companies thus have an op- 
portunity of contributing to a very im- 
portant cause and one that will be 
watched intently. Here is one way of 
bringing life insurance to the people and 
at the same time it offers the opportu- 
nity for popularizing the institution mak- 
ing it a great public factor in living and 
enlarging its facilities for community 
service. 

With a plan carefully laid out by com- 
petent and experienced architects, land- 
scape experts and community project 
students, there is created an avenue for 
life insurance investment that seems to 
be secure and remunerative. And there 
can be no greater way of gaining public 
favor these days than to provide attrac- 
tive habitation. 


Preventing the Twisting of NSLI 


Life insurance men have done much 
to keep the record from being no worse 
than jt is but can the institution of life 
insurance say, on the basis of what it is 
doing now, that it is doing all that it 
could reasonably be expected to do 
about preventing the twisting of Na- 
tional Service life insurance? 

The companies have done fine work 
through the joint committee of the Life 
Insurance Association of America and 
the American Life Convention headed 
by Executive Vice-president A. E. Pat- 
terson of Mutual Life, as has the Na- 
tional Association of Life Underwriters 
through its department of veterans af- 
fairs headed by D. F. Barnes. These 
cooperative efforts should result in the 
more general adoption of a step thus far 
taken by a relatively small number of 
companies. That step is to determine, 
where insurance is being applied for by 
an ex-serviceman, whether he is drop- 
ping his NSLI, and if the proposed in- 
surance is to replace NSLI to take the 
necessary steps to conserve the latter. 
Some of the companies that are follow- 
ing this procedure ask the owner of the 
lapsing insurance if he has read the 
“Bradley letter” prepared by Lt. Gen. 
Omar Bradley, head of the veterans ad- 


ministration. The applicant in such 
cases is asked, if he persists in his wish 
to drop his NSLI to indicate in writing 
that he has read the Bradley letter and 
still wants to drop his insurance. 

So far as we know, no company offi- 
cials encourage the twisting of NSLI 
but there are many who are not particu- 
larly active about discouraging it or 
about inquiring whether new policies 
represent a twisted NSLI insurance and 
there is not enough curiosity about what 
led up to the purchase of insurance on 
ex-servicemen. In the days when the 
twisting of business from one company 
to another got to be a serious matter the 
companies, though unable to stop it 
completely, instituted some very effec- 
tive curbs. It would seem that the same 
sort of curbs should be used by all com- 
panies with respect to twisting or re- 
placement of National Service life in- 
surance. 

Admittedly NSLI is a tempting target 
for agents. In many respects it seems 
less reprehensible to twist NSLI than to 
twist business from a life company. In 
fairness to the agents who advise a vet- 
eran to drop his NSLI or at least do 
not try very hard to talk him out of 
dropping it, it should be remembered 


that most of the NSLI now in force is 
on the term basis on which it was is- 
sued. Of the approximately $62 billion 
in force at the end of the first quarter of 
1946, only about $900 million had been 
converted to permanent plans. 

Agents generally do not look upon the 
switching of another company’s term in- 
surance into a permanent form of insur- 
ance in their own company as twisting. 
Because of this attitude it is more diffi- 
cult to win the agent’s cooperation in 
the conservation of NSLI and it is 
therefore even more necessary for the 
home offices to scrutinize all applica- 
tions so as to find out whether they are 
to replace government insurance. 

Some situations make it very easy for 
the agent to encourage a veteran to drop 
his NSLI. For example, a veteran tells 
an agent that he can’t afford to keep his 
entire $10,000 of government insurance, 
though he might be able to keep $5,000. 
The agent points. out that even with 
$10,000 the beneficiary would get only 
$50 or so a month and, of course, with 
$5,000 it would be only half of that, so 
he might as well throw it away and buy 
some insurance that will clean up his 
last illness expenses and debts and do 
the things that life insurance is supposed 
to do. The agent, of course, soft-pedals 
the probability that Congress will make 
possible the payment of NSLI in lump 
sums and remove other limitations 
which were advisable in war time. 

Another temptation for the not-too- 
scrupulous agent is the veteran who is 
so fed up with the government that he 
wants to have nothing more to do with 
anything connected with it. The exas- 


perating slowness of the veterans aq- 
ministration in handling its correspon. 
dence does not help this feeling among 
ex-servicemen. 

Because of the ease with which ex. 
cuses for the replacement of NSLI can 
be found, companies should not be sat. 
isfied with merely deploring the twisting 
of government insurance but should do 
what is in their power by discouraging 
the writing of new business that is, de. 
signed to replace NSLI. The recent 
liberalization of reinstatement procedure 
for NSLI means that practically all in. 
surable veterans can revive their insuyr- 
ance no matter how long ago they 
lapsed it. This situation continues until 
January 1, 1947, and applies to future 
lapses up to that date. It places a much 
greater responsibility on the life insyr- 
ance business. Since a veteran can rein- 
state his NSLI without physical exami- 
nation by merely submitting a signed 
statement that he is in as good health as 
when the lapse occurred, practically 
every veteran has the choice of keeping 
his NSLI as against taking the new 
policy. 

Therefore, in the case of any veteran 
who applies for insurance, no matter 
how long ago he may have lapsed his 
NSLI, the life insurance business has a 
responsibility to determine beyond ques- 
tion that he knows exactly what he is 
doing if he has lapsed or will lapse his 
NSLI. This may seem like a tough 
principle to follow but it seems as if the 
life insurance business must follow it if 
it is to live up to those standards and 
conduct that it follows in its dealings 
with the public and its policy holders, 











PERSONAL SIDE OF THE BUSINESS 





President Roy Tuchbreiter of Conti- 
nental Casualty and Continental Assur- 
ance left a few days ago for his ranch 
at Florence, Ore., where he will spend 
a month and a half. 

Vice-president W. B. Cornett of Loyal 
Protective Life is on a trip to the Pacific 
Coast. After conducting a sales training 
school in Seattle he plans to spend some 
time in Los Angeles and on the return 
trip attend the annual meeting of the 
Health & Accident Underwriters Con- 
ference at Cincinnati. 


Clyde R. Welman, 
Vermont, Memphis, president of the 
Tennessee Association of Life Under- 
writers, has qualified for the second year 
as a member of the Million Dollar 
Round Table. 


J. O. Hoover, superintendent of 
agents of Travelers, has been bereaved 
by the death of his younger sister, Flor- 
ence Anne Hoover, a school teacher of 
Gennessee, Ill. He attended the funeral 
services there this week and_ then 
stopped in the Chicago office for a day 
on his return to the home office. 

Phil Hoche, general agent at Bloom- 
ington, Ill., for Kansas City Life, ex- 
pects to be released from the navy short- 


National Life of 


ly and return to his duties in the insur- 
ance field about June 1. 

Grant Taggart, of California-Western 
States Life, Cowley, Wyo., and former 
N.A.L.U. president, has received noti- 
fication of his membership in the Mil- 
lion Dollar Round Table. He wrote 
$1,470,250 of new business in an ll 
months period covering 129 lives. 

Lyman C. Baldwin, agency vice-presi- 
dent of Security Life & Accident, is the 
father of a son, Lyman C., Jr. 

Emery Gustine, manager at Sioux 
City, Ia., for National Fidelity Life, has 
returned to his agency after having 
spent four months at Phoenix, Ariz., 
upon orders of his physician. Mr. Gus- 
tine has fully recovered. 

Alden H. Smith, Northwestern Mt- 
tual Life, has been ‘named general chair- 
man of the Community Chest drive in 
Nashville and Davidson county. 


Newell C. Day, general agent of 
Equitable Life of Iowa at Davenport, 
is having a busy month with 12 P 
pearances before associations. On May 
3-4, he appeared before the Kansas 
general agents and also the state sales 
congress at Wichita. On May 10-11 he 
was on the area program of managers at 
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Kansas City and Kansas City sales con- 
cress; May 13 at Evansville, Ind.; May 
14 twice in Louisville followed by a 
similar arrangement at Birmingham. 

On May 17 he appears on the final 
session of the Florida state sales con- 
gress at Miami and May 24 at Milwaukee 
for the Wisconsin sales congress. May 
95 he addresses the Iowa sales congress 
at Mason City. His agency enjoyed 
its best month in April. 

Dave Dawson, manager of Home 
Life, 1 North LaSalle Street, Chicago, 
js in a hospital for x-ray examination 
and treatment, due to falling down stairs 
at the home of a friend. It is believed 
he suffered only bruises and shock, al- 
though he struck his head. 

W. T. O’Donohue, president of Re- 
serve Loan Life, suffered a heart attack 
and his condition has been regarded as 
serious. He will be confined to bed 
at least a month. 


Urban Weber, district agent for John 
Hancock at Monroe, Mich., has been 
elected president of the Rotary Club 
there. 

Walter W. Head, president of General 
American Life retired on May 16 as 
president of the National Council of the 
Boy Scouts of America, a position he 
has held for 20 years. A _ testimonial 
banquet in his honor will be held in St. 


Louis in connection with the annual 
meeting of the council. Owen J. Rob- 
erts, former associate justice of the 


United States Supreme Court, will be 
the principal speaker. 

W. F. Winterble, agency vice-presi- 
dent of Bankers Life of Des Moines, 
who underwent a successful operation 
for the removal of a small, ulcerated 
tumor on his right vocal cord at the 
Mayo clinic at Rochester, Minn., has 
now been released from the hospital. 

Robert M. Williams, general agent of 
John Hancock at Little Rock, has been 
named legislative representative of the 
Life Insurance Association of America 
for Arkansas, succeeding the late How- 
and H. Conley, New York Life. 

Robert E. Watson, a leading producer 
of Occidental Life in California for 
more than 20 years, has qualified as a 
life member of the Million Dollar 
Round Table. 

Col. Ford E. Dunton, who before he 
entered the army was general agent for 
Pacific National Life at Spokane, Wash., 
is serving temporarily as manager of 
the National Service Life office in Se- 
attle. 

_ President Adolph A. Rydgren of Con- 
tinental American Life has been elected 
as a director of the American Cancer 
Society. 

Harry B. Lau, Penn Mutual, has been 
elected president of the County Chamber 
of Commerce at Lebanon, Pa. 

John C. Blackall, former Connecticut 
commissioner, has been named resident 
Hartford. 





One of Colonial Life’s first agents, 
Patrick Hughes of Yonkers, N. Y., died 
there. Mr. Hughes joined Colonial Life 
as an agent in Jersey City in 1898, and 


‘was made a field manager the same year, 


In 1899 he was transferred to the Hobo- 
ken branch and in 1901 was appointed 
Manager of the New York City office. 
Subsequently he served in the same ca- 
pacity in the New Brunswick and Pater- 
son branches in New Jersey. He retired 
in 1941 under Colonial’s retirement plan. 

James P. Farmer, who retired about 
two years ago as general agent of Guar- 
antee Mutual Life in Chicago, and had 
been ailing for several years, died Satur- 
day at the age of 70. He had been in 
the business a great many years, at one 
time having been an industrial agent of 
Prudential and later a supervisor. Then 
he was a special agent of American 
Bankers Life for a number of years, 
traveling considerably out of Chicago. 

Mr. Farmer for about 28 years was 
associated closely in the business with 
William F. Warrick, with whom from 


1934 to 1944 he was co-general agent of 
Guarantee Mutual in Chicago. Mr. 
Warrick continues to service their joint 
business in force. 


Mr. Farmer was born in Ireland and 
came to this country at a very young 
age. After leaving American Bankers he 
became a general agent in Chicago of 
Michigan Mutual Life, Detroit, associ- 
ated with Mr. Warrick. When that com- 
pany was absorbed by National Life of 
U. S. A., the two became general agents 
of the latter company, continuing until 
National Life itself was taken over by 
Hercules, the Sears-Roebuck company, 
when they took representation of Guar- 
antee Mutual. 


John H. Thompson of Farmington, 
Conn., former Hartford general agent 
of Connecticut Mutual Life under the 
firm name of Thompson, Painter, died 
at his home. He was born in Pella, Iowa, 
in 1873, and was graduated from Rutgers 
in 1904. He later studied at Union Theo- 
logical Seminary. 


A. F. Sommer, retired Metropolitan 
Life manager, who spent some 45 years 
with his company and was manager at 
Cincinnati from 1907 until he retired in 
1939, died at the age of 74 after a long 
illness. He was widely known in civic 
work at Cincinnati, in addition to his 
many insurance activities. 

Harty R. Ricker, 64, assistant secre- 
tary of Northwestern Mutual Life since 
1923 and recognized as a foremost au- 
thority in American life insurance in 
development of practical and flexible 
uses of options of settlement for pay- 
ment of life insurance proceeds, died at 
his home in Milwaukee. He was born 
there and started in the policy loan di- 


vision of Northwestern Mutual home 
office following graduation from high 
school in 1899. He had been in ill- 


health for some time and confined to his 
home for several months. Mr. Ricker 
was a 32nd degree Mason, a Shriner 
and a member of the Northwestern Mu- 
tual Quarter Century Club. Funeral 
services Monday were attended by of- 
ficers and other associates in Northwest- 
ern Mutual. 


Howard H. Conley, 60, inspector of 
agencies for the southwest’ department 
ot New York Life, who died at Little 
Rock, was a native of Iowa Falls, and 
attended Ellsworth College there. He 
started with New York Life in 1904 
as a clerk at San Antonio. In 1906, he 
was transferred to Quincy, IIl., as cash- 
ier, later going to St. Louis in a similar 
capacity. He was made manager at 
Little Rock in 1911, supervisor of the 
Gulf department in 1927, and in 1932 
was promoted to the position he held at 
the time of his death. 


A. J. Waugh, 66, former Chicago gen- 
eral agent for Lutheran Brotherhood, 
died. He was born in Norway. 


J. Harry Cunningham, 80, a former 
director of Acacia Mutual Life, died 
recently at Hanover, N. H. 


Roman A. Strohm, 46, assistant su- 
perintendent of Prudential at Milwaukee, 
died there, following an illness of a year. 
He joined Prudential about 12 years 
ago. 


John K. A. Brown, 48, formerly gen- 
eral agent for Aetna Life in Syracuse, 
N. Y., died in the New Haven Hospital. 
He entered insurance with Metropolitan 
Life in Brooklyn. After two years he 
transferred to Aetna Life and was with 
that company 12 years before his illness 
forced him to resign. 


William R. Smith, 71, a director and 
one of the founders of Lafayette Life 
for almost 50 years a life insurance 
executive, was killed in an automobile 
collision near Fowler, Ind. 


George A. Bowles, Virginia commis- 
sioner, celebrated his birthday May 11 
without disclosing just what milestone 
along life’s pathway he was passing. He 
did recall, however, that he had been 
head of the Virginia department 15 
years, having been elevated to the post 
after serving 16 consecutive years in 
the Virginia legislature. 


Test for Agent to 
Score Himself on 
Sales Ability 


A list of questions designed to show 
an agent what he should do or try to do 
has been prepared by H. W. Schenke, 
manager at Wichita for New York Life. 

It is designed so that an agent may 
score himself, counting four for each 
answer of yes, three if the answer will be 
yes in six months and subtracting two 
for each no. 

Mr. Schenke’s scoring would then run 
132 for a perfect score, 90 for a top 
producer and less than 90, below aver- 
age. 

1. Subscribes to at least one good in- 
surance magazine. 

2. Belongs to local Life Underwriters 
Association and assumes his share of re- 
sponsibilities in it. 

3. Subscribes to at least one good 
monthly service such as Diamond Life 
Bulletins, R & R, Prentice-Hall, Estates 
& Trusts. 

4. Is civic minded and public spirited— 
does his share along these lines. 

5. Is an active member in some group 
such as church, college fraternity alumni, 
luncheon club. 

6. Studies all the time to improve his 
knowledge of things that will help him 
in helping others. 

7. Is careful of social conduct to avoid 
any reflection on himself or his company. 

8. Is sociable and genuinely interested 
in other’s defeats and triumphs. 

9. Is not a bore in his conversation 
and does not waste his or other’s time. 

10. Is careful about his appearance— 
clean linen, clean teeth, clean fingernails, 
hair combed, shoes polished. 

11. Is Known as a busy man and is not 
caught loafing in pool halls, taverns, etc. 

12. Is Known as a man whose word is 
good as gold—absolutely and fearlessly 
honest with himself and everyone else. 

13. Can be trusted with knowledge 
gained in his work and does not “spread” 
it all over town when he makes a sale. 
He does not spread rumors or gossip. 

14. Goes out of his way to do nice 
things for people deserving of it and 
never passes up an opportunity to tell 
good things to someone when he hears 
them. 

15. Helps to boost and promote the 
business and progress of his friends and 
clients. 

16. Will go out of his way to straighten 
out a misunderstanding or false impres- 
sion of one of his policy owners. 

17. Is careful of his health—doing the 
things that improve it; avoiding the 
things that make Monday morning hard 
to start. 

18. Is a self-starter—can generate his 
own enthusiasm—and make each new 
eall an adventure in living and a chal- 
lenge to his imagination. 

19. Has a strong conviction of 
greatness of America, the future pros- 
perity of his locality, and an abiding 
faith in his business and its indispensa- 
bility and usefulness in solving the peo- 
ple’s problems. 

20. Has a plan of work and works the 
plan—so many calls and interviews each 
day. 








the 


21. Has a goal—either for volume 
written and paid or for income to be 
received. 

22. Is not careless about his work or 
service to policyholders—is prompt in 
the matters that deserve and require 
promptness. 

23. Is fairly orderly and a fair record 
keeper. 


24. Has a good prospecting plan, keeps 
a good prospecting file. 

25. Has a good to fair permanent file 
for reference material from bulletins and 
services or magazines so that he can lay 
his hands on the material when he needs 
it and not feel lost or without an idea 
to touch off his imagination. 


26. Does a fair job of preparing for 
each interview with an intelligent, or- 
ganized, prepared, written and _ oral, 


brief or outline for the prospect to see, 
feel and follow. 

27. Has courage enough to call on 
anyone and everyone for a fact-finding 
get-acquainted interview. 

28. Will not go back for the selling 
interview until he has analyzed the prob- 
lem, prepared a sensible, intelligent so- 
lution, and is prepared to give the pros- 
pect a fresh idea with a sales presenta- 
tion that sparkles with the work and 
thought that are behind it. 

29. Knows that it is the pressure of 
an idea that makes a satisfied sale and 
not the pressure of a:contest or honor 
roll for himself that makes a sale. 

30. Develops his imagination continu- 
ously, uses it all the time to become more 
resourceful—more useful—to get more 
and better business and do a better job 
for those he calls on. 

31. Is eager to attend branch office 
meetings and other gatherings to learn 
all he can from other agents about their 
methods, work plans, etc. 

32. Is kind and considerate at home 
but does not permit himself to become 
errand boy or spend $10 an hour doing 


work that can be hired for 50c an hour. 

33. Has a plan of self-improvement— 
to develop his personatity—to improve 
his choice of words—to increase his ef- 
fectiveness in his job of helping other 
folk to solve their financial problems. 


President Randall, Travelers, 
to Address Rockwood Co. 


Jesse W. Randall, president of Trav- 
elers, will be the principal speaker at 
the 50th anniversary dinner of the Rock- 
wood Company agency of Chicago, 
general agent of that company, to be 
held May 31 in the Union League Club 
there. W. C. Butler, president of the 
agency will provide. 

A 50th anniversary sales campaign in 
all lines including life insurance is being 
conducted preliminary to the banquet, 
and the production results will be an- 
nounced at that jollification. 


Houston Adopts the Baumann 
for V. P. Resolution 


The Houston Association of Life Un- 
derwriters has adopted a resolution put- 
ting in nomination Jul Baumann for vice- 
president of the National Association of 
Life Underwriters. This is in the na- 
ture of a formality, since Mr. Baumann, 
who is Houston general agent for Pa- 
cific Mutual, being N.A.L.U. secretary, 
is foreordained to be elected vice-presi- 
dent at Cleveland this fall. 


California Adusaleuisbies 


Procedure Law Explained 


LOS ANGELES—Donald Luckham, 
administrative assistant in the Los Ange- 
les office of the California department, 
addressed the Southern California Fire 
Underwriters Association on the new ad- 
ministrative procedure law. Under the 
new law all hearings will be held by a 
hearing officer named by the bureau of 
professional and vocational standards, 
who will be entirely independent of the 
department in which he is holding the 
hearings. 

All hearings of licensees come under 
the new law. The licensee must have 
proper notice served on him, may re- 
quest to be heard or may file a defense, 


and is entitled to be represented by 
counsel. 
Following the hearing, the hearing 


officer will submit a proposed decision 
to the commissioner, who cam adopt it 
as his decision, or may modify it, but 
cannot increase any penalty that may be 
proposed. The licensee may request and 
have a rehearing, and also may appeal to 
the courts. If the matter is carried to 
court it will not be heard de novo, but 
on review of the action of the hearing 
officer. 

An application of a new company, just 
forming, for a permit to sell stock does 
not come under the administrative pro- 
cedure law, but applications from com- 
panies for certificates of authority to 
transact insurance in the state do come 
under the law. 


Another Insured Reaches 96 


Upon attaining age 96, Argumento 
Thurlow, employed by the Powers fur- 
niture store in Portland, Ore., for the 
past 72 years, was presented a check 
covering the face amount of his ordi- 
nary life policy by E. W. Amesbury, 
89, Northwestern Mutual agent who sold 
him the contract 43 years ago. The 
policy, in the amount of $2,000, had 
earned dividends of $1,321. 


Urge Beneficiary Order of NSLI 


The Veterans Administration is advis- 
ing veterans holding NSLI to name first 
and second beneficiaries to make sure 
that insurance is paid to persons of 
choice, as legal succession of beneciaries 
may not meet the wishes of all veterans. 

Regional VA offices will emphasize 
this matter in dealing with veterans. 


Hundreds of A. & H. sales ideas in The 
A. &H. Bulletins. Write The A. & H. Bul- 
letins, 420 E. 4th St., Cincinnati 2, Ohio. 
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NEW SECRETARY, OFFICERS, HEADQUARTERS, DUES FOR 


Industrial Insurers Conference 


Biloxi Speakers 
Treat Top Problems 
Facing Companies 


More Concern Over 
Investments, Employes 
Than Over Sales 


By RICHARD J. THAIN 


BILOXI—In brief presidential 
address with which Edwin W. Craig, 
president of National Life & Accident, 
opened the 37th annual meeting of the 
Industrial Insurers Conference, he de- 
clared that there was a glimmer of hope 
for slightly improved interest rates on 
investments. He said it was quite pos- 
sible the low point had been reached in 
April. He pledged the conference to 
seeking methods in investment, under- 
writing and sales to cushion the shock 
of sales reversal which will follow the 
present boom. 

A record crowd of 102 delegates from 
47 companies and numerous guests at- 
tended the three day session in the 
Buena Vista Hotel. 

President Craig read a telegram ex- 
pressing the best wishes of Raymund 
Daniel, retired executive secretary, who 
was kept from the meeting by ill health. 

W. J. Hamrick, agency vice-president 
of Gulf Life, described the sales award 
system employed by his company to 
stimulate ordinary. His thesis was that 
the average agent will work harder for 
honors and company recognition than 
for extra pay, although he said that his 
company uses both methods of com- 
pensating the agent who has done an 
extraordinary job. He said that his 
agents fight hard to make one of the 
three Gulf Life honor clubs and thereby 
get their names and pictures on a plaque 
and win a lapel pin. 

Mr. Hamrick said that as a dual writ- 
ing company, Gulf Life is often asked 
by its agents whether industrial or or- 
dinary business is preferred. The phil- 
osophy of the home office is that sales 
should be based on need and on nothing 
else, he said. There is no preference 
shown to industrial or' ordinary, but 
where there is a question in the agent’s 
mind he is asked to honestly consider 
which type of coverage would best suit 
his individual prospect’s need and abil- 
ity to pay. 

Mr. Hamrick said that the public’s 

concept of capital as the important inter- 
est to insure has changed and now in- 
come insurance is the big thing. Point- 
ing to NSLI as an example, he said the 
government has never sold anything but 
income insurance, said he doubted if 
legislation now pending to broaden the 
benefit alternative of NSLI would pass 
Congress. 
_ He termed mistaken the idea that life 
insurance is death insurance, which he 
said is fostered by the average agent. 
He said that the industry had been so 
cluttered up with confusing technicali- 
ties about cash surrender values, divi- 
dends, rates and company names, that 
the original purpose of life insurance, to 
provide money for the insured’s depend- 
ents, has been obscured. 

He said that it does not take unsel- 
fishness on the part of a breadwinner to 
buy life insurance, but said that the in- 

{CONTINUED ON PAGE 26) 
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NEWLY ELECTED OFFICERS 





President—E. H. Speckman, president Kentucky Central. 
Vice-president—Bascom Baynes, president Home Security Life. 
Secretary—J. R. Anthony, Jr., secretary-treasurer Suwanee Life. 





NEW EXECUTIVE COMMITTEEMEN 





Chairman—H. Clay Evans Johnson, president Interstate Life & Acci- 


dent. 


For three-year terms—J. D. Morse, president Home State Life; J. S. 
Gould, president Reliable Life; I. M. Sheffield, Jr., executive vice-presi- 


dent Industrial Life & Health. 


For one-year terms — Victor S. Oulliber, executive vice-president 
Tharp-Sontheimer Life; Ashley C. Tobias, Jr., president Palmetto State 
Life; Edwin W. Craig, president National Life & Accident. 





Conference Elections 
Provide Some Surprises 


Election of officers by the Industrial 
Insurers Conference never has been a 
cut and dried affair, but there were 
more surprises this year than usual. The 
final recommendations of the nominating 
committee upset some predictions, but 
there were no nominations from the 
floor and the committee’s recommenda- 
tions were accepted unanimously when 
presented on the final day of the con- 
ference. 

There had been much speculation after 
a telegram from Curtis P. Kendall, ex- 
ecutive vice-president of Washington 
National, who was ill and unable to at- 
tend the meeting, informed members 
that he was not a candidate for presi- 
dent. As retiring vice-president, he was 
the logical choice. 

Selection of conference president has 
never followed formal seniority and 
about the second day of the meeting it 
became clear that Mr. Speckman would 
be president. It was on that day that 
the retiring president, Edwin W. Craig, 
was taken ill on the golf links and had 
to leave for home. Mr. Speckman was 
chosen temporary president and piloted 
the meeting from then on. 

Biggest surprise of all, at least to the 
new vice-president himself, was the elec- 
tion of Mr. Baynes to the second highest 





post. He had been serving as chairman 
of the conference committee on attend- 


ance. ; ; 
The selection of Mr. Johnson as chair- 
man of the executive committee, the 


workhorse job of the conference, was 





Bascom Baynes H. C. E. Johnson 
no surprise. As program chairman and 
member of the executive committee, he 
had done yeoman service in plan- 
ning the Biloxi meeting almost single- 
handedly. 

Mr. Craig automatically became a one- 
year member of the executive committee. 
Holdover executive committee members 

(CONTINUED ON PAGE 24) 


New officers of the Industrial Insurers Conference pictured just after their election 
at Biloxi are, from the left, H. Clay Evans Johnson, executive committee chairman: 
J. R. Anthony, Jr., secretary: Bascom Baynes, vice-president, and E. H. Speckman, 


president. 
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Martin B. Williams 
Named Executive 
Secretary for Group 


Temporary Headquarters 
Now at Nashville; 
Dues Are Hiked 


Martin B. Williams of Richmond, Va., 
has accepted appointment as full-time 
executive secretary of the Industrial 
Insurers Conference and will be the key 
figure in plans for revision and im- 
provement of the services of the con- 
ference for its 65 member companies and 
the public. 

Selection of Mr. Williams, who is at 
present secretary of Davenport Insur- 
ance Corporation of Richmond, general 
insurance agency, plugs a gap in the 
staff of the conference which has been 
open since the retirement of Raymund 
Daniel last year. 

Mr. Williams was named near the 
close of the week at Biloxi. The choice 
lay between Mr. Williams and E, L. 
Scheufler, former Missouri superintend- 
ent and a series of official and unofficial 
meetings of the executive committee to 
make the choice began even before the 
convention had started. The committee’s 
nod to Mr. Williams was unanimously 
endorsed by the conference body. 


Ideal Candidate 


It was felt that Mr. Williams was the 
ideal candidate for the post because his 
background combined experience in in- 
surance, law, publicity and organiza- 
tional work. Graduating from Duke 
University in 1935, he became a fire and 
casualty agent for Travelers and shortly 
thereafter joined the Davenport agency 
where he made an outstanding record as 
a personal producer and as a nexecutive, 
In college he was editor of the maga- 
zine and has done considerable promo- 
tional and publicity work both in con- 
nection with business and with civic en- 
terprises. He is 32 years old. 

Mr. Williams’ extra-curricular activi- 
ties are legion. He is a former presi- 
dent of the Richmond Insurance Ex- 
change. He has been president of the 
Richmond Junior Chamber of Commerce 
and the Virginia Junior Chamber of 
Commerce. He was national director of 
the Junior Chambers of Commerce in 
1942-44. He was cited by the national 
chamber as the outstanding young man 


in Richmond in 1940 and in 1942 was. 


recipient for Virginia of the distin- 
guished service award of the national 
chamber. During the war, he | was 
chairman of the state salvage committee. 


Nashville Headquarters 


Mr. Williams will take office on June 1 
in the new central headquarters which 
will be at Nashville temporarily. A per- 


manent site will be selected next year., 


To fulfill the ambitious program for clos- 
er cohesion among conference members 
the new executive secretary will have 
greatly increased funds at his disposal. 
Beginning July 1, dues of the conference 
will be almost quadrupled for the larger 
companies and raised considerably for 
all companies regardless of size. 

It is expected that one of the secre- 
tary’s first acts of office will be to visit 
the home offices of most of the member 
companies. 
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Travers ars Warns of 
(verconfidence 
as fo Investments 


Seeds of Future Losses 
Sown in Comparable 
Periods in Past 


Continued vigilance and caution should 
possess life insurance investment man- 
agement, according to F. J. Travers of 
Lincoln National, who addressed the an- 
nual meeting of Industrial Insurers Con- 
ference at Biloxi. Overconfidence should 
be guarded against, he said. Fifteen 
years have passed since the last severe 
test of investment quality. The eco- 
nomic weather has been fair for a long 


time and a new generation of investors 
may be convinced that economic storms 
are a thing of the past. In just such 





FRANK J. TRAVERS 


overconfident atmospheres in financial 
history have the seeds of future losses 
been sown. 

Mr. Travers observed that life com- 
panies have been slow to adjust interest 
rate assumptions in their policies to in- 
vestment realities. There is a tendency 
to be guided by the overall earnings 
from past investments instead of the re- 
turn available from new ones. When 
banks were paying 3 and 4% interest on 
savings, life companies were assuming 
interest earnings of about 344%. The 
banks now are paying about 1% but the 
insurers assume interest earnings of 2% 
to 3%. This attracts additional funds 
and accentuates the investment problem. 


Increasing the Burden 


_ The life insurance investment burden 
is further increased by the increase in 
tendency for policy proceeds to be left 
With the companies. Last year about 
40% of the ordinary death benefits were 
set up for income payment rather than 
lump sum. 

Scanning the economic outlook, Mr. 
Travers declared that if production fails 
to get under way soon on a large scale, 
there could be dire results. Presently 
there is confidence that production will 
soon catch up with demand and that the 
patient buyer will find better merchan- 
dise at lower prices later on. If that 
confidence fades, then we are in for 
trouble. We are in a period now that 
Mr. Travers characterized as a catching- 
up economy. When the catching up on 
worn out equipment and shortages is 


YUM 


completed, there will be another impor- 
tant reconversion period. When that 
time comes it may be evident that busi- 
nesses and investors mistook the catch- 
ing-up process for normal peacetime 
sales and earning power. 

The present economy is not highly 
competitive and tends to permit the less 
efficient producers and distributors to 
prosper. 


Government Fiscal Factors 


As to government fiscal factors, he 
said that the budget is seemingly ap- 
proaching a balance and this removes 
one popular ground for fearing uncon- 
trolled inflation. However, taxes are 
still heavy and their burden will be em- 
phasized when production begins to 
catch up with deferred demand for 
goods and services. With the budget 
approaching a balance, the Treasury 
could almost be indifferent to the gen- 
eral level of interest rates were it not 
for the fact that so much of its borrow- 
ing is on a temporary basis. 

Mr. Travers commented on the in- 
teresting fact that during April the long 
term government bond prices dropped 
four points, following a 6% point rise 
since issue at par last December. One 
of the causes may be the action of spec- 
ulative holders. The six months hold- 
ing period necessary to obtain a reduced 
capital gains tax will expire early in 
June and some speculators may be an- 
ticipating the June selling by letting go 
of their bonds now. 

It is reported that the Treasury is 
very well satisfied with the present 
schedule of coupon rates, that is, 74% 
on short term certificates and 2% to 
244% on long bond maturities. Some of 
the steps recently taken by the Treasury 
and federal reserve board have the effect 
of stiffening the money market some- 
what. They abolished the banks privi- 
lege of rediscounting, at the preferential 
rate of 4%, loans collateralized by gov- 
ernment securities; they are making out- 
right payment from cash balances for 
maturing government securities. 


Demonetizing the Debt 


It is not generally realized that the 
Treasury has been demonetizing the 
debt by transferring some of it now in 
the hands of banks to individuals and 
savings institutions. This has been done 
witha resulting higher interest cost on 
the public debt. Much of the $10 to 
$15 billion of debt held by the banks 
that has been retired thus reduces bank, 
deposits and the nation’s money supply. 
The Treasury obtained these funds last 
December by selling 2%s and 2%s 
largely to individuals and saving institu- 
tions. 

Under the federal program for home 
financing a good portion of the new 
funds of life companies will be absorbed 
if the insurers get their fair share. Some 
of the small and medium size companies 
may be able to place nearly all of their 
new funds in this way. 

Carefully chosen residential mortgage 
loans represent the cream of mortgage 
investments. The net yields are some- 
what greater than those from bonds. 
Their average maturity doesn’t exceed 
12 or 15 years in contrast to 25 to 35 
years for corporate bonds and mortgage 
loans are not subject to substantial mar- 
ket depreciation. If bond prices decline, 
the principal repaymentss from fully 
amortized mortgages can.be used ad- 
vantageously to buy bonds at a dis- 
count. 

A disturbing factor is the rapid in- 
flation which has occurred in building 
costs and in the prices of real estate. 
Conservative lenders are trying to lend 
on the basis of prewar values. 

On a selective basis the insured shares 
of federal savings and loan associations 
offer an interesting outlet for a modest 
proportion of insurance funds, although 
residential mortgage loans directly made 
will have a greater appeal. 

A substantial outlet for mortgage 
loans should come when commercial 
construction and remodeling is  per- 
mitted to commence. 

There should be investment oppor- 

(CONTINUED ON PAGE 28) 
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An Asset to Our Business 


That combined spirit of cooperation and com- 
petition among companies which is so evident 
in our business, is one of the healthy factors 
which has helped build the institution of insur- 
ance to its present size and strength. In this 
connection we extend cordial greetings and best 
wishes to the Industrial Insurers Conference on 
the occasion of its first regular post-war annual 
meeting in Biloxi, May 8-10. During the years 
that this company has been a member of the ITC 
we have had ample opportunity to observe its 
workings and participate in its activities. The 
IIC has been a potent influence toward the bet- 
terment of our business and we wish it contin- 
ued success through the years ahead. 


WASHINGTON NATIONAL 


INSURANCE COMPANY 
CHICAGO 


Executive Offices: Evanston, Illinois 














Keeble, Emmons 
Treat On-the-Job 
Program for Vets 


As at most other meetings where com- 
pany executives gather the government’s 


on-the-job training 
program for war 
veterans came in 


for its share of dis- 
cussion at the In- 
dustrial Insurers 
Conference. Two 
speakers discussed 
it at some length, 
affording an insight 
into the matter. 
Sidney F. Keeble, 
general counsel for 





Life & Casualty, 
stated that on-the- 
S. F. Keeble job training has 
now gone far be- 


yond the original intent of Congress to 
make such benefits applicable to definite 
apprenticeship trade or for formal edu- 
cational purposes. He said that the 
pressure upon companies by the govern- 
ment to adopt this training has been so 
strong, directly and indirectly, that it 
has become hard for companies to resist 
installing the training. The idea has 
permeated every line of endeavor that 
anyone who applies for the training will 
get it. 

Mr. Keeble said he could only see use 
for the training in cases where justified, 
and in most cases it is a very dangerous 
thing. He said he felt that it is justified 
in the case of a man with a future who 
has lost time and money in the service 
and can give every promise of going 
places. For men with little prospect of 
improving themselves, the employer by 
installing on-the-job training has, in 
effect, promised a job at increased pay to 
a man he may never intend to put in that 
job. If, during the course of the train- 
ing, the employer discovers that this 
employe is not worth the job, he will 
be forced to cut out the training. This 
makes for disgruntled employes or em- 
ployers. 

He said it would be tough on any 
man to suddenly lose the subsistence 
allowed him under the program and in 
the cases where the employer cannot 
honestly raise this man’s salary over a 
period, the readjustment is bound to 
come. 

He said that he couldn’t see how there 
could be much real use of on-the-job 
training in the industrial field, except 
perhaps in a few home office capacities. 
For men on the debit, he said it was 
foolish to even contemplate on-the-job 
training. No promises can be made and 
there is no way of predicting when there 
will be a vacancy which will allow even 
the best debit man to become a super- 
intendent or manager. He termed the 
whole program a flimsy basis on which 
to employ a man. 

Miss Era Emmons, house organ edi- 
tor and assistant personnel manager of 
Life & Casualty, said that her company 
was of the opinion that it can qualify 
only a few of its veterans for on-the-job 
training. These few include the ones 
in which the company has confidence 
and the one who are being prepared for 
responsible jobs. She said that there 
were veteran$ in key positions whom 
they hope to make assistant department 
heads. These men can qualify for the 
full amount allowed veterans, she said. 

“Our most difficult problem involves 
the ones who are clerks, and who, in 
our opinion, will not advance very much 
with us over a period of time. We can- 
not qualify these veterans. The classi- 
fications we have set up for clerks and 
the salary ranges which we have estab- 
lished will not enable us to commit 
ourselves on ranges of more than $10 or 
$15 a year.” 

Miss Emmons said the company had 
been qualified for on-the-job training. 
This application sets up each depart- 
ment head as the trainer or teacher. She 
said the company could now apply for 


Conference Elections 
Provide Some Surprises 


(CONTINUED FROM PAGE 22) 
are T. N. Kidd, assistant manager of 
ordinary for Home Beneficial Life; W, 
Caswell Ellis, vice-president of Franklin 
National Life; E. H. Mears, vice-presj- 
dent and general manager of Union Life 
of Virginia, and N. Terrell Weaver 
vice-president of Bankers Health & Life. 





E. H. SPECKMAN 


On the nominating committee were 
Frank P. Samford, president of Liberty 
Nationai Life; J. R. Leal, vice-president 
and secretary of Interstate Life & Ac- 
cident; George R. Kendall, president of 
Washington National and Mr. Morse. 


Five New Companies 
on Conference Roster 


The Industrial Insurers Conference 
added four companies to its roster re- 
cently and the announcement of a fifth 
new member was made at Biloxi during 
the final day’s session. 

Dixie Life, Guardian Life & Hospital 
Aid, Lamano Panno Fallo Industrial 
and Progressive Quaker City Life are 
freshman members. North American 
Reassurance was voted into membership 
by the executive committee during the 
conference. R. A. Burke, the company 
secretary, was present at the meeting. 
Representing the other companies were 
Stanley G. Branding, vice-president of 
Dixie; W. L. Jones, president Guardian 
L. & H. Aid; Jack and Peter Fallo, 


vice president and secretary respectively 


of Lamana Panno Fallo. 





Frank J. Travers, Lincoln National 
Life, was speaking at the convention on 
investments for the third time during 
his career. Recently discharged as @ 
lieutenant commander from the navy, 
Mr. Travers believes that all investment 
men should have an engineering back- 
ground. “To the layman a_ building 
viewed as an investment appears just to 
be stone and steel, but to a man trained 


in engineering that building can have 
real meaning and its future earning 
power can be estimated,’ Mr. Travers 
maintains. 


Miss Era Emmons, Life & Casualty edi- 
tor and personnel manager, became the 
first woman ever to address one of these 
conferences. The members gave her 4 
rising vote of thanks, not just because 
of her sex, but because she made a good 
talk. 

Louis Phillips, octogenarian and trade 
paper editor who is given credit for 
founding the conference, was on hand. 


benefits for the veterans and expects to 
go ahead and work out each case and 
get for each veteran in whom they have 
confidence the amount the government 
will allow under the salary range the 
company has set up for them. 





All 
their 
gather 
local « 
ber, I 
tainme 

We 
boat | 
and a 
House 
the la: 

Wee 
the G 
Tharp 
in the 


Fish { 


A fi 
day a 
into t 
money 
best fi 
sive L 
the lat 
Lyon, 
ent Li 
Univer 
prizes 
of fish 

Hig] 
past {| 
Thurs. 
forma] 
Bowie. 
an an: 
ing. 
clause 


~- 


Lt- Qo ”“ ~~ — | 








XUM 





rence 
er re- 
. fifth 
luring 


spital 
istrial 
e are 
erican 
ership 
g the 
apany 
eting. 
were 
nt of 
irdian 
Fallo, 
tively 


trade 
t for 
hand. 


‘ts to 
» and 
have 
iment 
e the 


May 17, 1946 


LIFE INSURANCE E 














—— eee rene ae 
— 


§. Oulliber, I. M. Sheffield, Jr., J. D. Morse. 


All Was Not Work 
for Biloxi Crowd 


All was not business for the delegates, 
their wives and guests at the Biloxi 
gathering, for Clay Johnson, aided by a 
local committee headed by Victor Oulli- 
ber, had arranged a variety of enter- 
tainment for each afternoon and evening. 

Wednesday afternoon there was a 
boat ride on the Gulf for all members 
and a ladies lunch at noon in the White 
House hotel. The ladies then visited 
the last home of Jefferson Davis. 

Wednesday evening everyone attended 
the Gulf Coast welcome party given by 
Tharp-Sontheimer Life of New Orleans 
in the hotel’s sky lounge. 


Fish Story 


A fishing trip was arranged for Thurs- 
day afternoon with the crowd divided 
into two boats. On one of the boats a 
money pool was set up to reward the 
best fishermen. B. E. Moore, Progres- 
sive Life actuary, won $6 for catching 
the largest fish, a 20-inch mullet. H. H. 
Lyon, secretary-treasurer of Independ- 
ent Life & Accident, and M. V. Smith, 
Universal Life of Richmond, tied for $3 
prizes for catching the greatest number 
of fish. 

High point on the social side was the 
past presidents’ banquet in the hotel 
Thursday evening. The speaker at this 
formal affair was the Rev. George A. 
Bowie, former naval chaplain, who drew 
an analogy between insurance and liv- 
ing. Mr. Bowie termed memory the first 
clause of a policy on living and advised 
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Among those who will compose the executive committee of the conference for the 
new year are, left to right, W. Caswell Ellis, Ashley C. Tobias, Jr., T. N. Kidd, Victor 


hearers that by remembering good times 


they will be able to withstand hard 
times. io 
As a second clause for living, Mr. 


Bowie’s advice was to keep looking for 
the good things are are going on all 
the time. As a third clause, he asked 
that each person present add a little 
to the enjoyment of the world at large. 

He caused a great deal of laughter 
when he said that the approach of the 
minister and the insurance man are vir- 
tually the same. The preacher scares 
the hell out of his customers and the 
insurance man scares the premium out 
of his, he said. 


Golf Prizes 


Prizes were awarded for the golfing 
which went on each day of the confer- 
ence on the nearby links. N. Ter- 
rell Weaver, executive committeeman, 
awarded the prize for low gross score 
to J. I. Cummings, vice-president of 
Empire Life & Accident. Mr. Cum- 
mings received the rotating trophy do- 
nated by Kentucky Central Life & 
Accident, which a member must win 
three times to keep permanently. 

Low net prize went to Sidney Keeble, 
general counsel of Life & Casualty. M. 
H. Baxter, vice-president of Rio Grande 
National Life, won the second low gross 
and W. N. Culp, chairman of Southern 
Life & Health, won the second low net 
prize which had been donated by his 
own company. 

Mrs. I. M. Sheffield, Jr., won the low 
gross prize for women and Mrs. J. I. 
Cummings joined her husband as a win- 
ner by taking low net prize for the 
ladies. 
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Congratulations to 
THE INDUSTRIAL INSURERS' CONFERENCE 


for the progressive program adopted at the Biloxi meeting. 
We are proud to be an active member of the conference 
and we feel that this cooperative effort among companies | 
with common problems will aid us all in providing our pol- 
icyholders with protection vital to their future welfare. 


| A. B. Langley, President 


CAROLINA LIFE INSURANCE COMPANY 


Columbia, South Carolina | 
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INVESTMENT SAFETY 


The following figures and percentages show how our 
assets were divided as of Dec. 31, 1945, with the amount 
of dollars’ in each and the percentage relationship to the 
total: 


U. S. Government Bonds 

Cash in Banks... .. 

First Mortgage Real Estate Loans 
Home Office Property 

Other Bonds and Miscellaneous 


. $4,359,470.18 
409,318.35 
263,502. 1 | 

80,000.00 
189,941.38 


82.22%, 
7.72%, 
4.97%, 
1.51%, 
3.58%, 





CS 


. .$5,302,232.02 100.00%, 


Insurance in Force $57,021,736—Surplus Funds $1,385,633 
Paid Policyholders Since Organization $26,650,776 


KENTUCKY CENTRAL LIFE 
& ACCIDENT INSURANCE CO. 


Anchorage, Ky. 
1902——-Forty-Four Years of Service—1946 
E. H. Speckman, President R. H. West, Secy.-Treas. 
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INTERSTATE 
LIFE & ACCIDENT COMPANY 


CHATTANOOGA, TENNESSEE 


O 


JOS. W. JOHNSON, M. D., PRESIDENT 
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LIFE—HEALTH—ACCIDENT 
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Biloxi Speakers 
Treat Top Problems 


(CONTINUED FROM PAGE 22 
sured has demonstrated that he is sel- 
fish and greedy for himself and his fam- 
ily. He said this approach will appeal 
to a great many men who regard them- 
selves as shrewd. 

In the final address of Wednesday’s 
session, Miss Era Emmons, house or- 
gan editor and assistant personnel man- 
ager of Life & Casualty, described find- 
ing enough employes the biggest prob- 
lem in her company’s home office. This 
condition upset the company’s theory 





that with the return of service men, the 
ticklish problem of handling employes 
put on during the war would arise. This 
has not proved a problem, because the 
great increase in business has made room 
for all. 

Terming the relationship between em- 
ployer and employes a vital matter in 
the average home office, she listed the 
ways in which these relations could be 
improved. She recommended a reduc- 
tion in work weeks expanded by the war. 
She recommended the termination of 
employment of married women who 
were taken in on a temporary basis 
during the war. She advised installation 
of a reeducation program for newer em- 
ployes. She advocated the resumption of 
desirable procedures abandoned during 
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the war, because there was not adequate 
personnel to handle them. She urged 
the installation of new clerical systems. 

Miss Emmons said that her company 
had been getting top flight clerical em- 
ployes from senior students of the high 
schools in Nashville. She described the 
diversified ocupations program in force 
in the schools under which seniors are 
allowed to receive credits for work done 
in the afternoon. Miss Emmons said the 
majority of girls and boys who have 
worked for Life & Casualty while in 
school have become permanent employes 
when they graduate. 


SPECKMAN PRESIDES 


It was announced at the beginning of 
the Thursday morning’s session that 
President Craig had been taken ill on 
the golf course the preceding afternoon 
and had been advised by a physician to 
return home immediately. In his stead, 
E. H. Speckman, president of Kentucky 
Central Life & Accident and chairman 
of the conference executive committee, 
presided. 

At this point, it was announced by 
Bascom Baynes, president of Home Se- 
curity Life, that Martin B. Williams of 
Richmond, Va., had wired in his accept- 
ance as executive secretary for the con- 
ference. The members unanimously rati- 
fied this choice of the executive com- 
mittee. 

Mr. Speckman then turned over the 
gavel to Harry N. Lukins, vice president 
and general attorney of Washington Na- 
tional, and chairman of the legal section 
of the conference. 

First speaker was Ashley C. Tobias, 
Jr., president of Palmetto State Life, 
who launched a vigorous attack upon the 
application of the punitive damage law 
against insurance companies in South 
Carolina. He said that trouble had been 
through the application of the law and 
not with the original provisions of the 
law and said that, as now applied, puni- 
tive damage proceedings against an in- 
surance company should be heard in 
criminal courts. 


Popular Sport 


He described how a decade ago the 
seeking of punitive damages against in- 
surance companies became a _ popular 
sport for all the lawyers in the state 
and said that every company operating 
in South Carolina had been impaled by 
the law at one time or another. The 
law leaves it up to the discretion of the 
jury whether in a case of breach of con- 
tract there has been any fraud involved. 
If the jury decides fraud has been pres- 
ent, the defendant in the case, more than 
likely an insurance company, can be 
called upon to pay punitive damages far 
beyond compensatory damages that 
would normally be assessed for breach 
of contract. 

He recounted a number of cases in 
which the actual breach of contract and 
the fraud had been clearly perpetrated 
by insurance agents, but in which the 
decision had gone against the insurance 
company. He described as far worse 
than the actual payments, the constant 
harassing in the courts with the attend- 
ant high cost. Unscrupulous lawyers 
have come to realize that the nuisance 
value of such suits enables them to force 
a number of companies to pay them off 
before they go into court and even 
though the payoff is usually small, the 
lawyers consider it easy money for half 
an hour’s work. 


Fees out of Proceeds 


Mr. Tobias pointed out there is no 
statute in South Carolina to furnish the 
lawyer’s fee in a compensatory damage 
suit. Therefore, in order to get his pay, 
the lawyer tries to win the suit on 
grounds of punitive damages and takes 
his fee out of this additional payment. 

Mr. Tobias said that insurance inter- 
ests have been seeking to limit the 
amount of punitive damages that can be 
paid with no success in the South Caro- 
lina assembly. 

He expressed the hope that the public 
would become sufficiently enlightened to 
be aroused against the abuses of the 
law which has brought nothing against 








the state but disfavor and disadvantage 
to companies operating in the state, 

Francis Dwyer, vice-president of Pro. 
gressive Life, declared that while there 
is a great divergence of opinion among 
life company investment men as tg 
whether the so-called G.I. loans are gooq 
or not, he believes that the truth lies 
somewhere in between and that such 
loans have their advantages as well as 
disadvantages. He said that a goog 
deal of misunderstanding exists about 
these loans. 

He warned insurance companies 
against making these loans without first 
checking on the validity of the discharge 
papers of the borrower. If the loan js 
made without checking with the Vet. 
erans Administration, the insurance 
company will bear the whole risk with 
no government guarantee. 

Mr. Dwyer expressed the belief that 
the government intends to be liberal jn 





E. W. CRAIG 


extending due dates on G.I. loans. This 
doesn’t mean that foreclosure will not 
be permitted after the borrower is given 
sufficient time and warning to make the 
overdue payment. In such cases, the 
government appraises the foreclosed 
property and if this appraisal shows that 
the property is worth more than the 
amount owed, the lender he is entitled 
to take over the property, providing he 
pays the difference. 


Must Approve Transfer 


Mr. Dwyer warned that transfer of 
property thus mortgaged must have the 
approval of the Veterans Administra- 
tion. He said the government is merely 
acting as surety for the borrower, rather 
than guaranteeing the loan on the prop- 
erty for all persons owning the property. 
If the borrower transfers his property 
and the debt, the government guarantee 
is cancelled. 

Mr. Dwyer pointed out that the gov- 
ernment has taken a number of steps to 
protect its liability. If any fraud or 
forgery can be proved, the government 
is relieved of liability. The burden is on 
the lender to show that he has not failed 
to fulfill any of the regulations govern- 
ing the G.I. loan. A good thing to beat 
in mind when taking on such paper, 1s 
that this act was made for the benefit 
of veterans and not for lenders, Mr. 
Dwyer said. Those companies which 
have acepted such investments run into 
a great amount of red tape. The cost 
of monthly payments to borrowers 18 
relatively high and many times veterans 
are taking these loans on residential 
properties on which they figure they are 
paying too high a price and in which 








CASUALTY CLAIM MAN 
AVAILABLE 

For home office or branch office. 8 years super 
visory and managerial experience. Know mul- 
tiple jlines. Strong on coverage, legal liability: 
injury pores and operating. Comer inion 
tion and references upon inquiry. ess “ 
The National Underwriter, 175 W. Jackson Blvd. 
Chicago 4, Illinois. 
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they have no long range interest. Many 
of these borrowers figure that when the 
housing situation lets up they will want 
better places than they are buying at 
the present time and a number of them 
may default upon these loans. 


Predicts Refinancing 

On the credit side he said that the 
interest rate on such loans is a little 
higher than on most other investments 
and pointed to the posibility that the 
government will work out a refinancing 
plan for lenders. He said that both the 
government and commercial investors 
feel that they owe a debt to the return- 
ing veteran and this is one way in which 
good will can be gained by the insurance 
industry. 

At this point, Mr. Dwyer caused con- 
siderable flurry among the audience by 
pointing out that the original appraisal 
of a property to be mortgaged under a 
G.I. loan is made by an appraiser who 
represents the lender. It apparently had 
been the common misconception among 
those in the audience that the appraiser 
jn such cases was a government em- 
ploye. Mr. Dwyer pointed out, that 
though each appraiser is picked from a 
list recommended by the government, 
the appraiser is paid by the borrower 
and is making the appraisal for the bor- 
rower and the lender. 

Samford’s Question 

This caused Frank P. Samford, presi- 
dent of Liberty National Life, to ask 
from the floor if this did not give the 
government power at some later date 
to declare that the original appraisal had 
been wrong. Mr. Dwyer said that in 
his opinion the government had reserved 
such power and could even declare the 
appraisal fraudulent and in the case of 
foreclosure could this be absolved of 
its liability. Mr. Dwyer said, however, 
that in his opinion the government would 
be straightforward in such cases and 
would maintain good faith with all who 
were cooperating in lending servicemen 
money. 


PRUDENTIAL VS. S. C. 








W. C. Turpin, general counsel of 
Bankers Health & Life, was unable to 
be present and was replaced on the pro- 
gram by J. F. Finley, counsel of Inter- 
state Life & Accident. Mr. Finley pre- 
dicted that in the case of Prudential vs. 
South Carolina now pending in the 
United States Supreme Court, the court 
will hold that the additional taxes which 
foreign companies have to pay in South 
Carolina are discriminatory and unlaw- 
ful. 

The Supreme Court will not, however, 
be tricked into any definition of PL 15 
in the case, Mr. Finley said. 

In adding the latter surmise, Mr. Fin- 
ley referred to the argument advanced 
by one of the South Carolina lawyers 
that PL 15 validated all laws at present 
operative in the state, regardless of 
whether they are discriminatory. It was 
Mr. Finley’s opinion that the Supreme 
Court would dodge this issue and recog- 
nize tacitly that such construction was 
not placed upon PL 15 by those who 
wrote it. 


Humanized Law 


As the last speaker in the legal sec- 
tion, Sydney F. Keeble, general coun- 
sl of Life & Casualty, said that claims 
and suits against life insurance compa- 
les cannot be handled as mere techni- 
tal details. He said that upon the ac- 
tions of the legal department of an in- 
surance company rests the reputation of 
the company and the morale and stand- 
Ag the community of the man on the 
edit. 

One of the important things a com- 
pany counsel must know is when to say 
yes and the concept that the lawyer is 
amere legal machine for saying no is 
outmoded as far as insurance and public 
lations are concerned. 

Mr. Keeble expressed doubt as to 
whether G.I. loans are safe investments 
‘or life insurance companies. He said he 
reed with those who in the previous 

Ys discussion of appraisals for the 
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loan, felt that the government might 
very well follow a policy of declaring 
these appraisals excessive. He expressed 
concern that veterans are obtaining 
these loans on homes which they buy in 
the highest market and that these houses 
are the type people will want to get rid 
of when housing catches up with the 
demand. 

He said that in case a great number 
of these loans proved to be bad, the gov- 
ernment might necessarily retire behind 
the statement that real estate and insur- 
ance companies were interested in milk- 
ing veterans for all they could get. The 
government would tighten up on the 
lenders and refuse to pay off its guar- 
antees on the basis of technicalities, 
saying that insurance companies did 
not need returns on these loans to keep 
going. 

Mr. Keeble advised all life insurance 
company executives to employ labor 
counsel in any difficulties with employes. 
There are a million points on which an 
employer can be successfully charged 
with indulging in unfair labor practice, 
he warned. : 


INVESTMENT OUTLOOK 


Frank J. Travers, investment specialist 
for Lincoln National Life, made his 
third appearance on a conference pro- 
gram in a discussion of the investment 
outlook. Mr. Travers said that in figur- 
ing out what will be a good investment 
it is necessary to go far beyond mere 
figures to find out all there is to know 
about the business in which the invest- 
ment is being made, the trend in this 
business and the schemes of the men 
who are connected with the investment. 

He termed the basic factors in the 
present economic outlook the vast sav- 
ings accumulated in the last three 
years by individual companies. He said 
that at present we are not undergoing 
reconversion, but attempting to catch 
up to a production point where we can 
convert. The big danger will be if this 
sales boom is thought of as normal. The 
sales weather of today is in no way 
competitive, he said. 


No Real Test 

He said that life companies have done 
a good job, but that during the past 15 
years the economic weather has been 
fair. No real test of investment strength 
has been made and the whole new gen- 
eration of investors might have the mis- 
taken impression that economic storms 
are over for good. 

Questioned from the floor by Mr. Fin- 
ley about the feasibility of housing as a 
company investment, Mr. Travers indi- 
cated that in his opinion such an invest- 
ment provided tremendous headaches. 
He pointed out that the cost of building 
is high and said that in looking back one 
could note the number of apartment 
houses built in other times which went 
through receivership. Operating a hous- 
ing project presents a tremendous man- 
agement problem and responsibility. In 
order to manage such a project success- 
fully, the life company must control the 
entire area. The insurance companies 
are not prepared to build the really low 
cost housing which is in demand, but 
must, for reasons of cost, build housing 
for the middle class. 

Mr. Finley countered from the floor 
that insurance companies might well be 
forced to invest in hoysing by public 
pressure. 


Railroad Bonds 

In another question from the floor 
Joe D. Morse, president of Home State 
Life, asked Mr. Travers what his opinion 
was about the value of railroad bonds. 
Mr. Travers took a dim view of the 
value pointing out that there was little 
likelihood of improvement in railroad 
business. Mr. Travers said that the out- 
look for public utility investments was 
very bright and in answer to a question 
as to what would happen to utilities if 
atomic energy becomes a popular source 
of power, pointed out that two-thirds of 
utility companies investments are in the 
lines carrying electricity. He said there 
was no reason why these same lines 
couldn’t carry electricity which had been 








manufactured through the use of atomic 
energy. 

Closing speaker of the conference was 
J. R. Leal, vice-president and secretary 
of Interstate Life & Accident, who 
traced the history of the Industrial In- 
surers Conference. He told how the 
forerunner of the conference convened 
in November, 1910 upon the instigation 
of Louis Phillips of New Orleans, who 
was then editor of the Insurance Vindi- 
cator. 

Mr. Leal pointed out that in the early 
days of industrial insurance in the south 
there were no statistics or mortality 


tables upon which to base operations, 
but said that by 1900 some 12 or 15 com- 
panies had attained a sizable volume. He 
said the early slogan was to get the 
business, regardless of the method and 
that it was an era of cutthroat competi- 
tion. Most of the companies in the con- 
ference in those days wrote industrial 
accident and health exclusively and the 
group was first named the Southern 
Casualty & Surety Conference and later 
the Southern Industrial Insurers. In 
1925 the present name was adopted. 
Since its inception, Mr. Leal says the 
conference has accomplished wonders in 
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Progressing with the West 


CALIFORNIA’S OWN INDUSTRIAL INSURANCE COMPANY 
HIGHLIGHTS FROM OUR 1945 ANNUAL STATEMENT 


Increase 
ADMITTED ASSETS .. . . . . §$2,420,743.81 29.10% 
( a ss 1944 $1,875,025.67) 
TOTAL PREMIUM INCOME... ._ $1,601,638.61 13.35% 
a . vi 1944 $1,413,042.99) 
LIFE INSURANCE IN FORCE .. . $29,860,913.00 15.55% 
es _ st 7 1944 $25,841,445.00) 
POLICY NET RESERVES .. .. .  $1,850,975.03 28.65% 
ce = - os 1944 $1,438,738.59) 
SURPLUS FUND A ae oak ae $306,959.36 24.20% 
( " 5 1944 $247,148.98) 
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promoting cooperation between indus- 
trial insurers for the good of the public 
and for the business. He said that the 
conference has never forced compliance 
on rates, policies or competitive prac- 
tices, but that member companies have 
held firmly to proper business ethics 
through common ideals which they 
gained from the conference. 


Travers Warns of 
Overconfidence 


(CONTINUED FROM PAGE 23) 


in railroad equipment obliga- 
tions. The municipal investment field 
holds little promise. There is no im- 
mediate ct of-large new public 
authority nd, in fact, it seems 
desirable soci t public works be 
deferred until W into a period of 
widespread unemp c 

There is some deman® for new capital 
from industrial corporations, but not 
much from utilities. Unless the present 
market unsettlement continues he pre- 
dicted there will be another wave of re- 
funding of utility bonds and some in- 
dustrials too. 

Preferred shares can have consider- 
able investment merit although as a 
class preferreds have some disadvantages 
and weaknesses. Conversion and war- 
rant privileges can add to the attractive- 
ness of preferreds. A few of the con- 
vertible good quality preferreds brought 
out in recent years are selling at pre- 
miums of 50% to 100%. 


Fluctuation Reserve Advised 


He mentioned the disadvantage of 
market decline occurring at the year 
end. The smoothing valuation formula 
is still in the discussion stage. 

To be on the safe side, common stocks 
purchased now should be assigned a siz- 
able market. fluctuation reserve. After 
the long rise which they have experi- 
enced since the scare of early 1942 they 
yield little more than bonds. ; 

While investors are apt to dwell on in- 
terest rates the real investment hazard 
over a period of years arises from fail- 
ure to select risks with sufficient mar- 
gins of enduring safety to withstand the 
recurring periods of general business 
depression. Today’s market allows the 
investor little additional yield for extra 
risks. They talk in terms of bond yields 
but forget that in hard times bonds are 
referred to in terms of dollar prices— 
102 for a high grade bond against per- 
haps 75 or 80 for one whose earning 
support is rapidly disappearing. 


tunities 














Agents’ Qualification Law 
Proposed in Louisiana 


NEW ORLEANS—A proposed 
agents’ qualification law, providing for 
the examination and licensing of insur- 
ance agents, will be presented to the 
Louisiana legislature. 

The bill, which is endorsed by the 
New Orleans Association of Life Under- 
writers, provides that a presently li- 
censed agent may retain his license with- 
out examination, but that an agent who 
wishes to obtain a license must pass a 
written examination before it will be 
granted. 


Schedule for Examinations 


The examinations would be given by 
the office of the secretary of state, who 
is the ex-officio insurance commissioner, 
at least once every 15 days in the princi- 
pal town of each congressional district, 
and in Baton Rouge daily except on le- 
gal holidays. 

The bill calls for a board of five, with 
power to promulgate regulations con- 
cerning the tests, supervise their grad- 
ing, and to give the examinations. The 
secretary of state would serve as chair- 
man of the board. 

Other provisions of the bill include the 
waiving of the examination in the case 
of a C.L.U. and the establishment of an 
examination fee of $5 and a licensing fee 
of $2. 





Biloxi Briefs 


H. Clay Evans Johnson, president of 
Interstate Life & Accident, as executive 
committeeman in charge of the program 
at Biloxi was the youthful guiding 
genius of the meeting. He had arranged 
for the hotel, the speakers and all the 
special events. He had really served in 
the capacity of executive secretary in 
the absence of a man in that position 
and as such had handled all publicity 
and harmonized all details for the memni- 
bers. Mr. Johnson was a human dy- 
namo. At one point during the formal 
proceedings of the conference he was 
honored with a testimonial from the 
whole group. The members further re- 
warded him for his significant contribu- 
tion by electing him chairman of the 
executive committee. 

George R. Kendall, president of Wash- 
ington National, was overheard in the 
bar car of the Panama Limited en route 
to the meeting, patiently explaining to 
a tipsy navy chief just where the life 
insurance dollar goes. The sailor had 
somewhere gained the notion that the 
insurance companies own the country 
and charged in loud tones that the com- 
panies were in business for nobody’s 
good but themselves. Mr. Kendall’s de- 
fense seemed to win the case before the 
bar. 

Lone delegate at the conference from 
the west coast was R. W. Smith, presi- 
dent of Unity Mutual Life & Accident, 
Los Angeles. Mr. Smith and his wife 
attend the meeting every year and make 
a vacation tour out of the trip. Because 
he was originally from Rhode Island and 
she from Chicago, it gives them the op- 
portunity to visit friends and relatives 
back east. This year they plan to visit 
the Speckmans at Anchorage, Ky., and 
then attend the Health & Accident Un- 
derwriters Conference at Cincinnati. 

Peter Fallo, secretary of Lamana 
Panno Fallo Industrial of New Orleans, 
might have been said to have been on 
a mailman’s holiday when he went out 
on the boat excursion. Mr. Fallo, the 
son of Jack Fallo, the president of the 
company, has just returned from an ex- 
tended tour of duty in the south Pacific 
aboard a cost guard cutter of about the 
same size as one of the excursion launches. 

Guests at the conference were Com- 
missioner McKenzie of Arkansas and his 
wife. He was one of the most popular 
men at the conference, both because of 
his pleasing personality and because he 
is in the know on insurance legislative 
moves. 

R. W. Baxter, president of Rio Grande 
National Life, was one of the most atomic 
figures at the conference in that he has 
developed a very successful technique 
for getting discussions going. Mr. Bax- 
ter admits that he loves arguments and 
discussions and that he will attempt to 
start things going in any crowd by mak- 
ing some rash and leading statements 
which he doesn’t really mean. It works 
and before you can say Rio Grande Na- 
tional Life, Mr. Baxter has got the crowd 
going and is sitting quietly in one corner 
enjoying the show. 

A number of the conferees came well 
fortified with liquor, because Mississippi 
is a dry state, officially that is. The sight 
of the numerous bars within and without 
the Buena Vista hotel were good evi- 
dence that Mississippians aren’t kidding 
when they quote their adage, ‘“We’ll vote 
dry as long as we can stagger to the 
polls.” 

A running mock-feud was carried on 
constantly by a pair of cousins, Ted C. 
McCullough, executive vice-president of 
Union National Life, Baton Rouge, and 
Fred J. Greer, secretary of that company. 
Both have just returned from the serv- 
ice, Ted as a lieutenant and air corps 
navigator and Fred as a sergeant in 
public relations. The feud revolves 
around whether it is more glorious to 
be an officer or an enlisted man and a 
few other assorted things. 





Plan for American Bar Rally 


The board of governors of the Ameri- 
can Bar Association will meet at the 
Edgewater Beach hotel, Chicago, May 
25 and the house of delegates May 27-29. 
At that time the program for the annual 
meeting in October will be laid out. 
Chairman of the insurance section is V. 
J. Skutt, vice-president of Mutual Bene- 
fit Health & Accident. The insurance 
meeting will be held in the city audi- 
torium at Atlantic City. 
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Eubank and Hobbs 


Texas Headliners 


Adm. Gerald A. Eubank, New York 
City general agent of Prudential, will 
share the spotlight with Phillip B. 
Hobbs, Equitable Society, Chicago, 
N.A.L.U. vice-president, at the annual 
meeting of the Texas Association of 
Life Underwriters at Corpus Christi 
June 6-8. 

Two outstanding Texas life men with 
top-flight produuction records will also 
appear on the convention program. 
They will be John Arden, Waxhachie, 
Southwestern Life, and Lloyd Turner, 
Houston, Kansas City Life. New offi- 
cers will be elected at a final business 
session June 8, and a banquet and dance 
that evening will wind up the con- 
vention. The Corpus Christi association, 
host organization, will entertain the del- 
egates with a special affair June 7. 


— 
—== 


Nearly 1,000 members of the 25 local 
associations throughout Texas are ex. 
pected to attend. Dale Shepherd of 
Houston is president of the Texas asso. 
ciation. Program chairman for the con. 
vention is Harold Rossman. 

Pre-convention activities will include 
the conference of the general agents 
and managers section, and meetings of 
the Leaders Round Table of Texas (or. 
dinary producers) and the Industriaj 
Leaders Round Table of Texas. Sched. 
uled also for June 6 is an all-day school 
of instruction for incoming officers of 
the local associations which will be 
conducted by representatives of the Na. 
tional association. 


Deane C. Davis Visits Kentucky 


Deane C. Davis, vice-president and 
general counsel of National Life of Ver. 
mont, has returned from a week’s trig 
to Kentucky where he was a speaker 
at a meeting of the W. R. Long general 
agency at Louisville. 





FROM OUR 


Total Assets 


quality. 


Home Office 


54TH ANNUAL STATEMENT 


Insurance in force December 31, 1945 $324,637,856.00 
Amount of Insurance in force increased 72,494,455.00 


Voluntary Contingency Reserves, Sur- 
plus Funds, and Capital for additional 
protection of policyholders 


@ For each $1.00 of liability, $1.61 in assets of proved 


The Company enters its 55th year with 
more than 2,300 persons adequately 
prepared to render service to a rap- 
idly expanding Southeast. 


INDUSTRIAL 


Life and Health Insurance Co. 


19,746,896.49 


7,462,908.56 


Atlanta, Georgia 
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Report on Federal 
Life Is Excellent 


A report on Federal Life of Chicago 
by the Illinois, Pennsylvania, Missouri 
and Texas departments for the period 
January, 1942, through December, 1944, 
shows assets of $22,746,468, capital $1 
million and surplus $1,440,909. 

The examiners commented on the 
sound financial condition of the com- 
pany and noted that profits under life 
and A. & H. policies have resulted in a 
steady increase in surplus. Gains in sur- 
plus have permitted continuation of 
dividends and in 1944 dividend payments 
were revived on capital shares. They 
also stated that adjustment of claims 
and losses has been prompt. 


Principal Officers 


Isaac M. Hamilton is chairman and 
L. D. Cavanaugh, president. Other chief 
oficers are Spencer R. Keare, executive 
vice-president and George Barmore, su- 
perintendent of agents. 

The company has 41 managers, 17 
direct agents and 236 agents working 
under managers. 

Business has been conducted profit- 
ably in each of the past three years and 
gains have been made from insurance 
operations exceeding investment losses 
from sales and downward adjustments 
in asset values. 


Lutheran Mutual 
Remains at Waverly 


Lutheran Mutual Life will continue to 
maintain its headquarters at Waverly, 
Ia., as a result of policyholders voting 
at the annual meeting 19,803 to 11,565 
against the proposal to move to Des 
Moines. The proposed Des Moines 
move caused considerable agitation and 
the issue was at one time in the courts. 

Another resolution demanded that all 
non-resident officers be required to move 
to Waverly. The Rev. A. C. Ernst of 
Stillwater, Minn., the president, said 
that this resolution would-be considered 
May 28 by the directors at Chicago. He 
said he had no intention of moving to 
Waverly. He declared the issue of mov- 
ing to Des Moines is now closed. 

The resolution was offered by Attor- 
ney Carl E. Hagemann of Waverly. He 
was an unsuccessful candidate for di- 
rector. 

The resolution against moving to Des 
Moines also provided that as soon as 
materials are available the home office 
building be enlarged. 

The company first started plans two 
years ago to move the home office and 
as a result a bill was introduced in the 
legislature seeking to prevent the com- 
pany from moving without a two-thirds 
majority vote of the policyholders. The 
bill was defeated, however, and a group 
of policyholders then obtained a court 
Injunction. Later the supreme court 
modified the injunction to permit the 
frm to move its investment and agency 
departments to Des Moines. At the an- 
nual meeting a year ago the transfer was 
approved but it was discovered later that 
ballots had not been sent to some 200 
holders of educational policies. 


New York Life Housing 
Department Is Established; 
0. L. Nelson in Charge 


_A housing department, under direc- 
tion of Assistant Secretary O. L. Nel- 
son, has been established by New York 
Life. G. Harmon Gurney has been 
named chief architect for housing with 
Sanger Brown as assistant. 

Opening of a separate housing depart- 
ment is due to increasing volume of 


work in the company’s contemplated 
housing program. New York Life has 
already announced two projects now un- 
der development at Fresh Meadow, 
Queens and Princeton, N. J. 

Mr. Gurney has been in charge of 
developing plans for the two projects 
under way. He joined New York Life 
two years ago as chief housing expert 
and planner. He has worked previously 
on several state and local housing proj- 
ects. 

Mr. Nelson recently joined New York 
Life following service in the army, 
where he held the rank of major general. 





Old Line Life’s Gains 

Old Line Life’s insurance in force at 
the close of the first quarter totalled 
$101,996,966, a net gain for the three 
months of $1,112,937. Assets are $31,- 
761,930, an increase of $555,668. Acci- 
dent, health and hospital premiums  in- 
creased more than 34%. 


Crown Life of Canada has been li- 
censed in New Jersey and has appointed 
New Jersey Life Associates of Newark 
as general agents for the state. 





CHICAGO 


PAR FOR PARKINSON EVENT 


The annual “Par for Parkinson” 
luncheon in the central department in 
tribute to President Parkinson of Equi- 
table Society will be held in Chicago at 
the Drake hotel May 18. Walter L. Gott- 
schall, head of the central western divi- 
sion, is making the arrangements. 











CHASE M. SMITH TO SPEAK 


At the meeting of the insurance mem- 
bership group of the Union League Club 
May 23, General Counsel Chase M. 
Smith of the Kemper organization will 
be the speaker on “What Confronts In- 
surance?” He is particularly qualified to 
speak on this subject. He is a member 
of the all industry committee, the draft- 
ing committee, the conference committee 
dealing with the insurance commission- 
ers and has been a member of other sub- 
committees. He will give a resume of 
the situation as it is today, will tell 
some of the problems that had to be con- 
fronted and will give personal observa- 
tions and comment on efforts made to 
comply with public law 15. 


SALVATION ARMY CAMPAIGN 


D. R. McLennan, Jr., vice-president 
of Marsh & McLennan, is serving as 
chairman of the Chicago insurance di- 
vision in the national campaign of the 
Salvation Army to raise $25 million for 
capital expenditures. G. F. Purtell of 
American National Bank & Trust Co. is 
co-chairman and Mr. McLennan _ has 
named as captains in the life and acci- 
dent and health field George F. Man- 
zelmann, president of North American 
Accident, and George Huth of Massa- 
chusetts Mutual Life. 





WHITMER IS ARRESTED 


Arthur L. Whitmer, who was presi- 
dent of the defunct Chicago National 
Life, has been arrested for alleged com- 
plicity in real estate swindles in which 
Mrs. Mildred Burke is charged with de- 
frauding 94 customers out of $108,000. 
According to the newspaper reports 
Whitmer is suspected of being the 
“master mind” behind the real estate 
operations of Mrs. Burke. It was alleged 
among other things that down payments 
were collected on homes that never ma- 
terialized. 





RECORD QUARTER FOR KLEIN 
Paid production for the A. R. Klein 
agency in Chicago for the first four 
months of 1946 was the greatest for any 
four-month period since the agency was 
organized in 1938, 61% ahead of 1945. 


VIEWED FROM NEW YORK 


By R. B. MITCHELL 





S. A. MONROE ADDRESSES WOMEN 


Addressing the luncheon meeting of 
the League of Insurance Women, S. A. 
Monroe, director of pension trusts of 
Equitable Society discussed the favorable 
position that high premium insurance 
contracts enjoy under the tax laws, and 
their favorable position with regard to 
attachment by creditors. He said that 
when these advantages are considered 
together with today’s high income taxes 
and low investment yields, it is prac- 
tically impossible to accumulate a prin- 
cipal sum the income from which is 
sufficient to provide a retirement pro- 
gram. It is necessary for the individual 
to complete a retirement program with 
the thought of using both principal and 
income at retirement age rather than to 





approach it with the thought of preser- 
vation of principal, he said. : 

The second point was the necessity 
for agents to clearly distinguish between 
the partnership method of operation and 
the corporation method. Many agents do 
not grasp the importance of this point 
in that they sometimes prefer the part- 
nership to corporation and vice versa. 
He pointed out that there is an auto- 
matic dissolution of the deceased part- 
ner’s interest in the partnership and sur- 
vivors must wind up the business as 
soon as possible after the death of the 
partner and render an account to his 
estate. 

The alternatives to a liquidation were 
discussed in detail and the conclusion 
drawn that the most satisfactory way 








HOME OFFICE 
CHICAGO 


End of 

Year Admitted Assets 
1905 $ 446,220 
1910 974,468 
1915 2,110,281 
1920 5,939,063 
1925 15,111,294 
1930 28,649,162 
1935 35,053,788 
1940 49,533.619 
1945 77,907,740 


“bs Faithful as Old Failhful”’ 
41 YEARS 
OF CONTINUOUS MANAGEMENT 


Sound and Steady Progress 


Insurance in Force: $266,090.710 


NO CHANGE IN RATES, DIVIDENDS 
OR LOW NET COST SINCE 1937 





FIELD BUILDING 
ILLINOIS 


Liabilities Surplus 
$ 108,836 $ 337,384 
481,053 493,415 
1,556,160 554,121 
5,565,328 373,735 
14,377,306 733,988 
27,244,473 1,404,689 
32,522,281 2,531,507 
45,998,673 3,534,946 
71,499,453 6,408,287 








ing at Ages 17, 18, 19, 20 and 21. 


salary and incentive commission plan 


Texas. 











ATLANTIC OFFERS BROADER JUVENILE COVERAGE 


In line with the Company’s progressive policy of providing its representa- 
tives a complete line of contracts for their clients, effective April Ist, four new 
policies were added to accommodate the fast growing juvenile market. Our 
complete line of juvenile contracts include: Ordinary Life-Selected Risks; Life 
Paid Up at Age 60; 20 Payment Endowment at age 60; 20 Payment Life; 20 
Payment Endowment at Age 85; 20 Year Endowment; and Endowments matur- 


All of these contracts, in the event of death, provide for payment of the 
ultimate amount at age 5, whereas formerly, the Juvenile contracts provided 
only for the payment of the ultimate amount at age 10. 

This expansion of Juvenile coverage is another reason why 1946 offers an 
oustanding opportunity for Atlantic Life representatives under the Company’s 


Agency and managerial opportunities available in Virginia, North Carolina, 
South Carolina, Maryland, District of Columbia, West Virginia, Tennessee and 


ATLANTIC LIFE 


INSURANCE COMPANY 


Directing the Way Toward Financial 
Security Since the Turn of the Century 


of operation. 


Richmond, Virginia 
Organized 1899 
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to provide for the contingencies that 
face every partnership is to have a 
proper purchasee and sale agreement 
funded with life insurance. Mr. Monroe 
pointed out the factors that enter into 
such an agreement together with the 
manner of writing such policies. In ad- 
dition, he discussed the situation which 
confronts the stockholder in the cor- 
poration in the event of the death of 
one of the stockholders. 


TO PROBE PART-TIMERS ‘ 


President David B. Fluegelman of the 
New York Life Underwriters Associa- 
tion has appointed a committee to in- 
vestigate prevailing practices in general 
agencies and managers’ offices as to how 
high the level of induction and training 
of new men may be maintained. Qual- 
ity standards should be maintained, he 


said. Benjamin D. Sallinger, Mutual 
Benefit, is chairman. 
Another committee has been ap- 


pointed to investigate part-time agencies, 
excluding persons engaged full time in 
the general insurance business. Some 
men have left insurance to enter other 
fields but have retained their life insur- 
ance licenses and contracts. This prac- 
tice should be eliminated, Mr. Fluegel- 
man said. 


N. ¥Y. CITY MARCH SALES 

Sales of ordinary life in New York 
City in March, as_ estimated — by 
L.I.A.M.A. were $117,709,000 as against 
$102,469,000 for March, 1945. 


NEW YORK SUPERVISORS’ SLATE 


The nominating committee of the 
Life Supervisors Association of the City 
of New York has named Harry C. Ard, 
Connecticut General, for _ president; 
George L. Bobbe, Guardian Life, first 
vice-president; Brooks Palmer, Equi- 
table, second vice-president, and Arnold 
Siegel, Connecticut General, for secre- 
tary-treasurer. Election will be held 
at the June meeting. 

Members participated in an open dis- 


cussion on “What You Want from the 
LAs” 








Alliance Life Sweepstakes 


Alliance Life has begun its annual 
May and June sweepstakes honoring 
company executives. A series of nine 
will be run lasting one week each. The 
first began May 1 for M. A. Kern, presi- 
dent. Cash bonuses are awarded to win- 


~ RECORDS 


Bankers Life, Neb.—Record production 
in April with over 108% increase in paid 
business and more than 91% gain in 
written over April, 1945. Agents in May 
are observing the company’s 59th anni- 
versary in an “Atomic Bomb Test” cam- 
paign. 

Minnesota Mutual—aAll previous rec- 
ords for new examined business were 
broken in April with submitted applica- 
tions totaling $13,769,249, gain 149% over 
the same month last year. For the year 
to date increase is 83% in examined busi- 
ness. New paid issue is $10,730,375, in- 
crease 72%, for April. For the year paid 
issue is 50% greater than for the cor- 
responding period in 1944. Insurance in 
force gained over $7% million in April 
and $22,659,000 for the first four months. 
Insurance in force at the end of April 
was $369,920,380. 

Security Mutual Life, N. ¥Y.—Insurance 
in force at the end of April passed $151 
million, exceeding the mark of $150 mil- 
lion set for June 30. April business was 
72% ahead of last year, the largest April 
on record and the third largest month in 
history. For the first four months, the 
gain is 63.5% over last year. 

Loyal Protective Life—The April 
“president’s birthday month” drive in 
honor of President John M. Powell set 
a new company record. Business was up 
98% in the accident and health depart- 
ment and 86% in the life department 
over April of last year. 

National Life, Vt.—Sales of new life 
insurance for April. were $9,458,837, a 
gain of 36.60% over April a year ago. 
During the first four months insurance 
im force gained $26,805,121. 

Berkshire Life—Paid life insurance for 
April increased 17%. Increase for the 
There have 














first four months was 31%. 





PROOF 0’ THE PUDDING 





‘*Since getting out of the Army 8 months ago, the mar- 
velous Home Office cooperation plus the Q-V-S contract has 
enabled me to build... from scratch. ..an agency of 12 
full time Field Underwriters who already are producing at 
the rate of six million dollars a year.”’ 


SPENCER TREHARNE, 


Agency Manager, El Paso, Texas 








Q... quality 
¥V... volume 
§...service 











THE CAPITOL LIFE INSURANCE CO. 
Clarence J. Daly, President 
W. V. Woollen, Agency Vice President 
Home Office—Denver 1, Colorado 








been 38 consecutive plus months. 

Home Life—New business paid for in 
April was 80% ahead of April 1945, best 
April in history. Year to date totals 
show an increase of 56% over the first 
four months of last year. 

Lutheran Mutual Life—April was the 
largest month in history, issued business 
of $1,806,150. This was an increase of 50% 
over 1945. New issued business for the 
first four months is 50% ahead. 

Equitable Life of Iowa—Paid life for 
April totaled $11,515,681, the largest 
April production in history, and with 
the exception of March 1946, the largest 


single month on record with a gain of 
$6,179,133 or 115.8% over April 1945. 
Paid total for the first four months is 


$42,427,337, the largest four months’ gain 
in history and a gain of $20,353,897 or 
92.2% over the first four months of last 
year. Insurance in force as of April 30 
amounts to $777,038,403. 

National Fidelity Life—April was the 
40th consecutive month of gain in busi- 
ness written and paid for April business 
was double that of a year ago, the total 
being $1,200,000. For the first four 
months the gain is 70%. 

Bankers National Life—Despite the 
fact that April was convention month 
new ordinary paid-for was 67% ahead 
of April, 1945. Since the first of the year 
production was 66% ahead. Insurance in 


force is now $115,841,131, a gain of more 
than $5,250,000 since Jan. 1. At the con. 
vention at Miami Beach production elyp 
members voted on a goal of $125 million 
by Dec. 31. 


Califernia-Western States—April was 
the largest month in history with nearly 
$6 million of new written business. This 
was an 87% increase and for the first 


four months the increase is 73%. 
Manhattan Life—April business wags 
$6,688,903, a new record for a single 


month and nearly a million dollars larger 
than December, 1941, the previous high, 
The April figure is a gain of 30% over 
April of last year. Insurance in force js 
now $157,345,892, an increase of 15.7%. 
James G. Ranni, general agent at New 
York City, wrote $1,400,700 last month 
the second time this year that his agency 
has exceeded $1 million. 

Rural Life, Tex.—In an April drive for 
its first million-dollar month commem.- 





orating its seventh anniversary, sales 
were $1,235,210. For the first four 
months new business is up 387% and 


paid-for business is up 41%. 


Franklin Life—April sales totaled $15 
million, an increase of 157%. The gain 
is 134% for the first four months, 

At the present rate of increase, the 
$400 million mark as to insurance in 
force will be reached by Sept. 1. 











NEWS ABOUT 


LIFE POLICIES 





Gulf Changes to 
3% Reserve Basis 


Gulf Life of Florida May 1 changed 
its reserve basis to American Men 3%, 
Illinois standard. In general there is an 
increase in premiums, although pre- 
miums at some of the younger ages at 
issue have been decreased and those for 
such forms as modified life 60, family 
income, and monthly debit ordinary life 
and 20 payment life remain unchanged. 


Illustrative Rates Given 


Single premium juvenile endowments 
maturing at ages 15-21, inclusive, now 
are being issued. Illustrative rates for 
annual premium forms are: 

20 Pay. 














End End. 20 End. 

85 85 =r. Age 5 Yt. 
Age $5,000 $5,000 End. 5 Tm. 
i ee 52.03 $ 92.46 $42.16 $13.14 ares 
155. 58.14 101.59 42.31 14.65 ats 
PO x « 59.51 103.24 42.35 14.99 sone 
‘by Bae 61.16 105.41 42.37 15.35 avers 
18: 62.91 107.08 42.41 15.70 ace 
19. 64.71 109.35 42.43 16.08 Bee 
20. 66.58 111.10 42.46 16.47 7.94 
21. 68.23 113.47 42.48 16.87 8.06 
22. 69.93 115.29 42.51 17.46 8.16 
23. 71.71 iAL745 42.53 18.08 8.21 
24, 73.87 119.65 42.57 18.73 8.27 
25. 75.84 122.26 42.60 19.23 8.29 
26 € 124.34 42.65 19.96 8.3 
1 80. 127.09 42.70 2 $.31 
28... 6 129.34 42.77 21.3% 8.32 
2D 85. 132.30 42.84 22.21 8.33 
30. 87.98 134.77 42.95 23.13 8.38 
te 90.68 137.97 43.06 23.89 8.40 
Baie: 93.§ 141.38 43.21 24.94 8.48 
33.. 96.§ 144.21 43.37 26.07 8.59 
34... 59 147.87 43.55 27.27 8.75 
35.. 3.98 151.68 43.77 28.30 8.95 
36.. 107.5 154.91 44.02 29.68 OcET 
eh 5s 159.07 44.29 Si.L7 9.43 
38. 116.: 163.38 44.59 32.78 9.73 
39. 121. 167.86 44.94 34.74 10.08 
40.. 125.6 171.76 45.32 36.55 10.49 
41. 130.2 175.82 45.70 38.49 10.95 
42. 135.$ 180.92 46.13 40.60 11.48 
43. 141.8: 186.22 46.60 42.90 12.06 
44, 148. 191.84 47.13 45.42 12.68 
45. 154. 196.70 47.72 veces” Boe 
46. 160. 201.86 48.31 14.16 
47.. 167.69 208.23 48.98 14.98 
48.. 175.5 214.97 49.71 15.86 
49... 183. 222.05 50.52 16.82 
50... I9i. 228.38 51.40 17.86 
55.. 243.2 201.13 57.91 25.08 
60 315. 330.98 68.24 36.68 


Manufacturers Life to Cut 
Annuity Yields June 1 


Manufacturers Life has notified pro- 
ducers that yields on all annuities will 
be decreased substantially about June 1. 
This includes immediate annuities, sin- 
gle premium deferred annuities and an- 


nual premium retirement annuities. 
Also the return on combination sin- 
gle premium life and immediate an- 


nuities will be affected, due to the de- 
crease in the return from the annuity 
portion of the contract. 

The producers are being given an op- 
portunity to sell business in advance of 
the change. 


Minn. Mutual Now 
on 242% Reserve 


Minnesota Mutual adopted the Amer- 
ican experience 242% reserve basis for 
new policies as of May 1, increased 
single premium annuity rates, and 
changed settlement options to 24% in- 
terest basis in line with options of the 
majority of companies. 

Second year values now are provided 
for on all plans. The new policy form 
includes a conversion privilege permit- 
ting the policyholder to change to an- 
other plan of insurance. 

On dividends left at interest, policies 
issued at the new rates guarantee a 
minimum of 2'%4%. Interest allowed, 
however, will be 3% for the coming 
year. 

The double accident rider has been 
liberalized by giving coverage to policy- 
holders while traveling as fare-paying 
passengers on regularly scheduled air- 
line flights. The new premium rates per 
$1,000 are: 


+ + 


$10,000 
Wh. Life 20 20 End. 10 
Life Cont. Pay r: at Yr. 
Pref. Prem. Life End. 65 End. 
Age $ $ $ $ $ $ 
10 woe. 15.81 27.31 49.05 17.80 103.38 
15.. 161.50 17.25 28.98 49.29 19.77 103.59 
20.. 178.00 19.02 30.92 49.62 22.25 103.85 
21. 181.80 19.42 31.35 49.70 22.83 103.91 
22.. 185.70 19.84 31.79 49.78 23.43 103.98 
23.. 189.80 20.28 32.25 49.87 24.07 104.05 
24.. 194.10 20.74 32.72 49.96 24.74 104.12 
25. 198.60 21.22 33.20 50.06 25.45 104.20 
26.. 203.30 21.73 33.70 50.17 26.20 104.28 
27.. 208.20 22.26 34.22 50.28 26.99 104.37 
28.. 213.40 28.81 34.76 50.41 27.83 104.46 
29,, 218.80 23.39 35.32 50.54 28.72 104.56 
30— 224.50 24.00 35.80 50.69 29.66 104.67 
31.. 230.40 24.64 36.49 50.84 30.67 104.78 
$2.. 236.70 36.32 87.11 51:01 31:74 104.91 
33.. 243.30 26.03 37.75 51.20 32.88 105.04 
34.. 250.30 26.77 38.42 51.41 34.09 105.18 
35.. 257.60 27.56 39.11 51.63 35.39 105.33 
36.. 265.30 28.39 39.84 51.88 36.79 105.50 
37.. 273.40 29.26 40.59 52.16 38.29 105.68 
38.. 282.00 30.19 41.39 52.46 39.90 105.88 
39.. 291.10 31.17 42.21 52.80 41.64 106.09 
40.. 300.70 32.20 43.08 53.17 43.52 106.63 
41. 310.90 33.29 43.99 53.58 45.56 106.59 
42.. 321.70 34.45 44.95 54.04 47.78 106.7 
3. 333.10 35.68 45.96 54.56 50.20 107.19 
44, 345.30 36.99 47.03 55.13 52.85 107.54 
45.. 358.20 38.38 48.15 55.76 55.76 107.93 
46.. 371.90 39.86 49.35 56.46 58.97 108.37 
47.. 386.60 41.43 50.62 57.25 62.54 108.87 
48.. 402.10 43.10 51.97 58.11 66.51 109.41 
49. 418.70 44.89 53.41 59.08 70.96 110.02 
50. 436.30 46.79 54.94 60.14 75.99 110.70 
Bi. 455.10 48.81 56.57 61.32 81.69 111.45 
52.. 475.20 50.97 58.32 62.63 88.24 112.28 
53.. 496.50 53.27 60.19 64.05 95.82 113.19 
54.. 519.30 55.73 62.19 65.65 104.72 114.20 
55. 543.60 58.35 64.34 67.40 coos LICHEN 
56. 569.70 61.16 66.64 69.32 116.55 
57. 597.50 64.16 69.13 71.44 117.90 
58.. 627.20 67.38 71.80 73.76 119.41 
59.. 659.00 70.82 74.68 76.31 121.06 
60.. 693.10 74.52 77.80 79.11 122.89 
61. 729.70 78.49 81.16 82.17 124.91 
62. 768.90 82.76 84.80 85.53 127.15 
3. cons Sheae Sate GOrer 129.61 
64. ose. 92.80 98.01 93.24 132.34 
G5. Shale RUM, verce eh tack te 135.35 


yEndowments at 85. 


Dividends for the year commencing 
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July 1, 
premium rates are: 


Life Continuous Premium 
Dividends End of Year 








Age at Total 
Issue 20-Yrs. 
Is- at t! 5 10 15 20 * 
$ $ $ $ $ 
10.. 2.383 2.86 3.54 4.58 5.23 74.96 
ae. 2.40 2.95 3.67 4.77 5.50 77.96 
90.... 2.48 3.07 3.83 5.00 5.82 81.59 
95.... 2098 3.20 4.01 5.29 6.21 85.97 
30 2.69 3.36 4.23 5.63 6.67 91.14 
35 2.83 3.55 4.50 6.05 7.23 97.47 
40. 3.02 3.80 4.84 6.55 7.89 105.28 
45.... 321 4.08 5.21 7.13 8.65 114.02 
50.. 3.47 4.44 5.67 7.84 9.57 124.89 
55...- od @9 4.87 6.21 8.68 10.71 137.98 
60 4.16 5.386 6.82 9.73 12.28 154.09 
oo... 4.61 5.95 7.57 11.22 15.14 177.66 
20 Payment Life 
10.. 1.54 2.32 3.37 5.07 -45 
15...- 1.57 2.88 3.47 65.25 6.73 
1.61 2.46 3.60 5.47 7.05 
95.. 1.67 2.56 3.75 5.72 17.44 
30. 1.76 2.69 3.95 6.05 7.89 
35. 1,89 2.87 4.20 6.43 8.41 
40. 2.07 3.10 4.50 6.88 9.03 
45. 2.31 3.41 4.87 7.41 9.73 
50 2.65 3.81 5.33 8.05 10.60 
55.... od1l4 4.36 5.94 8.88 11.71 
60 3.77 5.05 6.66 9.89 13.13 
20 Year Endowment 
10. 1.89 3.12 4.82 7.71 10.46 112.78 
i. :. 1.89 3.12 4.83 7.73 10.48 112.99 
ae 1.91 3.15 4.85 7.76 10.52 113.53 
95. 1.94 3.18 4.89 7.81 10.59 114.40 
30.... 2.01 3.24 4.95 7.88 10.68 115.79 
35.. 2.09 3.34 5.04 7.99 10.81 117.84 
40. 2.22 3.47 5.18 8.16 11.02 120.91 
45. 2.42 3.68 5.39 8.40 11.33 125.56 
50.. 2.73 4.00 5.70 8.77 11.81 132.59 
55.... 318 4.47 6.16 9.384 12.56 143.24 
60.. 3.80 5.11 6.77 10.11 13.62 157.75 
Endowment at Age 65 as 
2.26 2.83 3.58 4.72 5.50 76.36 
2.31 2.92 3.71 4.95 5.84 79.74 
2.386 3.02 3.87 5.23 6.25 983.71 
2.41 3.12 4.06 5.57 6.76 88.52 
2.43 3.22 4.27 6.00 7.41 94.14 
2.42 3.31 4.51 6.51 8.23 100.72 
2.08 3.12 4.53 6.94 9.11 103.88 
2.42 3.68 5.37 8.40 11.33 125.56 
4.02 5.64 8.34 12.04 - 112.67 
*Or for premium paying period. 


Whole Life Preferred Risk—Per $1,000 








Biccs 3.89 4.90 5.5 
. ee 3.95 5.04 5. 
, oe 4.06 5.22 6. 
30. 4.18 5.43 6. 
i 4.30 5.69 6. 
40. 4 4.47 6.00 7. 
Disccs 4 4.68 6.37 7.6 
50. 3. 4.93 6.33 8.3 
Wises 3 5.20 7.37 9.08 
60. 3 5.53 8.04 10.08 
20 Payment Endowment Age S85 
15 1.57 2.38 3.47 5.25 6.73 78.44 
20 2.46 3.60 5. 47 7.05 81.58 
25 2.56 3.75 5.72 7.44 85.38 
30 2.69 3.95 6.05 7.89 90.16 
35 2.87 4.20 6.43 8.41 96.02 
40 3.10 4.50 6.88 9.03 103.11 
45 3.41 4.87 7.41 9.73 111.69 
50 3.81 5.33 8.05 10.60 122.47 
55 4.36 5.94 8.88 11.71 136.69 
60 5.05 6.66 9.89 13.13 154.27 
6d Per eee 6.8% tebe cece 
1 6154 2.82 3.37 5.07 6.45 75.81 
10 Year Endowment 
Total 
1 3 5 t 10 10 Yrs. 
$ $ $ $ $ $ 
10 to 31 4.35 5.53 6.74 8.42 11.39 74.69 
a0 <s 4.36 5.54 6.75 8.43 11.41 74.83 
40.. 4.40 5.59 6.80 8.47 11.48 75.35 
45... 4.51 5.70 6.91 8.60 11.62 76.54 
50.. 4.76 5.94 7.15 8.86 11.92 79.10 
55. 9.23 6.40 7.60 9.34 12.45 83.90 
60.. 5.97 7.12 8.30 10.07 13.29 91.36 
65. 7.11 8.23 9.89 11.21 14.57 102.87 


Dividends for all these ages, inclusive. 


Retirement annuities, based on $100 
annual premium, and immediate annu- 
ities, including the joint and survivor 
plan, have been revised. Following are 


afew of the new rates for immediate 
annuities: 
Whole Life Preferred 
Premium for $1,000 Will 
Age $10 Monthly Provide 

Male Fem. Life Refund Life Refund 
35 40 $3,086.16 $3,238.44 $3.24 $3.09 
40 45 2,856.72 3,045.60 3.50 3.28 
45 50 2°613.48 2,843.52 3.83 3.52 
50 55 2,359.20 2,634.00 4.24 3.80 
00 60 2,097.72 2,418.96 4.77 4.13 
60 65 1,834.08 2° 200. 80 5.45 4.54 
65 79 1,573.92 1,982.64 6.35 5.04 


American National Issues 
Two New Contracts 


Two new policies were announced by 
American National at its ordinary 
agency convention at Galveston. They 
are a renewable and convertible 10-year 
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1946, and applicable to the new 








term policy and a double protection pol- 
icy. The following 23 new practices 
and provisions also were announced by 
Ernie Gutterson, superintendent of or- 
dinary agencies: Guaranteed cash values 
on extended insurance, guaranteed cash 
loan values on paid up insurance, guar- 
anteed loan value in second year of pol- 
icy, guaranteed monthly premium privi- 
lege, automatic premium loan, more 
liberal reinstatement policy, a 16.63% re- 
duction of interest on payments for con- 
verting policies, facility of payment 
clause on policies of not more than 
$1,000, provision for common disaster, 


‘five year conversion privilege at present 


rates, extension of settlement provision 
from 25 to 30 years, double indemnity 
for air travel if covered in policy, disa- 
bility coverage for most airplane acci- 
dents, addition to income endowment 
policies of a new annuity option, a fam- 
ily income provision at a standard rate 
available on all but term policies, and 
liberalized policy control provision for 
insured minors. 


Great Northwest Issuing 
New Term Rider 


Great Northwest Life of Washington 
now issues a supplemental term rider 
which may be attached to any regular 
life or endowment policy and provides 
additional protection on a term basis for 
10, 15 or 20 years. Premium rates are 
substantially lower than the correspond- 
ing premium for a regular term policy. 


Conversion Without Medical 

Conversion without evidence of insur- 
ability may be made within seven years 
on the 10 year term, 12 years on the 15 
year term, and 15 years on the 20 year 
term. Disability waiver of premium may 
be included. 

The extra premium for aviation haz- 
ard is reduced to $3 per $1,000 for sched- 
uled airline pilots and crew members 
flying in the U nited States and Canada. 
Fliers in other areas will be considered 
individually. 





Suen Court Appoiaiment 
Vital to Business: Scheufler 

ST. LOUIS—The type of thinking of 
the man selected by President Truman 
to fill the vacancy on the United States 
Supreme Court created by the recent 
death of Chief Justice Stone, who was 
a leader in the dissent in the S.E.U.A. 
case, is sure to have far-reaching effect 
on the future of the insurance business 
—perhaps even determine whether it 
shall continue to function as the nation’s 
greatest independent private enterprise 
Scheufler, former Missouri su- 
perintendent and now special counsel 
for the Missouri Association of Insur- 
ance Agents, declared in an address on 
“Insurance Today, What It Means to 
You,” before the Insurance Board of 
St. Louis. 

Carefully avoiding anything of a con- 
troversial nature, he advocated a facing 
of the facts as they exist because of the 
S.E.U.A. decision and its many ramifica- 
tions, together with free and open dis- 
cussion of these problems and sound 
thinking throughout for their ultimate 
solution, for the best interest of all con- 
cerned—the public, the agents and 
brokers and the companies. 


Kill Mass. Investment Bill 


BOSTON—The joint insurance com- 
mittee of the legislature has vielded to 
objections of Commissioner Harrington 
and killed house bill 1507 which would 
have permitted domestic life insurance 
companies to invest in land and build- 
ings anywhere in the United States as 
“an investment for the production of 
income.” The committee has reported 
the bill as “referred to the next general 
court” and that report has been ac- 
cepted. 

The action has no effect on the hous- 
ing program of John Hancock Mutual 
Life which was allowed by a special act 
of the legislature last year, and under 
which the company is developing plans 
for a $12 million housing center in West 
Roxbury and Brookline. 


AMONG COMPANY MEN 





Deal Pending 
for Sale of 
Conservative, W. Va. 


DALLAS—Purchase of Conservative 
Life of Wheeling, W. Va., with assets of 
more than $12 million and $50 million 
insurance in force, is being negotiated 
by Dallas Rupe & Son, local investment 


bankers. Officers and directors have de- 
posited their stock with a Wheeling 
bank in acceptance of the investment 


house’s offer of $63 a share for about 
80% of the stock. 

Clem E. Peters, the president, has 
been retained under a 15-year contract 
calling for $20,000 a year. 


Won’t Buy With Own Assets 


Conservative Life at Dec. 31, 1945, 
277, surplus to pol- 


had assets of $11,463,277, 


icyholders $1,704,538, premium income 
$1,554,283, total income $2,144,130, in- 


surance paid for $7,065,633, insurance in 
force $48,012,875. 

The deal is contingent upon 80% of 
the stock being in the hands of Wheel- 
ing Dollar Savings & Trust Co. by 
June 1. 

Dallas Rupe & Son, besides paying 
$63 a share for the 32,500 shares, offer to 
provide $130,000 to President Peters to 
be disbursed by him to officers and em- 
ployes as he sees fit in reward for past, 
services. They agree not to recover the 
cost of the stock from the assets of Con- 
servative Life. 


Grant Succeeds Unruh 


Northern Life of Canada has ap- 
pointed Donald J. Grant assistant treas- 
urer. He succeeds H. C. Unruh, who 
left to become assistant actuary of Proy- 
ident Life & Accident. 


(LPI ILE ILLL A 


Promote Chandler, 
Lyter, Andersen 
and Simpkin 


Connecticut Mutual Life has pro- 


moted Second Vice-president Harold N. 
Chandler to vice-president and has pro- 
moted three members of the agency de- 
partment. 


Frederick O. Lyter and Ed- 





H. N. Chandler E. C. Andersen 


ward C. Andersen are advanced from as- 
sistant superintendent. of agencies to su- 
perintendent of agencies. Raymond W. 
Simpkin, assistant superintendent 
agencies, becomes agency comptroller. 

Mr. Chandler joined Connecticut Mu- 
tual in 1909. He is a graduate of Trin- 
ity College and is a Phi Beta Kappa. He 
entered the actuarial department and was 
made assistant secretary in 1920, secre- 
tary in 1925, and second vice-president 
in 1937. During the first war Mr. 
Chandler served overseas. He is senior 
warden at St. John’s Episcopal Church 
West Hartford, and member of the Ex- 
ecutive Council of the Episcopal Diocese 
of Connecticut. 

Mr. Lyter joined Connecticut Mutual 
as an agent later becoming a supervisor 
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Greater Success 


31% more qualifiers in the Half Million or 
More class; 70% more qualifiers 1 in the Quarter 
Million or More class: this is the record of 
Pacific Mutual Big Tree Leaders Club this year 


Striking proof that Pacific Mutual career men 
can achieve constantly increasing sales success! 


Here’s the three-fold reason: 


First—A practical training program, embracing each 
successive step in an organized and complete mer- 


Second—A complete range of personal 


Third—The“New and Unusual Savings 
Plan”—a complete economic security 
package for the individual buyer. 


PACIFIC MUTUAL | 
LIFE INSURANCE COMPANY / 


HOME OFFICE: LOS ANGELES, CALIFORNIA | N 
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and then an agency assistant in the home 
office. In 1928 he was made assistant 
superintendent of agencies. He attended 
the commerce school of University of 
Pennsylvania and served in the first war. 
He is a director of the Greater Hartford 
Community Chest. 

Mr. Andersen went with Connecticut 
Mutual upon graduation from Trinity 
College: in 1922. He was made agency 
assistant in 1929, and in 1933 became 
educational director. In 1945 he _ be- 
came assistant superintendent of agen- 
cies. He is a past president of the Na- 
tional: Society of Sales Training Execu- 
tives. 

Mr. Simpkin joined Connecticut Mu- 
tual in 1916 and has been a member of 
the agency department since 1928. In 
1934 he was advanced to assistant super- 
intendent of agencies. He is a member 
of the Greater Hartford Community 
Chest budget committee for 1946. 

Vincent B. Coffin, head of the agency 
department since 1937, continues in that 
capacity as vice-president in charge of 
agencies. George F. B. Smith, as caalet- 
ant vice- -president, will continue to spend 
a portion of his time in agency affairs. 
These two officers and the three agency 
officers above have now worked together 
for 15 years. 


O’Connor, St. Clair Get New. 


Posts with Reliance Life 


R. C. O’Connor has been named as- 
sistant superintendent of agencies and 
Harold E. St. Clair has been appointed 
director of training of Reliance Life. 

Mr. O’Connor will assist in the direc- 
tion of a national sales organization and 
Mr. St. Clair will be in charge of a new 
section designed to further sales train- 
ing procedure, and practices in the 
agency force. 

Mr. O’Connor started with Reliance as 
an agent in San Francisco in 1927 and 
shortly afterward was appointed assist- 
ant manager of the northern California 
department. He went to Portland in 
1928 as manager of the Oregon depart- 


Rogers Minn. Deputy Commissioner 
ST. PAUL—Donald C. Rogers, Min- 
neapolis attorney and former president 


of the Minnesota Bar Association, has 
been appointed deputy insurance com- 
missioner to succeed Richard C, Pur- 


cell, who resigned to become secretary 
of the state insurance compensation 
board. 


Occidental Raises Employes’ Pay 
Occidental Life has given a flat 20% 
increase in basic salaries to all employes 
making up to $200 a month. Employ- 
es above the $200 bracket will also re- 
ceive increases in varying amounts. 


° 


ment. Mr. O’Connor was made man- 
ager at Cincinnati in 1935. He served 
twice as president of the Cincinnati Gen- 
eral Agents & Managers’ Association. A 
year ago he was named home office su- 
pervisor and assigned to Texas to work 
with Manager V. J. Adams in Houston. 

For six years before Mr. St. Clair 
joined the home office in 1942, he was in 
charge of the educational program of the 
Life ‘Office Management Association. In 
the past four years, in addition to actu- 


arial work, he has been active in train- 
ing Reliance home office employes in 
L.O.M.A. study classes and personally 
has won national honors in examina- 
tions. 

He entered life business in 1930 in 
the home office of Lincoln National. 

os 

Schulman Officer 
of Reserve Loan 

DALLAS — Robert Schulman has 


been elected to the newly created post 
of vice-presi- 
dent and director of 
agencies of Reserve 
Loan Life. 

He has long been 
prominent in south- 
western life insur- 
ance and goes to 
Reserve Loan after 
having been with 





Capitol Life as su- 
perintendent of 
agencies of the 
southwest division 
since January, 1944. 
Robt. Schulman In that time, pro- 
duction of the 


southwest division increased nearly eight 
times under his leadership. 

Previously he was agency vice-presi- 
dent of Union Life of Little Rock, 
which he joined in 1937 after a success- 
ful career as a life agent and agency 
manager. He began with Penn Mutual 
at Chattanooga. 

Starting as agency supervisor with 
Union Lite, Mr. Schulman was advanced 
to agency vice-president. In the latter 
capacity he developed the largest agency 
organization of any insurance company 
in Arkansas, and during his last three 
years with Union Life the company led 
all others in production in the state. 

Mr. Schulman will continue to reside 
in Dallas. 


Buckley to Mutual P. R. Post 


John A. Buckley, Jr., has joined the 
public relations division of Mutual Life 
as assistant to Russell V. Vernet in the 
advertising department. Prior to the 
war he was in the claims bureau of Mu- 


GLOBE LIFE INSURANCE COMPANY 
OF ILLINOIS 


Offers Illinois Agents 
Exceptional Agency Opportunity 
VERY ATTRACTIVE CONTRACTS 
COMPLETE LIFE INSURANCE 
COVERAGE=— AGES 0-60 


Excellent Line of Juvenile Policies 
FULL BENEFIT AGE 5 


—— 


For Particulars Write Home Office 


{ddress Since. 1895 


431 South Dearborn St., Chicago, Illinois 
WM. J. ALEXANDER, PRESIDENT 





tual Life. He has returned from naval 
service as an ensign. He participated 
in the Okinawa campaign and in mine 
sweeping Operations off the coast of 
Japan. He graduated at Fordham in 
1940. 


Reynolds Advanced 
by Metropolitan 


Metropolitan Life has appointed Clit- 
ton E. Reynolds superintendent of agen- 
cies, assigned to southwestern territory. 

Mr. Reynolds joined Metropolitan in 
1929 as an agent at Burlington, Vt. In 
1931 he was appointed assistant man- 
ager at Dover, N. H., and in 1932 was 
placed in charge of the Portsmouth de- 
tached office. He was made general as- 
sistant manager in the New England 
territory in 1935 and in 1936 agency 
sales supervisor in New England terri- 
tory. His appointment as division su- 
pervisor of field training in Great Lakes 
and southwestern territories followed in 
1937. In 1940 he was promoted to staff 
supervisor for field training in the home 
office, and then, in 1942, he was made 
manager of Lake Erie district, Buffalo. 
In 1944 he was named administrative 
assistant in field management. He is a 


Oe! BG 


Elgin Batho Berkshire 
Life Assistant Actuary 


3erkshire Life has appointed 

R. Batho as an assistant actuary. 
is a native of Man- 
itoba and holds 
B.A. and M.A. de- 
grees from _ the 
University of Man- 
itoba. 


Mr. 


Elgin 
He 


Bia t-hio1s-a, 
fellow, by examina- 
tion, of Actuarial 
Society of Amer- 
ica. American Insti- 
tute of Actuaries 
and Casualty Actu- 
arial Society. His 
ex pie T ie. €.e 
has been with 
Great-West Life, 
Bankers Life of Des Moines, and, since 
1930, as assistant actuary of Equitable 
Life of Canada. 

His brother, Bruce Batho, is asso- 
ciate actuary of Industrial Life & Health 
of Atlanta. 





Elgin Batho 


Four Mortgage Dept. Men 
Advanced by Phoenix 


Four promotions in the treasury de- 
partment of Phoenix Mutual Life have 
been announced. Allen F. Modisette 
has been made manager city mortgages; 
H. Archer Clark assistant manager city 
mortgages; W. Roy Wolf manager resi- 
dential mortgages; and A. Guy Skinner 
manager farm mortgages. 

Mr. Modisette is a graduate of Wash- 
ington University and joined Phoenix 
Mutual in 1932, and since 1939 has been 
supervisor of city mortgages. 

Mr. Clark is a graduate of Dartmouth 
College. He joined Phoenix Mutual in 
1935. In 1939 he was appointed inspec- 
tor of city mortgages, and in 1942, sup- 
ervisor of city mortgages. 

Mr. Wolf is a graduate of Rochester 
Mechanics Institute and joined the 
Phoenix Mutual in 1933 in Rochester. 
In 1939 he became a member of the 
home office staff. He has been super- 
visor of city mortgages. 

Mr. Skinner is a graduate of the On- 
tario Agricultural College, joining Phoe- 
nix Mutual in 1931. He has been super- 
visor of farm mortgages since 1939. 


Prudential Creates New 
Departments, Names Men 


A number of promotions have been 
made and two new departments formed 
in the home office by Prudential. 

The new departments, industrial 
agency records department. 1 and 2, will 


handle certain accounting functions 
heretofore performed by the other 
divisions. Both will be part of the jp. 
dustrial agencies under direction of 
Frank J. Beebe, supervisor, who for. 
merly was supervisor of the industria] 
policy departments. 

George R. Donner, personnel depart. 
ment, will be promoted to manager of 
department 1 and Donald Warren, in. 
dustrial agency research, to manager of 
department 2. 

John W. Kaiser, assistant Canadian 
division manager, and Milton C. Stores, 
industrial agency research, will be trans. 
ferred to industrial agency records de- 
partment 1 as assistant managers, and 
Fred D. Smith, planning section, indus- 
trial policy department, general, and 
Harry Oberhauser, chief clerk of diyi- 
sion H, become assistant managers of 
industrial — records department 2, 

Edward A. Roselene, manager indus. 
trial policy pPrcnrrintion general, is pro- 
moted to supervisor, and Richard H, 
300th, formerly assistant manager of 
that department, succeeds Roselene as 
manager. 


Hopf Administrative Assistant 


Colonial Life has appointed Rudolph 
A. Hopf as administrative assistant in 
the agency department at the home of- 
fice. He attended Lafayette College and 
entered Colonial’s agency staff in the 
Easton, Pa., branch in 1933. After 1% 
years he was advanced to field manager, 
then assigned as manager to branches 
in Dover, N. J.; Newburgh, N.. ¥et 
Bridgeport, Conn., and Mount Vernon, 
ry 


Security L. & A. Appointments 


Security Life & Accident has appoint- 
ed W. O. Adams, recently returned from 
service. assistant superintendent of 
agencies. George W. O’Shaughnessy, 
formerly assistant, becomes education 
and publicity director, and Ira J. Me- 
Guire, recently returned from. service 
and formerly in charge of the accounting 
department, is named administrative as- 
sistant of the agency department. 


Davis Supervisor of Agents 


Midland National Life has appointed 
Ernest C. Davis as supervisor of agents 
for Oregon, Washington and Idaho. He 
served with combat troops in the Pa- 
cific as a member of the American Red 
Cross. 


No. Am. L. & C. Appointments 


North American Life & Casualty has 
appointed J. M. Wickman assistant sec- 
retary; Carl Haase, assistant actuary, 
and C. P. Palm, director of public rela- 
tions and advertising, 


CL. 


Spindell-Millet Give CLU 
Business Insurance Ideas 


Admonishing life agents to give care- 
ful and repeated consideration to estate 
planning and business insurance prob- 
lems of their present and future clients, 
Robert F. Spindell and Paul F. Millet 
were the principal speakers at the an- 
nual seminar conducted by the Cleve- 
land C. L. U. chapter this week. 

Life men, attorneys, accountants and 
trust officers of Cleveland, Canton, War- 
ren, Ashtabula, Youngstown, Akron and 
East Liverpool heard the co-editors of 
Spindell-Millet Service of Chicago in 4 
dialogue designed to explain legal and 
tax aspects of approaches to selling busi- 
ness insurance. 

Mr. Spindell said the basic factor that 
creates insurance sales in both types of 
businesses is the extraordinary ‘growth 
in the values of closely held stock, part- 
nership interests, real estate, marketable 
securities, and other types of property. 

Mr. Millett told the members that 
most employers today do not wish to 
make a long-run commitment for am 
over-all pension trust because ot the 
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uncertainty as to how the employer’s 
postwar business will actually work out. 





Milwaukee Chapter Elects 


MILWAUKEE—Harry E. Roth, as- 
sistant manager of the Herzberg ordi- 
nary agency of Prudential, has been 
elected president of the Milwaukee 
C.L.U. Chapter, succeeding Walter 
Mayer, Mutual Benefit. 


Laflin Jones, 


Northwestern Mutual, was named vice- 
president, and Sy Manix, Old Line Life 
of America, secretary-treasurer. 


Davies to Speak in Buffalo 
The Buffalo C.L.U. chapter will hold 


a luncheon meeting May 21, when J. 
Howard Davies, Phoenix Mutual, Roch- 
ester, will discuss ‘““My Method of Oper- 
ation.’ 
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ASSOCIATIONS 





Iowa Association 
Program Announced 


DES MOINES—Program for the an- 
nual meeting of the Iowa Association of 
Life Underwriters at Mason City, May 
94-25, is announced by Edmund P. Con- 
nolly, Penn Mutual, Des Moines, presi- 
dent of the state association, 

The Iowa Quarter-Million 
Round Table will meet May 
association holds its business 
that afternoon, with a dinner 
evening. Saturday’s program 
clude a sales congress. 

President Connolly will award the 
“achievement trophy” presented each 
year to a local association for outstand- 
ing work. Any association winning the 
trophy three times obtains it permanent- 
ly. Mason City captured the cup last 
year. 

T. H. Tomlinson and Roy Frowick, in 
charge of sales training for Bankers Life 
of Des Moines, will open the sales con- 
gress with a discussion on “Sales Train- 
ing.’ Newell C. Day, general agent at 
Davenport for Equitable of Iowa, will 
talk on “Blueprint for Happiness.” 

Don Ross, merchandising manager of 
Meredith Publishing Co., De@ Moines, 
will speak at the lunchegn on “Selling 
the lowa Farmer Today and Tomorrow.’ 

Speakers on the afternoon program 
will be Robert A. Judd, Phoenix Mutual, 
Madison, Wis., “A Slant on an Old Job- 
Prospecting,” and Robert Bickel, Na- 
tional Life of Vermont, Cedar Rapids, 
a million dollar producer last year, on 
“Keyman Insurance.” 


U. S. Leaders Take Part in 
Hamilton, Ont., Clinic 


Earl M. Schwemm, Chicago manager 
of Great-West Life, is to speak on 
“Sales Ideas for Today’s Market” May 
22 in the last sales clinic of the Hamilton 
(Ont.) Association of Life Underwriters 
at McMaster University, and Lorraine 
Sinton, Cook agency of Mutual Benefit, 
Chicago, will be discussion leader in a 
clinic for women agents. W. Stewart 
Gishler, assistant manager of Union 
Mutual at Buffalo, will conduct three 
sessions on ‘Advertising Sells Insur- 
ance”; Halsey D. Josephson, New York 
City general agent of Mutual Benefit, 
three clinics on “The Sales Story.” 


Dollar 
24. The 
meeting 

in the 
will in- 








Wash.—John H. 
Seattle, chairman 
Quarter Million 
spoke May 13. 


€Careon, 
of the 


Spokane, 
Aetna Life, 
Washington 
Round Table, 








Are you a successful personal 
writer under 40 years of age 
looking for an opportunity in 
Agency Building work? A 
Mutual Legal Reserve Com- 
pany has openings in its 
Home Office for two salaried 
Agency Superintendents—one 
Life and one Accident & 
Health. When writing please 
include history of employment 
past ten years. All replies 
held in confidence. Guaranty 
Union Life Insurance Co., 
Beverly Hills, California. 
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Pritchard New 
Indiana President 


Lewis I. Petzold, manager of John 
Hancock at Evansville, and retiring 
president of the Indiana Association of 
Life Underwriters, reported to the an- 
nual meeting of the association that 
membership hit a new high. 

. R. Townsend, general agent of 
Equitable of Iowa, chairman of the edu- 
cational committee reported, how his 





OREN D. PRITCHARD 


committee originated the Purdue school, 
and he mentioned that Butler University 
now has a full-time insurance professor 
and a greatly enlarged insurance pro- 
gram. 

Over 90% of the local associations in 
Indiana have held seminars for returned 
veterans according to Grant Johnson, 
Mutual Life, chairman of veterans af- 
fairs. 

The speakers bureau has worked well 
according to Dan Querry, Common- 
wealth Life, Evansville. 

Robert Sines, Penn Mutual, Lafayette, 
vice-president, reported a recent new 
association at New Castle and intro- 
duced Daniel Torgrimson, Indianapolis 
Life, the president. 

Oren D. Pritchard, Union Central, a 
former president of the Indianapolis as- 
sociation, was elected president, Loyal 
Wilson, Mutual Life, South Bend, is 
vice-president; Mr. Querry, vice-presi- 
dent; Mr. Sines, secretary. Miss Lu- 
cille Pryor of Indianapolis was selected 
as executive secretary. 

A gold watch and chain was pre- 
sented to Eber Spence, general agent of 
Provident Mutual at Indianapolis and a 
past president of the state association, in 
recognition of his years of outstand- 
ing service in assOciation work. The 
presentation was made by Mr. Petzold. 

The meeting of the Indiana Leaders 
Club was held the day preceding the 
state meeting. Howard Nyhart, Indian- 
apolis, retiring president, presided. The 
membership totaled 162 for the year. 

Frank MacFarlane, Northwestern Mu- 
tual, Cleveland, addressed a luncheon 
meeting on “Building a Permanent 
Clientele.” 

In the afternoon Lowell Craig, North- 
western Mutual, Indianapolis, conducted 


a panel on estate protection, and How- - 


ard Meid, Equitable Society, Fort 
Wayne, conducted a panel on “Keep- 
ing Business in the Mill.” 

Howard Meid is the new president; 
Lowell Craig, vice-president; Alden C. 
Palmer, secretary. 


H. B. Brown Named 


Arkansas President 


LITTLE ROCK—Harry B. Brown, 
Penn Mutual, Little Rock, was elected 
president of the Arkansas Association 
of Life Underwriters at its annual meet- 
ing here. R. W. Wilder, Pine Bluff, and 
Stanley E. Smithson, Fort Smith, are 
vice-presidents, and Caughey E. Hayes, 
Little Rock, is re-elected secretary. 
Foster A. Vineyard, Little Rock, is na- 
tional committeeman, 

The state association directors 
dorsed a proposal for a community 
property law in Arkansas which had 
been presented by Eugene Warren, 
Little Rock attorney. The Campbell & 
Vineyard agency of Aetna Life pre- 
sented a trophy to be awarded each 
year to the local association which has 
the best achievement and activity rec- 
ord. 





en- 


Sales Congress Speakers 


At the sales congress Urban Quirk, 
assistant to the agency vice-president 
of Penn Mutual Life, spoke on “The 
Agent Sets His Company’s Sights,” 
stressing the important relationship be- 
tween the field representative and the 
home office. Frank H. Plaisted, general 
agent of Aetna Life, St. Louis, ‘speaking 
on “Planning a Sales Track,” described 
methods of building a sound sales pro- 
cedure and demonstrated various types 
of sales techniques. 

Members of the association attended 


a joint luncheon with the Little Rock 
Chamber of Commerce, as guests of 
Union Life of Little Rock. Paul 


Speicher, Indianapolis, was the speaker. 


Joseph L. McMillin, Mutual Life, 
Memphis, said life men are facing the 
greatest opportunity they have ever had. 

“To avoid inflation, people must in- 
vest their money and no investment is 
more solid than insurance,” Mr. Mc- 
Millin stated. The five essential steps 


for an agent in selling insurance, he 
said, are to select a prospect, prepare 
him, call on him, sell him, and give 


him after-sales service. 





Ill. Caravan Tour 
Revived This Week 


PEORIA, ILL.—In an effort to bring 
the Illinois Association of Life Under- 
writers closer to its local associations, 
members and non-members, this week 
it is reviving its caravan, which proved 
popular in 1942 but was discontinued in 
wartime due to ODT restrictions. 

The only meetings so far planned are 
at Alton, Centralia, Carbondale and 
Belleville. Noon and evening meetings 
are being held in these cities May 16-17. 

Organized as junior sales congresses, 
the sessions are designed to include 
valuable sales ideas as well as a discus- 
sion of association activities. 

Personnel of the caravan includes K. 
E. Williamson, president state associa- 
tion, general agent Massachusetts Mu- 
tual, Peoria; L. S. Broaddus, past presi- 
dent, manager Guardian Life, Chicago; 
Earl M. Schwemm, state vice-president, 
agency manager Great-West Life, Chi- 
cago, and Margaret H. Becker, execu- 
tive secretary state and Peoria associa- 
tion. 





Three Selected to Lead 
Missouri Sales Congress 
ST. LOUIS—Bert S. Boyd, North- 


western Mutual Life personal producer 
in Kansas City, Mo.; Leon Reichenberg, 
agency supervisor, Metropolitan Life, 





IN 1945 — 


lowa. 


Edward B. Raub 
President 





FACTS THAT SPEAK VOLUMES 


The INDIANAPOLIS LIFE INSURANCE COMPANY —a 
Quality, Legal Reserve Mutual Company — completed 40 
YEARS of DISTINGUISHED SERVICE. 


THE GAIN OF INSURANCE IN FORCE was the LARGEST 
IN THE COMPANY'S HISTORY. 


NEW PAID BUSINESS was 24.2°%/, ahead of 1944. 
THE LAPSE RATIO continued extremely low. 
EARNINGS OF FIELDMEN SET NEW RECORDS! 
Based on income tax figures — 

THE AVERAGE INCOME OF — 


THE TOP TEN was 
_ THE TOP TWENTY was — 


THE AVERAGE FOR ALL FULL-TIME REPRESENTATIVES 
OF THE COMPANY was $8,485! 


These FACTS and FIGURES speak for themselves. 


The Company still has available a few choice cities for 
quality underwriters, who can qualify for a general agency, 
in Indiana, Illinois, Ohio, Texas, Minnesota, Michigan and 


INDIANAPOLIS LIFE INSURANCE COMPANY 


Indianapolis 7, Indiana 


$20,568. 
$14,639. 


A. H. Kahler 
Second Vice-President 
Supt. of Agencies 
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St. Louis, and Lynn S. Broaddus, Guar- 
dian Life manager in Chicago, will be 
the speaker at the sales congress May 
24 in conjunction with the annual meet- 
ing of the Missouri Association of Life 
Underwriters. 

Mr. Boyd’s subject will be “Profit- 
able Selling in Today’s Market”; Mr. 
Reichenberg will speak on “Getting Re- 
sults Today and Tomorrow,” and Mr. 
Broaddus is to speak on “Inside Us.” 

The meeting will open with a business 
session the afternoon of May 23, with 
a report of the year’s work by Adam 
Rosenthal, Acacia Mutual manager in 
St. Louis, president of the association, 
and reports by various committees. 

The Missouri leaders round table ban- 
quet for charter members will be held at 
the Hotel Coronado. 

A record turn-out is anticipated as it 
will be the first since the close of the 
war and lifting of travel restrictions and 
gasoline rationing. 





Atlanta Group Told Agents 

ee ° 
Eligible for OASI Benefits 

ATLANTA — The 
derwriters Association, which pioneer- 
ed in the movement, has been advised 
by the social security board that appli- 
cations for inclusion in old age and sur- 
vivors benefits, are now being received 
from ordinary life insurance agents com- 
pensated for services by commissions. 

In the past agents who work solely 
on commissions were not considered 
eligible under the act. The Atlanta as- 
sociation started a crusade in January, 
1945, characterizing the refusal to grant 
such benefits to ordinary agents as 
“gross discrimination” and the campaign 
has been under way since then. 

Everhart Cunningham. now president 
of the association, was chairman of the 
group’s social security committee when 
the movement was launched, and has 
led the campaign to secure recognition 
for the agents. He urges agents who 
have not already filed to do so at once, 


Atlanta Life Un- 
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as the statute of limitations runs back 
only four years. 

Survivors of decreased ordinary agents 
who were compensated by commissions 
are also urged to make immediate ap- 
plications for survivors benefits, even 
though the decreased had not consid- 
ered himself ccvered under the act. 


Oakland Forum 
Has Strong Program 


OAKLAND, CAL.—“The .Expanded 
New Market for Life Insurance” was 
the theme for the Life Insurance Forum 
here May 16. A. D. Hemphill, Equi- 
table Society, was general chairman. 
The program was designed to assist in 
developing life agents under present day 
condition. 

The forum was sponsored by the Oak- 
land-East Bay Life Underwriters As- 
sociation aided by the Oakland C. L. U. 
chapter and the Oakland General Agents 
& Managers Association. 

The forum opened with a general as- 
sembly at which H. J. Syphus, home of- 
fice general agent of Beneficial Life, 
spoke on “Attaining Success.” A general 
assembly also closed the forum, with 
Tully C. Knoles, president College of 
the Pacific, speaking on “The Outlook 
for 1946.” 


Morning Session Program 





session included: “An- 
swering Objections,’ Chester Sparver, 
chairman, New England Mutual; speak- 
ers, J. E. Mattox, Equitable of Iowa, 
and G. S. Connolly, Northwestern Mu- 
tual; “Business Insurance,” C. J. Tay- 
lor, Beneficial Life, chairman; speakers, 
E. N. Bivens, Penn Mutual; H. J. Hick- 
enlooper, Beneficial Life, and E. T. Star- 
buck, general agent Provident Mutual, 
San Francisco; “Handling Competition 
with Consumer Goods,” Harold Strib- 
ling, California-Western States, chair- 
man; speakers, L. C. Roscoe, Occi- 
dental; F. J. Van Stralen, Massachu- 
setts Mutual, and Bernard Jaffe, Penn 
Mutual. 
Topics for Afternoon 

Afternoon 
speakers were: 
R. A. Tennant, 
speakers, H. P. 


The morning 


sections, chairmen and 
“Selling on the Debit,” 
Metropolitan, chairman; 
Galarneaux, Metropoli- 
tan; Al George, John Hancock, and 
R. J. Meadows, American National; 
“Taxation, ‘Wills’ & Trusts,” Hi. 
Brown, Prudential, chairman; speakers, 
L. W. Wrixon, San Francisco attorney, 
and F. E. Whitmer, assistant trust of- 
ficer American Trust Co.; “What Is 
Ahead for the New Man?” A. C. Nelson, 
Mutual Life, chairman; speakers, M. L. 
Robinette, Beneficial; H. H. Montgom- 
ery, Aetna Life, and Dick Benofsky, 
Mutual Life. 

The San Francisco Life Underwriters 
Association, which was to hold a meet- 
ing of its own on the same day, canceled 
its arrangements to allow its members 
to attend the Oakland forum. 





Northern New Jersey 
Nominations Announced 


NEWARK—Nominations for officers 
of the Life Underwriters Association 
of Northern New Jersey are: President, 
John Wood, Prudential: first vice-presi- 
dent, Herbert Marshall, Jr., Berkshire 
Life; second vice-president, Saul Vort, 
Prudential; secretary, J. Robert Dean, 
Phoenix Mutual Life; treasurer, Roy 
Gundersdorff, Equitable Life, Iowa. The 
election takes place June 20. 

The Agents’ Council of the associa- 
tion has announced awards to these 
general agents and managers who had 
one or more agents qualifying for the 
Quarter Million Dollar Club; E. B. Ames, 
Phoenix Mutual: C. W. Campbell, Pru- 
dential; Louis D. Day, Mutual Bene- 
fit Life; C. L. Fritz, Acacia Mutual; 
R. B. Greene, Connecticut General; Max 
Hamelin, Manhattan Life; Lester Hor- 
ton, Home Life; H. C. Lawrence, Lin- 
coln National; E. D. McGwire, 


New. 


C. W. Mercer, Massachu- 
and H. O. Rasmussen, 


York Life; 
setts Mutual, 
Penn Mutual. 


Wis. Association 
Will Meet May 23 


MILWAUKEE—The annual meeting 


of the Wisconsin Association of Life 
Underwriters will be held here May 
23, with an all-day sales congress Fri- 


day. Harry W. Bruegger, Aetna Life, 
Oshkosh, is state president. Floyd J. 
Voight, New World Life, Madison, state 
secretary, is chairman of the convention 
committee. 

The Wisconsin Quarter Million Dol- 
lar Round Table will hold its annual 
luncheon and business meeting with H. 
R. Buckman, Old Life Life, Milwaukee, 
as chairman. Ben S. McGiveran, North- 
western Mutual Life, Chicago, will 
speak. 

Jack Windsor, Connecticut General 
Life, Milwaukee, will be chairman of 
the breakfast meeting of the Wisconsin 
C.L.U. Friday morning. 

Grant L. Hill, director of agencies of 
Northwestern Mutual Life, will preside 
at the sales congress. A panel of eight 
leading Wisconsin producers will dis- 
cuss “Steps to a Sale.” Iva D. Tucker, 
Central Life of Iowa, Wausau, will 
speak on “Closing Statements That 
Work for Me”; Warren F. Coe, Penn 
Mutual, Oshkosh, “Building Prestige’; 
Zack T. Bagby, Northwestern Mutual, 
Waukesha, “My Method of Prospect- 
ing’; James Quigley, Mutual Trust, 
Green Bay, “My Approach”; Philip 
Mares, Metropolitan, Racine, “How I 
Conduct an Interview”; Leo Duax, Equi- 
table Life, Eau Claire, “Prestige Build- 


ing’; Earl Wheeler, Mutual Benefit, 
Madison, “Closing Statements That 
Work for Me,” and E. J. McDonald, 
Equitable Society, Sheboygan, “My 
Method of Prospecting.” 

Newell C. Day, Equitable of Iowa, 
Davenport, will speak on “Color in 
Selling,” to close the morning program. 


General agents and managers will hold 
a luncheon meeting to discuss matters of 
interest to their particular group. 
Howard I. Potter, vice-president 
Marsh & McLennan, Chicago, will open 
the afternoon session with a talk on 
“Bequest Insurance,’ and Ray Haber- 
mann, Northwestern National Life, Min- 
neapolis, will discuss ‘Rural Selling.” 
The meeting will close with a summary 
of the talks by Mr. Hill. 


Chicago Annual Meeting to 
Be Held June 13 


The annual meeting of the Chicago 
Association of Life Underwriters will be 
held June 13. John D. Moynahan, 
Metropolitan Life, is nominating com- 
mittee chairman. <A slate to be pre- 
sented to members soon is being pre- 
pared. As for many years, the vote will 
be by mail, with results announced at 
the meeting. 

Arrangements are being completed 
for the annual golf outings of two asso- 
ciation divisions. The Life Agency 
Managers will spend all day June 6 at 
Elmhurst Country Club near Elmhurst, 
Ill, with the Life Agency Supervisors 
group as guests. For their part, the 
Supervisors will hold an outing June 24 





at Sportsman's golf course northwest of 
Chicago. 


Lester Horton Heads 
New Jersey Association 


TRENTON—At the annual meeting 

and sales congress of the New Jersey 
Association of Life 
Underwriters these 
officers were elect- 
ed: President, Les- 
ter Horton, Home 
Life; secretary, 
Saul Vortrefflich, 
Prudential; vice- 
presidents, A. J. 
Passanant, Jersey 
City, Metropolitan 
Life; Roy Crom- 
well, Paterson, Sun 
Lite of» Canada; 
William Bottgen- 
bach, Asbury Park, Lester Horton 
Metropolitan Life; 
Richard Grafton, Trenton, New York 
Life; John Scanlon, Millville, Metropoli- 
tan Life; Hugh Higgins, Camden, Met- 
ropolitan Life, and Irving Joseph, Atlan- 
tic Citq, Metropolitan Life. 

Mr. Horton is the president at the 
present time of the Life Underwriters 
Association of Northern New Jersey but 
will step out in June. He has been gen- 
eral agent of Home Life at Newark for 
five years. 





Baketel Js Nominated as 
Philadelphia President 


The nominating committee of the 
Philadelphia Association of Life Under- 
writers has slated H. Sheridan Baketel, 





Jr., Union Central Life, as president to 

be elected at the annual meeting in 

June. Others selected are: first vice- 
H. S. Baketel, Jr. 

president, Lester S. Lamb, Connecticut 

Mutual; second vice-president, Taylor 

B. Glading, Penn Mutual; treasurer, 


A. Felleman Fish, Prudential. 

For directors, terms expiring 1949; 
Albert C. Adams, John Hancock; Leslie 
T. Baldwin, New York Life; David M. 
Smith, Scranton Life; Charles F. Teller, 
Great-West Life; D. Stuart Walker, 
United Benefit Life. 





Ww. Va. Congress June 28-29 


The West Virginia Association of 
Life Underwriters will hold a sales con- 
gress in Clarksburg on June 28-28. 





$5000 and $10,000 per year. 


INDIANA 
PEWNSYLVANIA 





WANTED! 


STATE AND ASSISTANT STATE MANAGERS 


A large and well-established Life Insurance Company, operating throughout the United 
States, has openings for men with managerial experience who can earn between 
Excellent opportunities in the following states: 


ARKANSAS 
MISSISSIPPI 


Send photo and give age and experience in first letter—all inquiries will be considered confidential. 
Write Box £-56, THE NATIONAL UNDERWRITER, 175 Wast Jackson Bivd., Chicago, Iilinels. 
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Robert L. Hogg, manager and general 
counsel of American Life Convention, 
will speak Friday evening on the “Pub- 
lic Acceptance of Life Insurance.” Isaac 
S. Kibrick, multi-million dollar producer 
of New York Life, Brockton, Mass., 

will speak Saturday morning on “Moti- 
yation.” Professor Ralph H. Wherry, 
West Virginia University, will speak on 
the subject of “Life Underwriting To- 
day and Tomorrow.” 

A _ discussion on National Ser- 
vice Life Insurance will be directed by 
C. Dusty Rhodes, Bluefield, W. Va.. 
state chairman of veterans’ affairs. B. 
N. Woodson, executive vice-president 
Commonwealth Life, Louisville, will 
speak in the afternoon program on “A 
Wall, a Rope, a Trunk of a Tree. 

The arrangements committee is com- 
posed of W. G. Seymour and David 
Taylor, Clarksburg. 


Dore Speaks in 1 Montreal 


The Life Underwriters Association of 
Montreal held a luncheon’ meeting 
Wednesday at which Edward J. Dore, 
general agent of Berkshire Life in De- 
troit, gave a talk. He is a member of the 
Million Dollar Round Table and has 
been a trustee of the National Associa- 
tion. 


Ore. Round Table Elects 


PORTLAND, ORE.—The Quarter 
Million Dollar Round Table, which now 
includes 48 of the state’s leading insur- 
ance men and women, has elected E. 
Victor Creed, Sun Life of Canada, Port- 
land, as president; Frank Paris, National 
Life, first vice-president; Elma Easley, 
California-Western States, second vice- 
president; Vern C. Gilbert, Equitable of 
Iowa, treasurer, and Willard K. Jahn, 
Mutual Life, secretary. 


Aptitude Tests in Los Angeles 


Under the auspices of the Life Un- 
derwriters Association of Los Angeles, 
125 Los Angeles men took the aptitude 
tests of the Life Insurance Agency 
Management Association, given by Al- 
bert K. Kurtz. 


Millionaires at Portland 


The Oregon-Columbia congress held 
by the Life Underwriters Association of 
Portland, Ore., featured two million dol- 
lar producers, C. G. Raymond, National 
Life of Vermont, Tacoma, and Fred A. 
McMaster, Ohio National Life, Los An- 
geles, giving pointers on selling. George 
Schoeffel, superintendent of agencies of 
Standard of Oregon, started the session 
with a talk on the background of life 
insurance selling. Arthur S. Potwin, 
former Oregonian and now attorney at 
the home office of Connecticut Mutual 
Life, discussed the place life insurance 
fills in the field of business corpora- 
tions. Mrs. Lorraine L. Blair, Chicago 
life saleswoman, pointed out the oppor- 
tunities for selling to women, emphasiz- 
ing her arguments with the statement 
that women control 70% of the wealth 
of the country. R. Elmo Shanahan, 
president of Portland association, pre- 
sided. 

Boston—Paul Alpein, for years a debit 
man for Metropolitan Life in Brooklyn, 
Stressed the value of small cases as 
opening the door to many large cases. 
He makes much of the social security 
approach, The average Metropolitan 
man on debit earned better than $4,000 
last year, he said. More than 50% 
of the membership here is composed of 
industrial men. 





Burlington, N. C.—D. C. Lewis has been 
elected president, succeeding Robert 
Young; C. M. White, Jr., and J. A. Clarke, 


Vice presidents; O. C. Salmon, secretary. 

Pittsburgh—Sales congress speakers 
May 23 are Arthur F. Priebé, Penn Mu- 
tual, Rockford, Ill.; Charles J. Malloy, 
Metropolitan Life home office; T. W. 
Foley, State Mutual, New York; Holgar 
J. Johnson, president I.L.U. 

Los Angeles—“‘How I Look at Life— 
Insurance” is the .theme of the program 
to be presented at a breakfast meeting 
May 21, by four members of the Quarter- 
Million Round Table of Los Angeles. 

John F, Curtis, Massachusetts Mutual, 


will be chairman. Speakers are: Dan 
Flynn, Penn Mutual, “Ideas That Work 
for Me”; Carl T. Mayes, John Hancock, 
“The Reconstruction of a ‘G.I.’ Joe,” and 





John H. Drummond, Pacific Mutual, 
“Choice or Chance.” 

Minneapolis—W. R. Jenkins, North- 
western National Life, spoke. 

Parsons, Kan,—A. L. Foster, Parsons 
attorney, spoke on estates and wills. 


Dallas—Travis T. Wallace, president 
of Great American Reserve, will speak 
May 24 on “Our Method of Selling.” 

Directors have decided to publish a 
roster of the membership as of June 30, 
end of the fiscal year. 

Columbus, ill be 
elected May 24 from this list of nomi- 
nees: C. Nelson Black, Phoenix Mutual; 
John K. Boardman, Massachusetts Mu- 
tual; Joseph Dewey, Equitable Society; 
Ernest R. Johnson, National Life & Ac- 
cident; E. W. Welton, Business Men’s As- 





surance; Mose W. Williams, Northwest- 
ern Mutual. 
Boise, Ida.—James B. Holden is the 


with Ross E. Chastain, 
vice-president; G. Vernon Ricks, secre- 
tary. A. J. Gamble of the Boise Trust 
Co. spoke on “Trust Agreements.” 

Denver— William P. Worthington, 
agency vice-president of the Home Life, 
spoke on “Do You Have a Reconversion 
Problem?” 


new president; 


Jackson, Tenn.—‘‘The agent who ad- 
vises the ex-service man to give up his 
National Service Life Insurance in order 
to line his own pockets with commissions 
on any other life insurance that he can 
sel] him is on the way out of this busi- 
ness,” declared Lew Callow, General 
American Life, Memphis, chairman of 
the committee on veterans affairs of 
the Tennessee association, at a “fish fry” 
meeting. 

Admitting that there are some agents 
in Tennessee who are advising veterans 
to buy insurance from them for the sake 
of getting commissions, Mr. Callow 
suggested that “Tennessee may have to 
follow some of the other states in re- 
voking the licenses of agents guilty of 
this.” 

W. P. Brown, Great American Life, 
chairman of the veterans affairs com- 
mittee of the Memphis association, fol- 
lowed Mr. Callow in a discussion of the 
same subject. 


Des Moines—Leon B. Fink, assistant 
manager of Equitable Society at Kansas 





City, talked May 10 on “Hitting from 
Where You Are.” 
Tacoma, Wash.—Larry Feetham, Mu- 


Seattle, spoke on “High 
Premium Insurance” and Joe Bradley, 
Aetna Life, Seattle, on “Ceilings Unlim- 
ited’”’ at the May 14 meeting. 

Tacoma men will provide the program 
at the Seattle meeting May 24. Francis 
H. Sweetland, Mutual Life; Harry W. 
Andrews, Provident Mutual Life, and 
Chester G. Raymond, National Life of 
Vermont, will speak. 


Va.—Paul C. 
president, 


tual Benefit Life, 


Life of 
Lloyd 


Roanoke, 
Virginia, 





Agee, 
succeeding 


H. Blair; H. Stanley Bailey, vice-presi- 
dent, and Julius T. Neely, secretary. 

James E. Woodward, vice-president of 
Life of Virginia, spoke 

Shreveport, La.—New Shreveport Life 
Underwriters’ association has just elect- 
ed the following officers: Robert 
Norred, president, succeeding E. C. 
Dansby; E. A. Labry, vice-president; 
J. R. Heard, secretary, and Rawley Tred- 
way, treasurer. 

Lincoln, Neb.—The farmer as an in- 
surance buyer was discussed by Don 
Ross, merchandising manager of “Suc- 
cessful Farming.” He characterized the 
farmer as “Nebraska’s biggest business 
man as a life insurance buyer.” 





insurance men should make 
personal farm calls and attend farm 
sales and meetings of all kinds, in es- 
tablishing contacts with a view to serv- 
ing the farmer's interests. 

Cincinnati—The association will hold 
its annual picnic May 24 at Valley View 
Farm, just outside of Cincinnati. 


He said 





Rehabilitate Minn. Insurer 


Midwestern National Life of Minne- 
apolis is being rehabilitated. This is the 
former Palladium Life which started out 
as a burial association and ran into dif- 
ficulties. 








LIFE AGENCY CHANGES 





Bean Fills Houze 
Vacancy; Junior 
Houze Is Aid 


Ferrel M. Bean has been appointed 


general agent of John Hancock Mutual 
succeed the 


Life at Chicago, to late 





Ferrel M. Bean W. M. Houze, Jr. 


William M. Houze. Mr. Bean has been 
associated with the home office as su- 
perintendent of agencies for the last 
four years. 

For nine years previously he was 
Oklahoma general agent of John Han- 
cock at Oklahoma City. He began sell- 
ing life insurance for the company in 
his home town of Farmer City, IIl., and 
continued while he attended University 
of Illinois. After graduation, having 
married in Champaign, IIl., he continued 
there with John Hancock as district 
agent, detached from the T. W. Boruff 
general agency of Decatur, covering sev- 
eral counties. 

Then in 1928 he was appointed agency 
supervisor by Mr. Boruff and traveled 
southern Illinois. He was sent to Okla- 
homa to open the state for John Han- 


cock and established a new agency in 
Oklahoma City. Mr. Bean developed 
this agency from scratch until when he 
left it to go to the homie office it had 
eight full-time agents in the main of- 
fice and about 40 contract agents 
throughout the state. 

He was active there in the Oklahoma 
City and Oklahoma Chambers of Com- 
merce and was a director of the Okla- 
homa General Agents & Managers As- 
sociation. At Champaign, Mr. Bean was 
president of the Champaign County As- 
sociation of Life Underwriters, and was 
one of the founders of the Illinois as- 
sociation. 

Mr. Bean arrived in Chicago last week 
to assume his new duties. He was host 
at a luncheon that day for the women 
employes. Mr. Bean had been in Chi- 
cago on previous occasions to look after 
affairs following the death of Mr. Houze. 

William M. Houze, Jr., who for the 
last 10 years has been associated ac- 
tively with his father in the agency 
except for 27 months’ service in the 
marine corps, has been appointed by 
Mr. Bean as associate general agent. 

Charles H. Boss and Clarence D. 
Smith have been named by Mr. Bean as 
supervisors and will continue to con- 
tact general insurance brokers and de- 
velop surplus line business. 

Miss Mary Smedley, who was asso- 
ciated with Mr. Houze in the agency for 
many years, handles the new business 


department. John DeSutter continues 
as agency cashier. 
Mr. Houze has been connected with 


his father’s agency since he was 13 
and served as office boy on Saturdays 
and in the summers. He attended the 
commerce school of University of IlIli- 
nois, taking the insurance course, then 
worked in the cashier’s department in 
the agency and later in conservation 
work. For four years he was an agent. 

He was appointed brokerage depart- 
ment supervisor in 1939 and continued 
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in that post until entering the marines 
in January, 1944. He recently returned 
from Okinawa, where he was a cor- 
poral in combat intelligence with the 
2nd marine air wing, VMTB 232. 

In 1943 he qualified as a member of 
the John Hancock’s $1,500,000 Club with 
paid production of that amount, all in 
individual policies, but including a $700,- 
000 pension trust case. He would have 
qualified for the Million Dollar Round 
Table for that year except for entering 
service. 

Clyde F. Gay, second vice-president 
of John Hancock in charge of agencies, 
was host at a luncheon Monday to the 
agents and supervisors and introduced 
Mr. Bean. 


Lester Rosen to 
Memphis Post 


Lester A. Rosen has been appointed 
the 


production manager of Memphis 
agency of Union 
Central Life of 
which M. E. Brooks 
is manager. 

A life member of 
the Million Dollar 
Round Table, Mr. 
Rosen qualified for 
this honor during 
his first three years 
in the life insur- 
ance business with 
U nion Central at 
New York. He is 
a graduate of the 
commerce school 
of University of 
Pennsylvania. During the two weeks 
from the time of his graduation until he 
joined Union Central he _ successfully 
completed all C. L. U. examinations. 

After eight years with Union Central 


be 





Lester A. Rosen 


at New York Mr. Rosen entered the 
army in 1941. He was separated from 
the army March 22 with the rank of 


major. 
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REAL OPPORTUNITIES 
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to develop their own agencies. Terri- 


tories open in MISSOURI, KANSAS, 
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O. R. Jackson, Vice-President 


POSTAL LIFE & CASUALTY 
INSURANCE COMPANY 


“An Old Line Legal Reserve Life 
Insurance Co.” 


4727 Wyandotte Street 
Kansas City 2, Missouri 











Hodges M. & M. 
Chicago Life Head 


W. Carson Hodges has been appointed 
manager of the life department at Chi- 
cago of Marsh & McLennan, and John 
J. Flanagan has been appointed assist- 
ant vice-president in the department. 
Howard I. Potter, vice-president, will 
continue as heretofore to supervise the 
general activities of the life department. 

Joining M. & M. in 1937 Mr. Hodges 
has for the past four years been assist- 

ant manager. He is a graduate of Uni- 
versity of South Carolina, was a high 
school superintendent at Columbia, S. C., 
for two years, leaving to join Travelers 
as agent and assistant manager at Char- 
lotte, N. C. After three years he was 
called to the home office and made as- 
sistant superintendent of agents. 

A graduate of Loyola University law 
school, Mr. Flanagan joined M. & M. in 
1920 in a clerical capacity and joined the 
life department in 1927. He has handled 
some of the largest life policies on indi- 
viduals written in this territory. 


Will Supervise Actuarial Service 


A recent addition to M. & M.’s Chi- 
cago office has been Frank L. Griffin, 
Jr.. who was actuarial supervisor of 
Prudential. He will supervise the actu- 
arial service of M. & M. in connection 
with pension programs. He is a grad- 
uate of Reed College, Portland, Ore. 
Upon graduation in 1932, he joined Pru- 
dential. He is now a fellow of the Actu- 
arial Society of America. 





Mass. Mutual Appoints 
Emanuelson at Columbus 


C. Harry Emanuelson, assistant direc- 
tor of agencies of Massachusetts Mutual 
Life has been ap- 
pointed general 
agent at Columbus 


for that company. 
Fritz A. Lichten- 
berg, Jr., will con- 


tinue as supervisor, 
which position he 
has held since the 
death of his father, 
who had been gen- 
eral agent for 40 
years. He will de- 
vote part of his 
time to personal 
selling. 

Mr. Emanuelson 
entered insurance with Continental As- 
surance as assistant superintendent of 
collections at Chicago. In 1933 he went 
to St. Louis as cashier for Lincoln Na- 
tional Life, and then went into personal 
production and later served as super- 
visor. He joined Massachusetts Mutual 
at Chicago in 1937 as supervisor for 
John H. Dingle, and the following year 
went to Boston as assistant to General 
Agent J. S. Braunig. He was appointed 
agency assistant in the home office 
agency department in 1943, and was in 
the pension trust division. In 1945 he 
was advanced to assistant director of 
agencies. 





Cc, H. Emanuelson 


a ae 
Simons Chicago Manager 

Alfred Simons, formerly field training 
instructor for Metropolitan Life has 
been appointed manager of the Hardin 
Square district at 43 East 47th street, 
Chicago. He succeeds William J. Zuck- 
erman. 

Mr. Simons joined Metropolitan in 
1935. Three years later he was made 
an assistant manager and served in that 
capacity until his promotion to field 
training instructor in 1942. 


Pacific National Men Return 


Maj. Kenneth W. Cring, provost 
marshal at Yokohama, received his 
discharge on May 6, and in June will 
resume his former duties as Pacific Na- 
tional Life general agent at Ogden, 
Utah. 

Bert E. Corporon, 
Long Beach, Cal., 
nection with the 


general agent at 
has severed his con- 
navy department in 


charge of payrolls, and has resumed his 
agency work. 

Lt. Col. E. S. Worlund of San Fran- 
cisco has been discharged from the 
chemical warfare department and re- 
sumed his old post at San Anselmo, Cal. 


Wallace Assistant Manager 
of Loder Agency 


Theodore I. Wallace has been ap- 
pointed assistant manager of the Loder 
agency of Mutual 
Life in Chicago. He 
has resigned = as 
manager of the life 
department of the 
Cramsie-Laadt & 
Co. general insur- 
ance agency of Chi- 
cago, which is gen- 
eral agent of 
Northwestern Na- 
tional Life. 

Mr. Wallace, who 
studied law at Uni- 
versity of Alabama 
and University of 
Iowa after receiv- 
ing an undergraduate degree in com- 
merce and finance, was salesman, and 
later division superintendent in Illinois 
for the Compton House, publisher of 
educational material, before becoming a 
special agent of Bankers Life of Iowa. 
He was advanced to special district 
agent and later for four years was super- 
visor. He was very successful as a 
salesman, being No. 3 country-wide in 
1940 and leading the company in 1941. 
He was the top producer in every year 
he was with the Bowman agency at 
Chicago. He received the President’s 
trophy in 1945 for individual leadership; 
twice was vice-president and once presi- 
dent of the State Leadership Club. In 
no year that he was with Bankers Life 
was he lower than sixth place country- 
wide in paid personal production. 








T. I. Wallace 





Eight Assistant Managers 
Named by Mutual Life 


Appointment of eight new assistant 
managers has been announced by Mu- 
tual Life. 

Edward D. Bishop, Oklahoma City, 
will supervise organization in 24 coun- 
ties with headquarters at Ardmore, 
Okla. 

Matthew W. Honkonen, 
handle seven 
Altoona. 

Norman L. Horner at San Francisco 
will supervise eight counties while lo- 
cated in Fresno. 

Richard L. Jordan, New Orleans, 
supervise seven parishes. 

Edwin H. Kelm of Sioux City will 
cover 10 counties with headquarters at 
Sleepy Eye, Minn. 

Alfred H. Oetting, Toledo, will super- 
vise field organization in Lucas county 
and in Toledo. 

David G. Petersen, Billings, Mont., 
will work in six counties with headquar- 
ters at Butte. 

Theodore I. 
Chicago, 


Pa., will 
located in 


Erie, 
counties while 


will 


W allace, Loder agency, 
will work in Cook county. 


Vote on Reinsurance Plan 
Stockholders of United of Chicago at 
a special meeting May 24 will vote on 
the proposition of approving a_ rein- 
surance contract with Fidelity Life of 


Baltimore. The contract provides that 
Fidelity shall cede to United all of its 
insurance and convey to United all of 
its assets, including its home office ex. 
cept only the amount of its surplus, 
United would assume and reinsure alf 
the ceded business and would pay Fj. 
delity Life 55 times the weekly debit, 
It is provided that after reinsurance jg 
effected, Fidelity will cease writing ip. 
surance and will liquidate its assets. 
United already owns all of the stock 
of Fidelity Life and hence would receive 
by way of a liquidating dividend on its 
Fidelity stock, substantially all the 
money paid to Fidelity for its business 
and assets and all Fidelity surplus. 





Baggott Returns to Seattle 


After three years in the army, Ronald 
Baggott has resumed his position as 
state agent of National Life of Vermont 
at Seattle. He served as executive off. 
cer of the special service division of the 
fort of embarkation at San Francisco, 
with the rank of captain. 


Robert G. Jones, who directed the 
agency while Mr. Baggott was in the 
army, becomes associafe manager in 


charge of brokerage. 





Merge Boston Agencies 


The two Boston agencies 
Life have been consolidated into one 
with Charles A. Murphy, Jr., as man- 
ager. This places under Mr. Murphy’s 
direction the organization formerly man- 
aged by Warren H. Preble, who re- 
signed April 15. 

Mr. Murphy joined Home Life in 
1935 and served as a supervisor and 
manager at Providence before joining 
the home office agency department as 
a field assistant. He was named as as- 
sistant manager at Boston last year 
and on March 1 became manager. 

Mr. Preble continues with the en- 
larged agency. 


of Home 





Auslander Joins Victoroff 


David Auslander has joined the Vic- 
toroff agency of Bankers National Life 
in Jersey City as associate general agent. 
He was assistant personnel manager 
for a manufacturing concern and sold 
life insurance for Prudential in his spare 
time. He had a substantial volume of 
business in the little over a year that 
he was a part-time agent. He now joins 
the Victoroff agency partly in the cap- 
acity of office manager and partly as 
a solicitor for Bankers National. 





Ruwoldt Now General Agent 


Joseph B. Ruwoldt, former Buffalo 
life manager for Columbian National 
Life, has been appointed general agent 
in the recently enlarged Buffalo offices 
at 1428-1429 Liberty Bank building. He 
became associated with the company in 
1940. Mr. Ruwoldt in 1937 became as- 
sociated with Metropolitan Life and be- 
came manager for Columbian National 
at Buffalo in 1940. 





Howson Named at Saginaw 


William R. Howson has been named 
to succeed Fred M. Bullock as district 
manager of the Mutual Benefit Life at 
Saginaw, Mich., in charge of three coun- 
ties. He has represented the company 
since 1920. 

Mr. Bullock is relinquishing his du- 
ties as manager after having been active 








A highly competitive Canadi 
tions in Detroit. 





MANAGER WANTED 


Life Insurance C y 
It requires a man between 27 and 35, experienced in training and 
supervising men in the armed forces, or with similar experience, who has a background 
of successful life insurance selling. To the man selected, the Company offers— 


1. Special training in salesmanship and management. 
2. A liberal contract with pension provision. 
3. A guaranteed salary during the building period. 


Apply, stating age, qualifications, and previous experience, to BOX G-10, 
The National Underwriter, 175 W. Jackson Blvd., Chicago 4, Ill. 





prop to expand its opera- 
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in life insurance for 38 years. He will 


devote more of his time to personal pur- 
suits but will continue in the agency. 





Zahorick Named Supervisor 


NEWARK-—J. Bruce MacWhinney, 
Newark general agent of John Han- 
cock, has appointed Charles C. Zahorik 
supervisor in charge of Bergen, Passaic 
and Hudson counties. For the last 10 
years he has been assistant district man- 
ager in Paterson. 


Unity Mutual Appointments 


Unity Mutual Life & Accident has 
appointed Charles M. Castillo manager 
at Riverside, Cal. He had been home 
office inspector. A. J. McKinnon is pro- 
moted to assistant manager at Santa 
Ana, Cal. 


Two Join Van Winkle Agency 

Lt. Thomas Kimball, after three years 
in the army, has resumed his former 
position as assistant manager of the 
Kellogg Van Winkle agency of [Equi- 
wu Society in Los Angeles. 








Capt. Wine C. Hammond, Jeueate 
released from the army, has joined the 
Kellogg Van Winkle general agency and 
has been named district manager of the 
Van Winkle agency for Orange county, 
and Pomona and Ontario, Cal., with 
headquarters in Santa Ana. He was dis- 
trict manager of Equitable in Canton, 
O., from 1940 to 1942, when he entered 
the army. 





Donald F. Lau Returns 


Donald F. Lau has returned from 
army service, where he became a first 
lieutenant, and has been appointed a 


unit supervisor in the Lackey agency of 
Massachusetts Mutual Life at Detroit. 
Mr. Lau served as a war bond and in- 
surance officer. 

Two other veterans, S. Alberta Stuts- 





man and Hugo J. Ulbrich, Jr., have re- 
turned to the agency. 
George H. Johnston has been ap- 


pointed manager of the life department 
of Continental Assurance in the Chas. 
F. Joyce Co. agency of Buffalo. 








LIFE SALES 


MEETINGS —_ 





George Washington 
Agents Entertained 


The annual agency convention of 
George Washington Life was held in 
Cincinnati and was well attended by the 
company’s field representatives and 
their wives. 

James L. Seward, secretary and man- 
ager of agencies, chairman, introduced 
President Lee Warren James who re- 
viewed the achievements of the com- 
pany in the past, the future prospects for 
the life insurance industry and the com- 
pany, and spotlighted the field under- 
writers vital contribution to the struggle 
against inflation. 


Honorary Governors Honored 


A governor’s club luncheon honoring 
representatives who earned the title of 
“honorary” governor for the states in 
which they operate followed the first 
day’s business session. E ntertainment 
provided for the afternoon and evening 
included tours of Cincinnati’s points of 
interest, shopping tours for the ladies, 
and dinner and an ice show. 

H. P. Gravengaard of THE NATIONAL 
UNDERWRITER created great interest in his 
discussion of the field of business insur- 
ance. 

Roy M. Wehrle, director of agencies, 
conducted a quiz game in which all rep- 
resentatives participated. David W. Dun- 
bar, executive vice-president, acted as 
toastmaster at the banquet. 

The convention meeting was climaxed 
with a flying trip to Louisville and the 
derby at Churchill Downs. A chartered 
bus transported a portion of the party 
to and from Louisville. 


National Life, Vt., to 
Meet at Jasper Park in ‘47 


Jasper National Park, Alberta, Can- 
ada, will be headquarters for the 1947 


educational conference of National Life 
of Vermont. Reservations have been 
made from June 18-21. All National Life 
representatives who qualify will be pres- 
ent for the first conference National Life 
has held for several years. 


State Farm Va. Meetings 


About 30 agents of State Farm Life 
attended a two-day seminar in Rich- 
mond. The main theme was life under- 
writing problems and attainment of the 
“Billion or More” life program of State 
Farm Life. Featured speakers were 
W. W. Billups, life supervisor, and M. S. 
Judy, West Virginia director. A similar 
meeting was held in Roanoke, with Mr. 
Billups in charge. 


N. W. Mutual Agents 
to Meet July 22-24 


MILWAUKEE—Elaborate plans, in- 
cluding several patriotic features, are 
under way for annual meeting of the 
Northwestern Mutual Association of 
Agents at the home office July 22-24. 
With some 300 veterans of the last war 
expected to attend, special plans are be- 
ing made for this group. This is ex- 
pected to be one of the most memorable 
events in the company’s history and has 
been designated as the “Victory” meet- 
in ng. 

‘A well-balanced and constructive pro- 
gram has been planned, to provide 
three days of information and inspira- 
tion. The officers and standing com- 
mittee of the agents’ associafion is con- 
sulting with the home office agency de- 
partment in making arrangements. This 
committee was elected at the 1941 an- 
nual meeting and was planning the 
1942 convention which was canceled in 
May of that year because of the war. 


Committee in Charge 


It is composed of T. A. Lauer, Joliet, 
Ill., president; G. A. Morrison, Indian- 
apolis, vice-president; S. L. Klarer, Mil- 
waukee, secretary; S. L. Youngquist, 
Columbus, chairman; B. A. Clark, Pitts- 
burgh; J. R. Mage, Los Angeles; W. C. 
Dunbar, Ft. Wayne, and K. M. Snyder, 
Omaha. 

Speakers from field and home office 
will discuss topics of direct interest to 
all agents, including new men, quarter- 
million dollar producers, top producers, 
as well as men operating in urban and 
rural fields. Special emphasis will be 
placed on techniques and ideas that are 
producing results in today’s market. 

Agents attending their first annual- 
meeting will have a special luncheon 
with an outstanding speaker. Particular 
emphasis will be given to “needs” sell- 
ing, with field reports on the “planned 
income” procedure. New material will 
be released in the fields of business in- 
surance and ownership forms. 

All agents who achieved distinction 
under the honor system the last five 
years will be given special recognition, 
as will leaders for the current agents’ 
year. 


Campbell & Vineyard 
Agency Holds Conference 


Agents of the Campbell & Vineyard 
agency of Aetna Life in Arkansas and 
eastern Missouri were in Little Rock 
for two days for the annual spring 
agency meeting. The first day was de- 
voted to attending the sales congress of 


the Arkansas Association of Life Under- 
writers. A reception and “prize car- 
nival” were held at the home of Foster 
A. Vineyard and Gordon Campbell, fol- 
lowed by an agency dinner. 

Saturday was devoted to conference 
sessions. A luncheon also was given. 
Paul Speicher, R. & R. Service; Frank 
H. Plaisted, general agent of Aetna Life, 
St. Louis, and L. E. Throgmorton, gen- 
eral agent for Aetna Life in Shreveport, 
La., were speakers. Mr. Vineyard pre- 
sided at the Saturday session. Joe Mary- 
man, Little Rock, was the leading agent 
of the company in a special campaign 
staged by the sales organization for the 
two weeks preceding the meeting, and 
. J. Coffey, Fort Smith, and J. V. 
Clark, Texarkana, second and third, re- 
spectively. Mr. Maryman appeared on 
the program. 

Plans were discussed for the regional 
conference of Aetna Life at Mackinac 


Island, Mich., in July, which will be at- 
tended by more than 25 agents from 
Arkansas. 
Kansas City Life 
Agents in Mexico 

A party of 332 Kansas City Life 
agents from 35 states and the District 


of Columbia, their wives, home office 
officials, directors and general agents at- 
tended the company’s golden jubilee 
celebration in Mexico City. 

The trip, financed by the company, 
was in celebration of the business pro- 
duced during the golden anniversary 
year of 1945. During that year, 214 
agents qualified to take the trip, 
although only 152 actually made the 
journey. Together these 214 agents pro- 
duced $56,314,000 or 68% of the com- 
pany’s total volume for the year. The 
average production for each qualifying 
agent was $263,000, while the average 
number of lives insured by each was 98. 

Included in the group were 113 of the 
142 members of the top production 
group, the president’s club, which held 
its second annual meeting at Mexico 
City. 

Only one day was devoted to Kansas 
City Life business, including a meeting 
for the entire delegation at the Uni- 
versity club in the morning, the Presi- 
dent’s club in the afternoon, and a semi- 
formal dinner at the Chapultepec Restau- 
rant in the evening. About 50 Mexican 
government officials and officials of the 


Mexican insurance companies were 
guests at the dinner. 
Trips to the floating gardens, the 


Pyramids and a night club party oc- 
cupied two of the days. The last day 
was left free. 

Half of the group has stayed over to 
make side trips to other towns. 





Agents Gather at Boise 

J. O. Klein, superintendent of agen- 
cies, and A. DeManiel, agency supervi- 
sorr, from the coast office of Metropoli- 





Idaho, district staff. They attended the 
meeting of the Boise Association of Life 
Underwriters as guests of C. E. Thomas, 
manager of Metropolitan at Boise, re- 
tiring president. 


B.M.A. Convention Centers 
on Larger New Sales 


Ideas for larger sales featured the an- 
nual Business Men’s Assurance agents 
convention at Kansas City. A full day 
was devoted to hearing ideas from lead- 
ing producers from all over the country. 

Robert J. Costigan, Kansas City man- 
ager, opened the meeting with greetings 
and was followed by Chairman W. T 
Grant, who spoke on “Together Again 
in Time of Peace.” Ralph Carney, vice- 
president Coleman Co., spoke on “As a 
Sales Manager Sees Us.” President J. 
C. Higdon presided at the opening ses- 
sion. 

Speak on Varied Subjects 

Highlights of the sales ideas meeting 
were talks by J. P. Baldwin of California 
and A. L. Wolf of Arizona on larger life 
sales; visual sales aids were discussed by 
A. W. Hogue of Texas and K. W. Stock- 
ton of Missouri. Milton Ladish, Chi- 

cago, and K. K. Krogue, W ashington, 
discussed profitable working habits, = 
H. C. Pogue, group manager, and H. 
Quist, Wisconsin, talked on group ae 
salary investment plans. J. W. Sayler, 
sales director, presided. 

President Higdon was chairman of a 
meeting featuring talks by leading pro- 
ducers in which ideas were given by 
Louis Haith and H. G. Horn, Portland, 
Ore., and Robert Sanders, California. 


Manhattan Life Agents End 
Sales Drive at Dinner 


In recognition of the outstanding job 
done by the field force in April, “Presi- 
dent’s Month,” in honor of J. P. For- 
dyce, 165 general agents and agents of 
Manhattan Life attended a dinner in 
New York City. All company records 
for submitted business were broken in 
the month with $6,688,903 of submitted 
business, compared to $5,737,956 in De- 
cember 1941, the second largest month 
in Manhattan’s history. The April, 1946, 
performance topped by $1,688,903 the 
quota established for the month. 

President Fordyce at the dinner an- 
nounced winners of 12 awards offered 
by the company for outstanding perfor- 
mance in April. The six leaders in vol- 
ume and number of lives were recipients 
of identical awards. First award was a 
leather zipper compartmented case with 
the winner’s initials stamped in gold; 
second to sixth, inclusive, a pen and pen- 
cil set. 

Top Performers Win Awards 


Winners in number of lives in order 
were J. S. LeGath, Green agency, West- 
wood, N. J.; Reuben Linchitz, Robbins 
agency, New York; Sol Langberg, Rob- 
bins agency, New York; Donald Macker, 








tan Life at San Francisco, held a two- Green agency; W. J. Schloen, Jr., 
day meeting with members of the Boise, Schilling agency, Burbank Cal., and 
TYLER HELPFUL 
REINSURANCE 
in the Rose Garden of America, the center SERVICE 
of East Texas oil and gas development. Life 
, é ae , Substandard 
Write for Alliance Life's plan to organize hott 
an agency in this growing Texas city. Disability | 


B. T. Kamins, Agency Vice-President 


Insurance 








Alliance @ Life 


Executive office: 750 N. MICHIGAN AVENUE | 
CHICAGO 11, ILLINOIS | 











R. E. Button, Reinsurance Secretary | 


Company | 























38 


May 17, 1949 

















SERVICE BASED ON | 


PLUS VALUES 


A member of Royal Neighbors 
of America recently evaluated 
her membership in the society as 
follows: “IJ value my member- 
ship Royal Neighbors of 
America because for 35 years I 
have had safe insurance protec- 
tion, the fellowship of our so- 
ciety and am assured a home in 
my declining years.” 


in 


The Royal Neighbor home 
and fellowship are but two of 
the PLUS values of Royal 
Neighbor legal reserve fraternal 
life insurance. The other PLUS 
values include a real fraternal 
spirit and program, camp activi- 
ties, fraternal aid from a special 
fund, a free health service and 
the Royal Neighbor magazine. 


These features, beyond the 
realm of protection, make it pos- 
sible to describe the service of 
Royal Neighbors of America as 
“Life Insurance with a Heart”. 


ROYAL NEIGHBORS 
OF AMERICA 


SUPREME OFFICE, ROCK ISLAND, ILL. 











LEGAL reserve fraternal 

life insurance society for all 
Lutherans on 3% American Ex- 
perience reserve basis. Twenty- 
eight years old—$138,755,513.00 
in force. Mortality experience 
1945—32.70%. Rate of assets to 
liabilities—109.13%. 


* 


Our new agents’ contract, with 
retirement program, has been 
enthusiastically received by our 
agency force. 


* 


Address your letter of inquiry 

to 

THE SUPERINTENDENT OF 
AGENCIES 


LUTHERAN BROTHERHOOD 
LEGAL RESERVE LIFE INSURANCE FOR LUTHERANS 


Herman L. Ekern, President 
608 Second Ave. So., Mi polis 2, Mi t 














“Since 1868”—the 
best in Life Insurance 
Service for Catholics 


CATHOLIC 
FAMILY PROTECTIVE 
LIFE ASSURANCE SOCIETY 
726 NM. WATER STREET ~- MILWAUKEE 2, WiSa 
Whole Family Life Insurance for Catholics 











Lieberman, Harmelin agency, 
Newark. 

Winners in volume in order were: W. 
J. Schloen, Jr., Schilling agency; George 
| Blumberg, Robbins agency; Minnie Hel- 

ler, Cromwell agency, New York; Max 
Stoller, Ranni agency, New York; Bea- 
| trice L. Miles, Reinis agency, Brooklyn, 
|}and Mary La Bella, Grosten agency, 
| Los Angeles. 

| Leading general agencies for April in 
|order were: James G. Ranni, New 
| York; Jos. D. Robbins, New York, and 
Max Harmelin, Newark. 

| President Fordyce announced insur- 
|ance in force exceeded $157,000,000, all- 
time high. The California representa- 
|tion more than doubled its quota and 
the Banducci-Denning agency, Bakers- 
field, Cal., won the J. P. Fordyce trophy 
for the California agency showing best 
| performance against quota in April. 
| West Coast agents celebrated the April 
record at a barbecue and field day at 
Centinela Park, Inglewood, Cal., May 10. 





‘Wisconsin National Sets 
'1947 Convention Dates 


May 26-28 of 1947 have been selected 
as the dates for the annual convention 
lof Wisconsin National Life. The meet- 
ling will be held at the Edgewater Beach 
|hotel in Chicago and attendance will be 
on a qualification basis. 





'Mutual Benefit General 
'Agents Hold Sales Parley 


| 

| General agents of Mutual Benefit Life 
jmet at Virginia Beach for their first 
jnational conference since 1941. More 
than 100, including general agents and 
approximately 25 home office men parti- 
cipated. 

Three informal meetings on sales 
training, financing and prestige building 
were led by home office and field spe- 
cialists. Although voluntary, these 
meetings had an 80% attendance. 

At the banquet President John S. 
Thompson presented the President's 





Trophy to James S. Drewry, Cincinnati, 
for best all-round performance in 1945. 
General Agents Raleigh R. Stotz, Grand 
Rapids, and H. Lawrence Choate, Wash- 
ington, received plaques commemorating 
their 25th anniversaries. 

Mutual Benefit General Agents As- 
sociation met before the conference and 
elected Frederick N. Winkler, Cleveland, 
president, to succeed William H. Gaith- 
er, Charlotte; C. Carroll Otto, Detroit, 
was elected vice-president, and Raleigh 
R. Stotz, Grand Rapids, secretary-treas- 
urer. 


Mutual Trust Regional Schools 


A series of regional meetings and re- 
fresher schools for general agents has 
been held by Mutual Trust Life. Two 
schools were conducted in the territory 
of New York, New Jersey and Penn- 
sylvania under the direction of H. A. 
Newhart, manager of sales training; A. 
H. Neil, Jr., manager, and J. B. Hawk- 
ins, assistant manager of the mid-Atlan- 
tic division. Each school was conducted 
for one week for veterans and as a re- 
fresher course for other general agents. 


Colonial Life Convention 


Colonial Life plans to hold its annual 
convention at the Cavalier Hotel, Vir- 
ginia Beach, Va., Sept. 26-30. Because 
of wartime restrictions, there was no 
convention last year. Those who quali- 
fied at that time will be included among 
those attending this year. 
Arrested on Fraud Charge 

Lewis A. Martin, 52, Manheim, Pa., 
has been arrested on charges of operat- 
ing an insurance company without a 
license and representing himself as an 
officer in a non-existent insurer. He was 
alleged to have conducted a mail order 
business and to have enrolled members 
in a fictitious “National Guildcraft As- 
sociation” with assessment liability for 
sick and death benefits. The investiga- 
tion was made by the Pennsylvania de- 
partment and the federal postal au- 





thorities. 








Program for Royal 
Neighbors Rally 


The tentative program for the su- 
preme camp of Royal Neighbors to be 
held in the Netherland Plaza hotel, Cin- 
cinnati, June 10-14, was announced this 
week. It was to have been held in June, 
1945, but was postponed on account of 
the war and transportation restrictions. 

Legislation for advancement of the 
society in the next four-year term will 
be considered throughout the conven- 
tion and amendments to the by-laws 
will be enacted. 

Attending will be 186 delegates rep- 
resenting the 5,530 camps and 518,992 
members, 17 elective and several ap- 
pointive supreme officers and other offi- 
cial personnel. 

Some of the Speakers 

Speakers will include Mrs. Grace W. 
McCurdy, Bettendorf, Ia., head of the 
society; Miss Erna M. Barthel, Rock 
Island, Ill., recorder, and Maj. Earl 
H. A. Isensee, Minneapolis, who will! 
serve as reading clerk. Mrs. McCurdy 
will speak at the opening meeting June 
10, and Miss Barthel will review prog- 
ress of Royal Neighbors in a night ses- 
sion June 11, at a class adoption and 
demonstration of ritualistic work. Major 
Isensee will tell of his war experiences. 

Other supreme officers who will take 
part include Mrs. Jessie L. Mitchell, 
Brighton, Mich., chairman board of su- 
preme managers; Mrs. Alice C. Nash, 
Hopkins, Minn., vice-chairman; and 
Mrs. Margaret Gorman, Chicago; Mrs. 
Edna E. Walsh, Kansas City, and Mrs. 
Frances L. Torkelson, Lincoln, Neb., of 
the board of managers, and Dr. Hada 
M. Carlson, Moline, Ill., supreme phy- 
sician. 


Plan Scenic Boat Trip 


A reception will be held the opening 
evening. Officers will be elected June 12 
and installed that evening following a 
banquet. 

The meeting the afternoon of June 
13 will adjourn early to enable delegates 
to go on a scenic boat trip. A session 
will be held the morning of June 14, and 
a meeting in the afternoon for field 
workers, including state supervisors and 
district deputies. 


Porterfield Manages Field 
for Equitable Reserve 


Equitable Reserve of Neenah, Wis., 
has made a change in field managers, 
with J. A. Porterfield, Green Bay, Wis., 
succeeding H. A. Mitchell, resigned. 

Mr. Porterfield has had 24 years’ ex- 
perience in insurance, having maintained 
a general office, largely devoted to the 
interests of Massachusetts Protective 
and Prudential. 

In his earlier years he was with the 


es 


Milwaukee railway purchasing at Ch. 
cago for two years, and then attended 
University of Wisconsin. After service 
in the other war he was with the Penn. 
sylvania railroad purchasing department 
in Chicago. In 1921 he took a Green 
Bay responsible position in the cost de. 
partment of the Northern Paper Mif 
Co. at Green Bay, Wis., remaining until 
he established his general insurance 
office. Mr. Porterfield plans to remoye 
to the home office at Neenah. 





L’'Union St. Jean Convention 
Held in Worcester, Mass. 


L’Union St. Jean-Baptiste D’Amer- 
ique of Woonsocket, R. I., held its 
annual four-day convention at Worces- 
ter, Mass., with about 2,000 delegates 
and guests attending. It started at a 
mass reception to delegates in the mu- 
nicipal auditorium at which President 
Henrj T. Ledoux, Governor Tobin and 
Mayor Sullivan spoke. Albert Chambon, 
French consul, Boston, and Adrien Pou- 
liot, representatives of the Canadian 
government on the permanent Commit- 
tee of the Survival of French in America 
also spoke. Six honorary 25-year mem- 
bers of the organization were decorated. 
A solemn high mass in Notre Dame 
church formally opened the convention, 
with the most Rev. Thomas M. O'Leary 
officiating. 


Dunlop of I. O. F. Heads 
Can. Fraternal Association 


W. W. Dunlop, Independent Order of 
Foresters, has been elected president of 
the Canadian Fraternal Association, 
Vice-president is C. F. Savage, Montcon, 
N. B., and secretary is C. G. Fitch, 
Hamilton, Ont. On the executive com- 
mittee are John Boland, Toronto; T. H. 
Simpson, Hamilton; Rene Pare, Mon- 
treal, and Miss R. M. Dillon, Toronto, 








Fraternals Are Advised to 
Review Reserve Standards 


Explaining the supplement to the val- 
uation report required of fraternal bene- 
fit societies by the Pennsylvania depart- 
ment, Deputy Oscar Kottler and 
Chief Life Actuary M. H. Levita told 
the Insurance Federation of Pennsyl- 
vania that fraternals must face the ques- 
tion of whether their reserve standards 
are adequate. ; 

It behooves a fraternal to examine 
first its 4% business and then its 34% 
business and to ask itself whether it will 
be in a position to “carry out” such con- 
tracts as they are without some modifi- 
cation. 

With interest rates the way they are 
going will’ reserves now on hand, plus 
the future premiums to be collected, en- 
able fraternals to carry out the terms of 
the contracts outstanding? The prob- 











PUTTING THE ACCENT ON YOUTH 


The Woodmen of the World is putting the accent on youth dur- 
ing its “Tomorrow’s Builders” juvenile membership drive, May 
15 to July 15, to enroll several thousand boys. 


They are offering boys the benefits to be derived from an early 
start on a sound life insurance protection program, plus the 
many benefits they will receive by taking part in the fraternal 
and social activities of Boys of Woodcraft. 


WOODMEN OF THE WORLD 


Life Insurance Society 
OMAHA, NEBR. 
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jem is particularly vital to those socie- 
ties with batches of N.F.C. business. In 
most cases the average age is relatively 
high and the actual to expected mortal- 
ity on this block of business is likewise 
relatively high. On such business mor- 
tality profits would be decreasing and 
the interest yield less than 4%. Some- 
thing must be done to make this busi- 
ness self-sustaining. 
We suggest to each and every society 
to do more than merely fill out the an- 
swers to the valuation blank and to look 
upon this report as being chock-full of 
vital information. And facts as such are 
of little use unless they are utilized. Use 
them as a program for action. Look for 
the danger ahead signals and take action. 





Suit Filed Against W.O.W. in 
1940 Now Being Heard 


OMAHA—The law suit of a Mexico 
City corporation and two_ individuals 
against Woodmen of the World Life 
fled in federal court in 1940, has started 
before Judge Donohoe here. The suit 
was delayed by the war. 

It was filed by Manuel Maria Molina 
and Marionis Laras and La Protectora, 
claiming that W.O.W. transferred its 
agency, established in 1933, to La Pro- 
tectora and withdrew from Mexico 
without maintaining the reserves as re- 
quired by that country’s law. 

The two men took out policies with 
the Mexico City Woodmen agency, the 
suit contends, and the policies were 
transferred to La Protectora. 

The plaintiffs ask an accounting and 
payment of some $45,000 with interest, 
which it is alleged, is due the Mexican 
corporation. 





Kansas Society Finally Licensed 


TOPEKA—Commissioner Hobbs fi- 
nally has issued a license to Ancient 
Order of United Workmen, Newton, 
Kan., ending a court dispute of several 
months. The society had made a change 
in its by-laws and annual statement 
which brought it into line with state 
requirements. The state, Hobbs an- 
nounced, would dismiss its action filed 
in Shawnee county district court which 
alleged misuse of mortuary funds and 
requested appointment of a receiver for 
the society. 





Wm. Zuehlke, Jr., Asst. Treasurer 

William H. Zuehlke, Jr., son of the 
national treasurer of Aid Association for 
Lutherans, has assumed his duties as 
the assistant treasurer. 





Quits Single Premium Annuities 


Lutheran Brotherhood has decided to 
discontinue the issue of single premium 
immediate annuities commencing July 1. 





Has Record April Volume 


April was Lutheran Brotherhood’s 
all-time record month in volume of 
issued business, with $3,331,634. 





Gerald P. Boehne, son of A. J. 
Boehne, general agent of Lutheran 
Brotherhood in St. Louis and a member 
of the agency, was married recently to 
Carole Warren of that city. 


K. C. Congress Draws 400 


About 400 attended the sales congress 
of the Kansas City Association of Life 
Underwriters, with Chairman Bert B. 
Boyd, Northwestern Mutual, presiding. 
The program included: “The New 
Agent Likes This Market,” John John- 
son, Equitable of Iowa, Maryville, Mo.; 
A Day’s Work Every Day,” Gene 
Moore, Penn Mutual, Kansas City; “A 
Case for Term Insurance,” Frank P. 
Jackson, Mutual Life, St. Louis; “Now 
Is the Time to Raise Your Sights,” C. E. 
Cleeton, Occidental Life, Los Angeles; 
A Blueprint for Happiness,’ Newell C. 
Dav. Equitable of Iowa, Davenport. 
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Mid-West Men 
Meet May 31 
at French Lick 


The Mid-West Management Confer- 
ence, sponsored by the General Agents 
& Managers Association of Indianap- 
olis, will be held at French Lick, Ind., 
May 31-June 1. For five consecutive 
years before Pearl Harbor these confer- 
ences were held, principally in Indiana- 
polis. 

The first day Judd C. Benson, Union 
Central Life, Cincinnati, will speak on 
“If I Had to Do It All Over”; Albert 
F. Randolph, Penn Mutual home office, 
“Care and Feeding of Silent Salesmen,” 
and A. R. Jaqua, Purdue University, 
“Some Things I’ve Discovered in Train- 
ing.” The final day B. N. Woodson, 
vice-president Commonwealth Life, talks 
on “As I See It” and Foster A. Vine- 
yard, Aetna Life, Little Rock, on “Don’t 
Let the Boys Die on Third.” 

At the closing dinner session Satur- 
day evening, Richard E. Myer of Mu- 
tual Life, New York, will be the speaker 
on “Step Lively Please” and Paul 
Speicher, R. & R. Service, will give a 
“play-by-play” summary of the program. 

The attendance probably will be re- 
stricted to about 90, due to still limited 
hotel accommodations. 





N. Y. Managers to Discuss 
Vet Job Training May 23 


Veterans training on the job program 
will be a feature of the spring meeting 
of the Life Managers Association of 
Greater New York, May 23. 

Edward F. Hickey, assistant indus- 
trial commissioner, New York depart- 
ment of labor; Joseph McGraw, director 
of bureau of veterans affairs for New 
York; David E. Hetzell, chief training 
and education of VA, and Charles J. 
Zimmerman, director of institutional 
relations for L.I.A.M.A., will cover this 
subject. 

Judd C. Benson, Cincinnati general 
agent of Union Central and chairman 
of the N.A.L.U. committee on social 
security, will discuss ‘Social Security 
and the Agent.” Harry W. Jones, mathe- 
matician for Mutual Benefit, will speak 
on “Guertin Legislation.” The meeting 
will be preceded by a luncheon and fol- 
lowed by cocktails. Albert J. Johannsen, 
Northwestern Mutual, is president. 





To Give Aptitude Tests in 
San Francisco May 20 


The San Francisco General Agents & 
Managers Association is sponsoring in 
that city the field tests being conducted 
in 15 key cities by Life Insurance 
Agency Management Association to de- 
velop a better aptitude test for selecting 
life insurance agents. L. I. A. M. A. 
has asked that 100 to 150 agents who 
meet qualifications appear to take one 
of 20 tests, and general agents and man- 
agers will choose men for the purpose. 

They must be, for ordinary agents, 
full time, contracted Jan. 1, 1944, or 
earlier, must have worked throughout 
1944 and 1945; must not have mana- 
gerial or supervisory duties; for indus- 
trial agents, contracted Jan. 1, 1945, or 
earlier; worked throughout 1945, no 
managerial or supervisory duties; not an 
office debit or do agent. 

The tests will be conducted May 20 
in the St. Francis Hotel. Participating 
agents will be guests of the L. I. A. 
M. A. at luncheon. 





W. W. Stewart Pittsburgh Speaker 

W. W. Stewart, general agent of Pa- 
cific Mutual Life, addressed the Pitts- 
burgh Supervisors Club at the luncheon 
meeting Monday. 


Agency Heads Rally 


in Kansas City 


KANSAS CITY—tThe first of 18 area 
conferences to be held throughout. the 
country by general agents and man- 
agers was held in Kansas City May 
10-11. General agents and managers as- 
sociations represented were Kansas 
City, St. Louis, Wichita, Oklahoma City 
and Denver. 

J. F. Trotter, manager Mutual Life, 
Kansas City, was appointed to plan an 
Organization making these conferences 
annual affairs by Bert A. Hedges, 
B.M.A., Wichita, area chairman. 

The five association heads reported on 
their respective activities and type of 
organization at the morning session Fri- 
day. Making the reports were Ralph 
Theisen, Northwestern Mutual, Denver; 
Sam Quarles, Provident Mutual, Kansas 
City; James Blake, Lincoln National, 
Oklahoma City; Glen McTaggart, Pru- 
dential, St. Louis, and Percy Gibson, 
Mutual Life, Wichita. 


Reports on Denver Project 


Theisen reported that through coop- 
eration of the Denver group with Com- 
missioner Kavanaugh over 50% of li- 
censed brokers in Denver were elimi- 
nated by a recent examination. 

John Brock, Equitable of Iowa, Okla- 
homa City, reported on the on-the-job 
training under the GI bill of rights, and 
an open discussion followed. He stressed 
that safeguards against abuses of the 
program will be necessary. To that end 
a committee of the Oklahoma City Man- 
agers Association worked with the vet- 
erans administration, passing on the 
competency of life insurance training 
programs submitted to the accrediting 
agency in Oklahoma City. 

C. E. Cleeton, Occidental Life, can- 
didate for N.A.L.U. trustee, outlined his 
agency building and training program at 
a luncheon meeting. 

Explanation and discussion of their 
agency management, recruiting, selec- 
tion, training and financing operations 
by three agency leaders comprised the 
afternoon session. They were V. V. 
VanLeuven, New York Life, Denver; 
Malcolm C. White, Pacific Mutual, Ok- 
lahoma City, and Frank P. Jackson, Mu- 
tual Life, St. Louis. Newell C. Day, 
Equitable of Iowa general agent, Daven- 
port, Ia., summarized the three presen- 
tations. 


Mason Talks in L. A. on 
Advanced Programming 


LOS ANGELES—Daniel E. Mason, 
supervisor of training of Equitable So- 
ciety, who is in Los Angeles conducting 
a training course, addressed the Life In- 
surance Managers Association on “Ad- 
vanced Personal Programming.” 

He said the life insurance agent is sell- 
ing money management. He declared 
that the agent shoufd discuss the pros- 
pect’s problems with him. He should 
not stress the matter of dying but should 
impress the prospect that under present 
conditions he has every chance of living 
beyond age 65. 

The problem of the general agent or 
manager is not that of his best agents, 
but his poorest agents, and the general 
agent should quit taking on the man who 
is unequal to the work of being a good 
agent. 

He said the interview with the pros- 
pect should have three phases, the fact 
finding interview with the prospect and 
the policy delivery interview. The aver- 
age size of policies now is larger because 
of programming by the agent, even 
among those of lower income. 





Boston Supervisors Elect 


The Boston Life Supervisors Club has 
elected these officers: President, Albert 
H. Curtis, New England Mutual; 2nd- 
vice-president, John G. Khouri, Con- 


necticut General; secretary - treasurer, 
William F. Kelly, Connecticut Mutual. 
McKinley H. Warren manager of the 
Phoenix Mutual Life in Boston, spoke. 





Pacific Northwest Managers 
to Confer in Longview 


Life managers and general agents 
from Seattle, Tacoma, Spokane and 
Portland will hold a two-day conference 
at Longview May 17-18. Paul R. Green, 
Seattle general agent of Aetna Life, is 
area chairman. 

The conference will get under way 
with a Juncheon May 17. Three general 
agents and managers will unfold their 
agency blueprint or pattern. They are 
Ed Phillips, of Standard of Oregon, 
Portland; Lloyd Harrison, Phoenix Mu- 
tual, Seattle, and Lyle Funnel, Mutual 
Life, Spokane. 

Hugh S. Bell, Equitable of Iowa, Se- 
attle, will be the principal speaker at a 
banquet May 17. 

Seattle, May 18, Harry Charlton, Sun 
Life, will speak on “Unit or Inceritive 
Financing”, and Bill Pierre, New York 
Life, Spokane, on “Motivation.” A third 
speaker, yet to be selected, will discuss 
“Selection, Recruiting, Training.” 

Sixty managers and general agents 
are expected to participate. 





Twin City Leaders Hear 
Haberman, Shay, Moore 


More than 50 agency heads of Min- 
neapolis and St. Paul gathered at the 
latter city for a joint meeting. Speak- 
ers were Ray Haberman, Northwestern 
National; Robert Shay, Bankers Life of 
Iowa, and Hiram Moore, Mutual Life. 
All three covered the topics of recruit- 
ing, selection of agents, training, super- 
vision and financing. The speakers 
showed how carefully they are prepared 
to outline the business to new men. 
All have well prepared portfolios for 
presentation to the prospective agent. 

very small number are hired in 
comparision to the number of prospec- 
tive men interviewed. All have specific 
and well organized training plans and 
all agree that today financing of new 
men is a minor problem. It was brought 
out that the great majority of those 
present had entered the business before 
age 25. 

There was a cocktail hour given by 
Northwestern National Life and an in- 
formal dinner. 


Recruiting Lansing Topic 

_LANSING, MICH.— Recommenda- 
tion that territories be surveyed care- 
fully prior to appointment of new life 
agents at this time marked discussion 
of recruiting problems at a meeting of 
the General Agents & Managers Asso- 
ciation. 

Several members advocated better 
selection and training of new agents and 
it was pointed out that small town 
appointments, particularly, should be 
watched to make certain that too many 
full-time agents are not being named 
to work these limited territories. In 
some instances, it was found, four or 
five agents had been named in terri- 
tories where a reasonable income could 
be earned by not more than two or 
three. Lester Peters, Metropolitan Life, 
president, presided. 





Moore Before Seattle Managers 


SEATTLE—Donoavan F. Moore, gen- 
eral agent of Union Central here, who 
recently was released from the army, 
spoke on “Life Insurance in and out 
of the Army” at a luncheon meeting of 
the Seattle Life Managers Association 
Monday. While in the service, he found 
most soldiers had made no plans for 
retaining or converting their govern- 
ment life insurance policies after they 
are discharged, and that they feel the 
rates of private companies are too ex- 
pensive. He has doubled his life insur- 
ance coverage since leaving the army 
and advises clients to do the same to 
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meet higher living costs. Most people 
now are ready to admit their insurance 
should be increased because of inflation, 
he has found. 


Newark Managers Hear Shanks 


The General Agents & Managers As- 
sociation of Northern New Jersey held 
a luncheon meeting in Newark Monday 
at which Carrol M. Shanks, president 
of Prudential, spoke. 








Long Beach Managers Organize 


The Life Insurance Managers Asso- 
ciation of Long Beach has been organ- 
ized, with these officers: President, C. 
*, Foreman, Lincoln National; vice- 
president, Roy Underwood, Connecticut 
General; secretary-treasurer, F. S. J. 
Hancock, Jefferson Standard. 

Joseph Charleville, executive secretary 
of the Life Insurance Managers Asso- 
ciation of Los Angeles, spoke at the or- 
ganization meeting. 





Reorganize in Grand Rapids 

_The Grand Rapids Life Managers & 
General Agents Association has been 
organized with Ernest W. Nelson as 





president. The old Life Managers As- 
sociation of Grand Rapids was active 
from 1938 to 1942 but was suspended 
on account of the war. 

Vice-president is Karl Z. Howland; 
secretary, James M. Keplar; directors, 
Raleigh R. Stotz, Herman O. F. Bar- 
rett and Henry C. Martens. 


Utah Managers Hear Monley 


Fred Monley of the Life Insurance 
Agency Management Association, ad- 
dressing the Utah Life Managers in 
Salt Lake City told of recent develop- 
ments in the industry, including the 
Guertin law and its effect, and also took 
up major changes in the market. Ju- 
venile insurance, he said, had increased 
35%, and accounted for 10% of the to- 
tal sales of life insurance in 1945. 








Cashiers to Entertain Managers 


The Detroit-Windsor Life Agency 
Cashiers Association will give its an- 
nual entertainment and dinner for the 
members of the Associated Life General 
Agents & Managers May 23. Judge 
Joseph Moynahan will be the speaker. 








ACCIDENT AND HEALTH 





Agents Tell What 
They Want from 
Companies, Assn. 


Recommendations have been made by 
the committee formed at Wichita during 
the midyear meeting of the National 
Association of Accident & Health Under- 
writers to state from an agent’s stand- 
point what they should expect from 
managers and companies. 

Agents’ recommendations to the Na- 
tional association are: That the asso- 
ciation develop a plan similar to that 
of the Institute of Life Insurance to 
inerease the prestige of accident and 
health companies and of the A. & H. 
underwriter; plan to establish a course 
comparable to that if the C.L.U. for the 
A. & H. agent; that consideration be 
given to including more agents as mem- 


bers of the executive committee; and 
that more agents be elected to offices 
in local associations. 


Recommendations to Companies 


Under recommendations to companies, 
the committee listed: 

1. That member companies _ place 
more emphasis on study plans of both 
A. & H. selling technique and principles 
of risk underwriting, and that general 
agents and managers increase personal 
supervision of new men during early 
experience. 

2. That member companies do more 
national and local advertising, and that 
this advertising be designed to increase 
the prestige of career agents in the field. 

3. That companies place more em- 
phasis on acquiring specialized under- 
writers in A. & H. and less on casualty 
men and brokers in the selling field. 

4. That career A. & H. agents have 
a vested interest in renewals in event 
death or dissociation from companies, 
provided they have maintained reason- 
able production requirements and have 
a minimum amount of A. & H. in force. 

5. That member companies extend 
eroup insurance benefits to agents based 
on production club requirements. 

The committee will meet again just 
before the national convention at Denver 
and final recommendations approved for 
presentation to the executive committee 
of the National Association. 

The committee is composed of David 
H. Stein, Pacific Mutual Life, Denver, 
chairman; C. M. Barricklow, B.M.A., 
Ponca City, Okla.; Rolf R. Noll, Mutual 
Benefit H. & A., Kansas City, Mo.; 
Louis H. Gilles, Postal Life & Casualty, 
Kansas City, Kan.; S. A. Hemphill, 
Great Northern Life, Enid, Okla., and 


Margaret Olson, North American Life & 
Casualty, Minneapolis. 

Proposals are in line with those dis- 
cussed at Wichita in February. 





R. M. Brann to Retire 
from A. & H. Bureau Post 


Ralph M. Brann, now 73, who has 
served for 15 years as secretary of the 
Bureau of Personal Accident & Health 
Underwriters, is to retire May 31, at his 
own request. A dinner was. given 
in his honor in New York May 16, at 
the time of the meeting of the governing 
and underwriting committees of the bu- 
reau. 

Mr. Brann has spent his entire busi- 
ness life in the casualty insurance field. 
At the time when the first workmen’s 
compensation laws were passed he was 


occupying a company post in Denver. 
He took a great interest in the new 


movement and devoted much study to 
its operation and its possibilities. He 
organized the first workmen’s compen- 
sation bureau in Colorado and after a 
number of years in that capacity was 
called to New York in the workmen’s 
compensation division of the National 
Bureau of Casualty & Surety Under- 
writers. When the Bureau of Personal 
Accident & Health Underwriters, which 
had operated for a number of years as 
a division of the National Bureau, was 
set up as a separate organization, Mr. 
Brann was transferred to it. 

He is widely known among accident 
and health company men both in and 
outside the bureau and has represented 
the bureau at several meetings of the 
Health & Accident Underwriters Con- 
ference. 


Continental Cas. Names 
Two A. & H. Group Heads 


William E. Racine has been placed in 
charge of production, and William J. 
Fitzgerald named midwest supervisor 
for the group A. & H. division of Con- 
tinental Casualty. 

Mr. Racine was a general agent for 
six years in Chicago before joining Zur- 
ich there in 1940 to do special group- 
sales development work. He was later 
promoted to service manager and prior 
to joining Continental was in Phila- 
delphia as district manager. 

Mr. Fitzgerald joined Continental from 
his position as manager of the Ohio- 
West Virginia territory for John Han- 
cock at Columbus, for four years. 


Air Accident Cover Broadened 


Connecticut General Life has an- 
nounced a new accident insurance avia- 
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tion program with broader coverage 
lower rates and more liberal underwrit. 
ing practices. 

Its regular accident policies now cap 
be broadened to make flying coverages 
available at low cost for nearly all types 
of civilian pilots. Classifications of fly. 
ers who can obtain regular accident jp. 
surance with flying coverage have been 
broadened to include private, student 
and commercial pilots. 

The new coverage also may be added 
to existing insurance policies. 





Extend Aviation Accident Rider 


The Bureau of Personal Accident % 
Health Underwriters has announced that 
the majority of companies Writing 
commercial accident and health ingyr. 
ance will extend from Jan. 1, 1947, for 
two years the rider broadening air traye| 
coverage without charge. The rider was 
recommended in 1945 and carried a ter. 
mination date of Jan. 1, 1947. 





Benefit Increase Retroactive 


Under the proposed merger of North- 
ern Mutual Casualty and Bankers Life& 
Casualty of Chicago policyholders with 
approved claims occurring from Jan, 1, 
1946 will receive benefits half again as 
large as those provided for in the con- 
tract, according to President Howard F. 
Kirk. It is proposed that Jan. 1 shall 
be the effective date of the merger. The 
contractual benefits for those deciding to 
continue their contracts with Bankers L, 
& C. will be 50% greater than those 
stated in the contract. 

Dissenting policyholders will receive a 
ratable share of the surplus of Northern 
Mutual. 





The Illinois Manufacturers Associa. 
tion is making a survey of members to 
determine the extent to which employes 
presently are receiving disability pro- 
tection under private arrangement. The 
Illinois state department of labor, it is 
reported, is preparing a bill to be intro- 
duced in the legislature next year to 
set up in Illinois a compulsory sickness 
insurance plan and the Illinois Manu- 
facturers’ survey, it is understood, is to 
develop factual data with which to com- 
bat such a move. 


AGENCY NEWS 


Buffalo Agency 75 Years Old 


The 75th anniversary of the establish- 
ment of the Buffalo agency of John 
Hancock Mutual Life was observed at 
a dinner. General Agent Edwin R. Erick- 
son presided. The Buffalo agency has 
grown to be the third largest in the 
company and April sales were largest 
in its history. 











Opens Production Contest 


The Howard C. Lawrence agency of 
Lincoln National Life in Newark held 
a dinner-meeting with Charles W. Ner- 
cer, Newark general agent of Massa- 
chusetts Mutual Life, as speaker. The 
dinner was the opening of a “May Pro- 
duction Contest.” 





A 150% gain in new paid business was 
made by the Chicago branch of Manhat- 
tan Life in April, ‘President’s Month”, 
over the mark in that month last year. 
G. C. Simpson is the manager. 

Alexander F. Gillis, Provident Mutual 
Life, Newark, shows 92% increase In 
paid business for the first four months, 
establishing a new record for the agency. 








Reports on New Jersey N. S. L. I. 


NEWARK—About 700 New Jersey 
veterans have reinstated their Nationa 
Service Life Insurance since April 1, 
Morton Holzman, regional insurance ol 
ficer of the veterans administration, fe- 
ported. April 1, the government pét- 
mitted veterans of the last war to ap- 
ply for reinstatement of lapsed policies, 
regardless of length of lapse, with ex 
amination until Jan. 1, 1947. 
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What kind of man makes the best father? The 
man who leaves no stone unturned to give his 
loved ones the priceless comfort of security — the 


security of his love, the security of life insurance. 


ITHE NORTHWESTERN MUTUAL 


Founded 1857 MILWAUKEE 2, WISCONSIN 
(This is one of a series of full-page advertisements appearing in The Saturday Evening Post) 


Life insurance companies are significantly different. 
Ask a Northwestern Mutual agent to tell you what 
that difference means to you. And ask a policyholder 
why no other company excels Northwestern Mutual 
in that happiest of all business relationships — old 
customers coming back for more. 


LIFE INSURANCE COMPANY 





The Brady camera-portrait which Lincoln’s son, Robert T. Lincoln, presented to the Lincoln National as ‘*the most satisfactory likeness of my father,” | 


Dedicated to the greatest good for the greatest number 


Lincoln National’s adherence to this principle gives the 
public increased opportunities for life insurance protection 


BRAHAM LINCOLN always thought in 
terms of the greatest good for the greatest 
number of people. 


» Guided by the same principle, this Company 
which bears Lincoln’s name constantly strives 
to make its service available to the largest pro- 
portion of applicants. It provides life insurance 
coverage for men, women and children in all 
walks of life. Not only does Lincoln National 
insure those blessed with the best of health and 
engaged. in preferred occupations; it also offers 
the opportunity for insurance protection to the 


PS 


NAME 


physically impaired and to those engaged in 
hazardous occupations. 


Following this principle of “the greatest good 
for the greatest number” has brought with it a 
remarkable testimonial of public confidence— 
more than two billion dollars of Lincoln 
National life insurance is in force today for the 
protection of American families. 


» Qualified Lincoln National representatives 
will give you sound, unselfish advice about your 
life insurance problems. Consult them freely 
without obligation. 


ON DT C.A-f ES EES 


Salient Facts About Lincoln National 


@ FOUNDED IN 1905—one billion dollars of life ine | 
surance in force was reached in 1939, 


@ PRESENT INSURANCE in force, more than two. 
billion dollars. 


@ LINCOLN NATIONAL has more than 35 per cent 
of its assets invested in U. S. Government Bonds. 


q LINCOLN NATIONAL has paid more than 260 mil- 
lion dollars to policyholders and beneficiaries. 


@ LINCOLN NATIONAL serves the public through 
qualified representatives associated with its branch 
offices in the United States, Puerto Rico, the Canal 
Zone, the Philippines and Hawaii. ‘ 


CHAR AG TE R 


THE LINCOLN NATIONAL LIFE INSURANCE COMPANY 


Fort Wayne 1, Indiana 





